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Lincoln and Continental Introduce '59 Models— 


for "59, Lincoln and Continental have retained the classic, conservativé lines that marked last year’s all-new body. The cars 


ge built on a 131-inch wheelbase, are 227 inches long and draw 350 horsepower from a 430-cubic-inch engine. 
@e available, including a new Continental town car and limousine. 


Bey and other pictures are on Page 16.) 


DETROIT, 


Dealers will place the ‘59s on display Friday (Nov. 


Twelve models 
14). 





Car Output Spurts to Year’s High 


By Martin L. Whitmyer 
Staff Writer 

AR manufacturers in the U. S. 
got off to a fast start on their 

of 550,000 assemblies for No- 

ber last week as all lines went 
imto overtime operations simul- 
Mneously for the first time this 


The result was 1958's largest 
sutput—an estimated 128,037 car 


Here’s the Score 
Accessory 


>. 
Prices for °59 
By John K. Teahen Jr. 
* Staff Writer 
IKE the purchaser of a home, 
the buyer of a new automobile 
that it’s the extras that send 
price zooming skyward. 
The home buyer may need 
, sterm windows and 
. fireplace. The auto buyer often 
wants to furnish his new car with 
‘Buch things as automatic trans- 
Mission, power brakes, power 
Steering, radio and heater. 

Even in the Ford-Chevrolet-Plym- 
@uth class, these five options 
amount to about $450. 

Meantime a dealer check by 
Avromotive News indicates dealers 
Bre about evenly divided on the 
Question of ordering more stripped 
ars to keep the sticker price low. 
' Power brakes and power steer- 
ing are gaining in popularity, but 
Most low-priced buyers don’t con- 

ier them essential. A heater, how- 

r, is a must almost everywhere. 
(Continued on Page 51, Col. 1) 


Top Cars 


New-car registrations for nine 


‘ 


1957 
Make Pos. 
Chev. 1,094,354— 2 
Ford 1,142,103— 1 
Plym. 





assemblies, compared with 97,- | earlier and 22,594 assemblies dur- 


804 units a week earlier when 
only seven makers worked six 
days. During the same week last 
year, the makers turned out 136,- 
610 cars. 

Not only did last week’s car 
output mark the highest outturn 
of autos since the week ended Dec. 


21, when the makers turned out! 
140,457 units, but it marked the} 
first time since the week ended Jan. 


11 that U. S. car production sur-| 


passed the 120,000-unit level and 
only the seventh 1958 week that car 
assemblies in the country topped 
the 100,000-unit mark. 


MAKERS scheduling six-day op- 
erations last week were Buick, 
Oldsmobile and Pontiac in their 
“home” plants; Chrysler, Plymouth, 
Dodge and DeSoto in Detroit and 
on the West Coast; Plymouth in 
Evansville, Ind., as well as in De- 
troit and Los Angeles; Imperial in 
Detroit; Cadillac in Detroit; Chev- 





rolet in nine of 10 plants; Ford di-| 
vision in all 13 car-assembly plants; | 


remy at Wayne, Mich. Metu- 
chen, J., St. Louis and Los An- 
geles; "‘Eansoie at Wixom, Mich.; 
Edsel at Louisville; Rambler in 
Kenosha, Wis.; Studebaker at South 


|Bend, and the seven Buick-Olds-| 


mobile-Pontiac “field” plants. 


Only makers not scheduled for 
final assembly Saturday were 
Dodge and Plymouth at Newark, 
2 and Chevrolet at Bloomfield, 


Overtime operations also were)! 


scheduled for truck lines at Dodge, 
Ford, Chevrolet and Studebaker, 


giving the commercial-car manu-| 


facturers a production of an esti- 
mated 24,397 units last week, com- 





pared with 19,197 units a week! 


ing the same week a 
> = = 


ar ago. 


IVING the car manufacturers 

their biggest boost last \week 
were Ford and Chevrolet) Both 
worked heavy overtime schedules. 

Ford division ag@in led \ the 
industry in assemblies last week 
with an estimated #31750 its, 
but Chevrolet was cliese on/| its 
heels with approximately 3 
assemblies. The previews 
Ford turned out 35,293 
while Chevrolet, still building up 
its lines after a strike had 
assembly operations for 
than two weeks, produced 
cars. 


Plymouth, working a doubl 
at its Newark and Detroit plants 
and six-day schedules at roit, 
Los Angeles and Evansville, raised 
its output from 11,391 units a week 
earlier to an estimated 11,500 rs 
last week. \ 

All other Chrysler Corp. uni 

(Continued on Page 53, Col. 3) 
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Break up GM? Page 4 


Need some ad ideas? Page 
30. 


Ford's lighter transmission. 
Turnings, Page 22. 
Fiat Sales Test. Page 8. 


Dealer conventions: New 
Jersey, Page 6; Oklahoma, 
Page 3. 
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Mercury Dealers Display 20th Aiaiververy M odels— 

The 20th anniversary Mercury will go on display Friday (Nov, 14) in dealer showrooms. Engineers have cut the qwanemiesion 
tunnel in half, providing more legroom in both front and rear, and glass area has been increased by adoption of a,wrapover 
windshield. The cars have a new grille and restyled side trim and tail lights. Fifteen models are offered, including this Monterey 
four-door sedan. (Story and other pictures are on Page 23.) 
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To 11" Pet. in Sept.; 
Volume. Tops 36,000 


By Robert M. Lienert 
Associate Editor 
Liens overall imported-car sales 
again soaring to record levels, 
Renault came within a step of re- 
placing Volkswagen as best-selling 
foreign car, just-released September 
registration figures show. 

Sales of all imported makes 
numbered a record-shattering 36,- 
417 units during the month, giv- 
ing them an unprecedented 11.49 
percent of the U. S. new-car mar- 
ket in September. 

In other words, one buyer in 
every nine during the month pre- 
ferred an imported auto to a U. S.- 
built car. 

> > > 
deter *, the sag in total 
domestic-car sales in September 
magnified the market penetration 


GM Sales Share 
Eases to 45 Pet. 


Volume for 3 Months 
Barely Tops Million 


ec registration figures for 
the third quarter showed a 
sharp reversal for General Moto 
which virtually ee a 
back gains GM had ed in the 
first half. - 

Most the slack was taken 
up by imported cars, although all 

er U. S. makers except Stude- 

baker-Packard registered moder- 
ate third-quarter improvement. 

These and other closeup views of 
the new-car market are provided 
by an Automotive News analysis of 
registration figures just released by 
R. L. Polk & Co. 

a +. 7 

OME 1,088,211 new cars were 

registered in the third quarter, 
compared with 1,252,346 in the sec- 
ond quarter and 1,530,320 in the 
third quarter a year ago. 

Registrations for the first nine 
months numbered 3,456,570, com- 
pared with 4,584,035 in the first 
nine months of 1957. September’s 
total was 317,070, compared with 

(Continued on Page 4, Col. 1) 


of imports. However, sales of 36,- 
000 would provide a penetration of 
6 percent even in a whopping 600,- 
000-unit month, And the industry 
hasn’t sold that many new cars in 
any one month since hurly-burly 
1955. 

If further indication is needed 
as to the imports’ impact on the 
September market, it may be 
noted that only Ford and Chev- 
rolet managed to outsell the com- 
bined foreign-car entry. 
Overall imported-car registra- 
tions in the first nine months of 
1958 totalled 262,823 — representing 
7.60 percent of all new-car deliver- 
ies in the U. S. during that period. 

A year ago, imports accounted for 
21,807 registrations in September, or 

4.30 percent of the total. The nine- 
month figure was 144,909 registra- 
tions and 3.16 percent market pene- 
tration. 
> : > 

wy imports having accounted 

for 7.60 percent of registrations 
thus far this year, industry observ- 
ers recalled statements by various 
U. S. auto spokesmen in the past 
that the foreign cars would pose no 
problem as long as their share of 
sales stayed below 5 or 6 percent. 

Has the panic point been 
reached for U. S. makers? It is 
hard to tell, although it would 
seem that current-figures-would 

a powerful argument for 
the introduction of small cars by 
the Big Three in time for the 
1960 model run. 

The final decision may hinge on 
performance of king-size ‘59s after 
they have had a thorough market 


test. 
1% THE current imported-car 
sales race, Renault spurted ahead 
during September in its drive to 
(Continued on Page 4, Col. 1) 
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36th Los Angeles Exhibition Bows Friday... 


Show Season Opens This Week 


By John E. Walsh 
Staff Writer 
— auto show season gets under 
way this week with the indus- 
try’s “finest for '59” going on dis- 
play in two West Coast cities and 
a Midwest community. 

Leading off is the Burlingame- 
San Mateo Auto Show, which 
opens Thursday (Nov. 13) in the 
Hillsdale Shopping Center, San 
Mateo, Calif. The 10-day exhibit 
ends Nov. 22. 

The Los Angeles International 
Motor Show, one of the nation’s 
largest, opens a 10-day stand in 
the Pan Pacific Auditorium on Fri- 
day (Nov. 14). The 36th annual 
exhibit is sponsored by the Los 
Angeles Motor Car Dealers Assn. 

Charles H. Elmendorf, LAMCDA 
executive secretary, said the exhibit 
will have a special preview Thurs- 
day (Nov. 13) under auspices of the 
Assistance League of Southern Cal- 

ifornia. 


* bd * 

DMISSION fee for the black-tie 

charity event will be $5 and 
there will be special music and a 
fashion show, he said. 

About 175,000 saw last year’s 
show and show officials are ex- 
pecting a bigger turnout to view 
the "59 models. The admission 
charge will be $1.25. 

Cars to be displayed by 28 ex- 
hibitors include: 

Alfa-Romeo, Fiat, Lancia, Borg- 
ward, Buick, Opel, Cadillac, Chev- 
rolet, Chrysler, Renault, Citroen, 
Panhard, Datsun, Goggomobil, 
Skoda, DeSoto, Dodge, Edsel, Lin- 
coln, Continental. 

> > > 

CURY, English Ford, Fer- 
rari, Ford, Hillman, Rover, 


Dealers Warned 
On Liberties with 
Sticker Law 


DETROIT.—Dealer association 
sources warned last week that 
dealers should take no liberties 
with the price stickers posted on 
mew cars under the price-disclo- 
sure law. 

They referred to reports in the 
Nov. 3 issue of Automotive News 
te the effect that some dealers are 
carrying stickers in the glove 
compartments of salesmen’s dem- 
onstrators using dealer plates. 

Association sources asserted: 

“It is the obligation of the man- 
ufacturer to post the sticker and 
it is the obligation of the dealer 
te leave it alone.” 

Objection also was made to the 
statement of Washington sources 






that dealer associations might | 


arrange friendly court tests with 
the U.S. district attorney. 
Dealers were cautioned to con- 
sult their own attorneys before 
taking any step that might put 
them in violation of Federal law. 


1 a 
1 
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of Studebaker Corp., at the 


Safety Congress, annual 
of the National Safety Council. 


H 







Sunbeam, Singer, Triumph, Jaguar, 
MG, Austin, Austin-Healey, Morris, 
Oldsmobile, Plymouth, Pontiac, 
Vauxhall, Porsche, Bentley, DKW, 
Simca, Studebaker, Mercedes-Benz, 
Taunus and Volvo. 

The first show sponsored by the 
South St. Paul Automobile Deal- 
ers Assn. also will open Friday. 
Five dealer-members will have 
exhibits at Fleming Field, the 
community airport. The show 
runs three days. 

The fourth annual San Mateo 
show is sponsored by the Bur- 
lingame-San “Mateo Auto Dealers 
Assn. in cooperation with the Hills- 


Retrial Scheduled 
Jan. 26 for duPont 


Antitrust Action 


CHICAGO.—The second trial in 
the Federal Government's nine- 
year-old case against E. I. duPont 
de Nemours & Co., Inc., has been 
scheduled tentatively for Jan. 26. 

George D. Reycraft jr., U. S. at-| 
torney, told Federal Judge Walter 
J. La Buy the Government plans| 
to call about 20 witnesses and 
wants to take some depositions. 

On Friday (Nov. 14) the Govern-| 
ment will tell duPont and GM at- 
| torneys the names of witnesses and | 
the subject matter of the deposi-| 
|tions it proposes. On Nov. 17) 
|duPont lawyers will say whether | 
the list is too long for them to be} 
ready for trial Jan. 26. 
| Meanwhile, Reycraft asked La| 
Buy for an interim restraining order | 
}to prevent duPont from voting its| 
GM shares, buying any more GM| 
| stock and to eliminate the inter- 
locking of directors and officers. 

La Buy rejected the motion, say- 
ing he would not render a “piece- 
| meal” determination of the case in 
view of the scheduled retrial. 

The U. S. Supreme Court has 
ruled that duPont’s 23 percent in-| 
terest in GM tends to violate the! 
antitrust laws. It overruled a 1954) 
decision by La Buy and directed 
him to hear the case again. 





By George L. Glaser 

European Correspondent 
LONDON.—The big question at 
|the 43rd London Auto Show was: 

How long will the auto-production 
| boom last? 

No signs of any letup were in 
evidence as the show got under 
way. Orders began to pour in as | 
soon as the doors weer opened. 

Hambro Automotive Corp., U.S. 
| distributor for British Motor Corp.. | 
reportedly placed an order for more 
than 25,000 cars, many of them the 
new Austin A-40. 

British automotive writers are 
urging the industry to develop 
other markets and not to depend 


Renault, Alfa OK Deal 














too much on future sales in the 
U.S., as some do now. 

Britain’s share of the rapidly 
growing European market has 
and studies are 


styling to increase the country’s 
business on the Continent. 

As far as production goes, the six 
makers which produce about 95 
percent of British cars have had 
record years. They are Ford, Vaux- 
hall, Rootes Group, BMC and 
Standard Motor Co. 

Standard is the second British 
firm to acquire the services of an 
Italian stylist. The restyled Van- 
guard shows the influence of Mich- 
elotti, who is with Vignale of Turin. 
BMC’s Austin A-40 was styled by 
Pinin Farina, noted Italian stylist. 

The American industry was 


Kamala Auto Show Stirs 
Tidal Wave of Orders 


dals Merchants. More than 100 cars 
will be displayed on the shopping 
center’s mall. 

Thirteen dealerships will be rep- 
resented, and all U. S. lines and a 
number of foreign makes will be 
exhibited, according to Jerry Brom- 
berg, Burlingame Motors (Pontiac- 
Studebaker), association president. 

* + i. 

LLIAM CALLAHAN, shopping 

center promotion manager who 
is aiding Bromberg with arrange- 
ments, said attendance is expected 
to top last year’s turnout of 300,000. 
There will be no charge for ad- 
mission. 

The only entertainment will be 
provided by a group of strolling 
musicians on Monday, Thursday 
and Friday nights, when the cen- 
ter’s stores are open, Callahan 
said. 

“We have found that people come 
to see the cars and not side attrac- 
tions,” he said. 

The automotive merchandising 
division of Life magazine also is 
associated with the show and the 
94 merchants in the center will 
have tiein exhibits, Callahan said. 

+ * . 


EXT week the curtain will rise) 


on spectacular exhibits in three 
metropolitan centers—St. Louis, De- 
troit and Philadelphia. 

The theme of the 4ist annual 
St. Louis show (Nov. 21-30) is 
“Autopia.” Ed Hayward, show 
manager, said the slogan is: 
“Come to Autopia and see the 
cars and St. Louis of tomorrow.” 
The 46th annual Detroit show 
(Nov. 22-30) is being held two 

months earlier than usual. Boyce 
Tope, executive vice-president of 


the sponsoring Detroit Auto Deal-| 


ers Assn., said the floor plan has 
been rearranged this year to pro- 
vide more than 25,000 additional 
feet of display space. 


Another large attendance is ex-| 


pected at the Philadelphia show 
(Nov. 22-29) by the Philadelphia 
Automobile Trade Assn. Last year 
the first show sponsored by the 
PATA since 1949 drew about 100,- 
000. 


well represented with '59 models, 
with only the Mercury and Edsel 
missing. Newspaper critics ap- 


Chevrolet. They're still gasping 
over the fancy GM “dreamboats.” 
Studebaker-Packard Corp.’s new 


(Continued on Page 54, Col, 1 


| customers, the automobile firms. 
pear to favor the Ford over | 
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City. The Choffins had the costumes flown 


rolet), Williamston, N. J., who came dressed 





By Frank Gawronski 
Staff Writer 


CONTINUED decline in busi- 
ness available to automotive 
| parts suppliers has prompted them 
| to" seek wage concessions in con- 
| tract negotiations with the United 
| Auto Workers. 
Almost all 





the parts suppliers 
have demanded re- 
lief from the pattern 
of settlements with 
the Big Three auto 
makers. As a result, 

this industry, which | 
| supplies important parts to the 
automobile manufacturers, has been 


| hit by a series of strikes. 


The strikes so far have had only 

minor effects on the auto industry. | 
| However, if continued, they could 
cripple auto production now that | 
most firms are stepping up their) 
assembly pace. 

*lormally, parts company agree- 
ments follow close behind the set- 
tlements signed by the auto 
makers. In 1955, most parts sup- 
pliers were prospering, along 
with the auto manufacturers, and 
were willing to follow the pattern. 

This year, it is a different story. | 
In addition to slumping new-car/| 
sales, the suppliers have seen a 
large share of the parts business 
absorbed into the plants of their 


Because they feel the only way} 
to stop this trend is to undercut 





the auto companies on labor costs, 
the parts suppliers have gone on| 
record with demands that the UAW 


Time for Fun at Dealer Convention— 


Parts Makers Fighting 
Auto Wage Pattern 


As GM Stylist 


| president in charge of GM styling 





Business Barometer 


Automotive News Economic Index — 


104.7 Percent of 
98.9 Percent of 


Auto Production 

Truck Production 

Auto Registrations— Year to date. 
Truck Registrations—yYear to date. 
Steel Production—tTons 


Paperboard Production—Tons "ow 
Soft Coal Output—tons 


Oil Refinery Output—Borreis .... 
Electric Output—Kilowatt Hours ... 


Commercial and Industrial Loans $29,731,000,000 
$28,233,000,000 
$ 


Oct. 29 1958 Range 
35% 36%- 8 
53% 594-44 
464, 48Y,-37% 
48Y, 50Y%,-33% 


- 53% 


Last Week 
Like Week Last Year 
Percent of 


Percent of Like Week 
Last Week Last Year 
137.9 77.8 
118.1 90.6 


99.9 
102.7 
104.3 

99.2 
102.9 
101.3 

98.3 

95.9 
101.0 


100.0 
100.0 

95.3 0. 
108.7 119.6 


Nov.5 Oct. 29 1958 Range 


38%, 40%-27 
14% 15%- 7% 
31%-21% 
16 - 2% 
60-40% 


"Kaiser Industries, parent firm of Willys Motors. 
(Nov. 10, 1958) 
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NADA President and Mrs. Dean Chaffin, center, Bozeman, Mont., dressed as an 

Indian chief and squaw, took first prize for the “most beautiful” costume during the# Paris € 
Halloween Dance at the New Jersey Automotive Trade Assn. Convention in Atlantic§ Renault 
in from an Indian reservation in Montana Greer 
Mr. and Mrs. Robert R. Reilly, (Oldsmobile), left, Westfield, N. J., dressed as the ysed-ca 
general and his orderly, took second prize for the “most humorous” costume. Third § distribu 
prize for the “most original” costume went to Mr. and Mrs. Michael Lanzalotti (Chey. § early *3 
as fuel pumps. auto tre 
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cheap 
: revivin 
grant contract improvements. Some materi: 

have even threatened to close their dead. 

plants. 

Since parts companies are under 
constant pressure from their cus- A Sm 
tomers to settle on contracts so as HR‘ 
to assure parts shipments, some Gre 
suppliers have been “pressured” | there ‘ 
into signing agreements close to | cars—t 
the auto-company pattern. ket ne’ 

Dana Corp., Toledo, has reached} Evar 
a peaceful settlement covering 5, | the pl: 
500 workers at eight plants. The | assume 
firm got a break of about a penny | Green. 
on wages and an agreement pro- | and tri 
viding for a restudy of work stand- | to get 
ards, which play an important part | job ¢: 
in production costs. Evans 

ce wae much, 
Some Firms Sign Pacts = 


to Cali 


CCORDING to the UAW, Eaton 

Mfg. Co., Cleveland, was un- 

successful in an attempt to return 
(Continued on Page 51, Col, 3) 


Mitchell Is Named 
To Succeed Earl 


NEW YORK.—The General Mo- 
tors board of directors last week 
elected William L. Mitchell vice- 





W. L. Mitehell 


| to succeed Harley J. Earl, who will 
retire Dec. 1 after a 32-year GM 
career. 

Mitchell has been GM styling di- 


Hariey J. Eari 





rector, under Earl, since May 1, got h 
1954. His GM career started in 1955 porte: 
when he joined the styling section. He 
Subsequently he served as chief that 

designer at Cadillac, and as assist- retur: 
ant styling director. Greer 


Earl’s long career with GM in- 
cluded the styling of almost 50 mil- 
lion cars and trucks, beginning 
with the 1927 LaSalle. 

Earl will continue to serve GM 
as a consultant. Under a contract 
set up by the board two years ago, 
Earl will receive $50,000 a year for 
five years and $75,000 a year for an 
additional 10 years, in addition to 
the bonus, pension and other bene- 
fits for which he is eligible as a 
GM executive. 

The only restriction placed on 
Earl in the contract is that he will 
not engage in any activity competi- 
tive with the corporation or any 
of its subsidiaries. 

Born in Los Angeles in 1893, Earl 
learned body design in his father’s 
carriage works. He established a 
reputation as a stylist by designing 
custom car bodies for moving pic- 
tures. He joined GM in 1927 
was elected vice-president in 1 
















Dealer Forum 


by Robert M. Finlay 
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"HE auto import business in the 
United States, now a solid busi- 
ness backed by 13,000 dealers, began 


is on a shoestring stretched from Los 


Angeles to Vancover, 


ie B. C., and back, and 

_ then to Birmingham- 
ma England. 

Series John Green sr. re- 


counted the story in 
Paris during a visit of American 
Renault dealers. 

Green had been an auto salesman, 
used-car dealer, Chrysler dealer, 
distributor and at this time (the 
early 30s) he was operating as an 
auto transporter. 

He became interested in the small 
Austin cars built in Butler, Pa., 


and began buying them from the} 


receiver for shipment to the West 
Coast as Evans was buying them 
for shipment to Florida. 

The receiver sold the cars so 
cheap that there was no hope of 
reviving the company. When the 
materials ran out, the company was 
dead. 


~*~ « > 


A Small Market 


tne handling the car, 
Green said, he learned that 
there was a market for the small- 
cars—not a big market, but a mar- 
ket nevertheless. 

Evans felt this, too, and bought 
the plant at Butler for $5,000 and 
assumed an indebtedness of $250,000. 
Green says he became interested 
and tried to help Evans raise money 
to get the plant going again. The 
job got involved. Green believes 
Evans tried to change the car too 
much, running up expenses. At any 
rate, Green gave up and came back 
to California broke. 

He still had the small-car 
dream, however, so he went to 
the Greer-Robbins dealership and 
asked for desk space and began 
negotiations with Austin in Eng- 
land by cable. Green said he used 
cabie because he had no letter- 
heads and he could charge the 
eables to the Greer-Robbins ac- 
count. 

After he had obtained sufficient 
cables in reply from Austin to dem- 
onstrate something was in the 
works, be borrowed $150 from his 
sister, Mrs. Fred Bolt, took the 
night bus to Seattle and got a room 
at the YMCA for $1 a night. In the 
morning he took the ferry to Van- 
couver and checked his bag with 
the porter of a substantial hotel. 

Then he took his encouraging 
batch of authentic cables to the 
local Austin dealer and arranged to 
buy a car. He insisted on making 
a $50 deposit even though the 
dealer said it was not necessary. It 
was arranged that the car. would 
be ready for delivery in the after- 


noon. 
Sra. = 


Back to Seattle 


EREUPON, Green walked 
down the street until he was out 
of sight and then took a street car, 
got his bag back from the hotel 
Porter and returned to Seattle. 
He phoned the dealer, telling him 
that it was necessary for him to 
return to Seattle (the truth, said 
Green, for he never could have ob- 
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tained the car otherwise), and 
asked if the dealer would please 
ship the car to him by ferry and 
draw a draft on a Seattle bank for 
the balance. 

Meantime, he phoned two deal- 
ers in Tacoma who were inter- 
ested in the small-car market and 
told them that he would have a 
car that would interest them on 
the Seattle dock in the morning. 
Green says they liked the car, its 
good workmanship and appoint- 
ments. 
“What will 
asked. 

Green replied: 

“I'm trying to get it here so 
that a dealer could sell it for 
$595.” 

They wanted it, so Green said he 
borrowed money from them to pay 
for the bank draft. 

“They were shocked,” Green said, 
“when I told them that they could 
not take the car as I needed it to 
sell to other dealers. Reluctantly 
they agreed to let me keep it.” 

Green said he drove the car 
straight through to Los Angeles, ar- 
ranged to display it on a used-car 
floor and called the local papers. 
The car was a novelty and got 
front-page play, Green said. 
* > > 


Finds Car Sells 

yy Green found the car 
created the interest he ex- 

pected, he arranged to buy 25 cars 

which were on a boat en route to 

another country. 

He confirmed his opinion that 
people would pay $595 for the cars 
on a one-at-a-time basis, but he 
had paid over $600 each for the 
cars on a wholesale basis. 

So, he cabled his contact at Aus- 
tin: “I'm coming over.” 

And then he started before 
Austin could tell him to stay home. 

He traveled steerage to England 
and put this proposition up to his 
contact: 

“I can sell the cars at a profit 
in the U. S. if the factory takes 
off $40 from its price and the cars 

are shipped to the U. S. for $25 a 
ear (the rate was about $200).” 

The proposition was bucked up 
to Sir Herbert Austin, who said: 

“OK. You get the shipping con- 
ferences to go for the $25 rate and 
we'll cut $40.” 

Green says he painted a picture 
of the big American market for 
the shipping conferences. After 
some time, the decision came 
through. The conferences set a rate 
of $27.50 for shipment to the West 
Coast, $22 to the East. 


Built for Creen 


AN? at Austin, 400 cars were built 
for Green at the tail end of the 
run. As there was no storage room, 
these cars were shoved into nooks 
a crannies throughout the build- 
ng. 

As far as the Austin workers go, 
the start of the organized import 
business in the U. S. in 1935 was 
known as “Austin’s folly,” for they 
were tripping over the stored cars 
for almost eight months before 
Green could sel] them all. 

From this small beginning, 
Green said, the small car business 
has grown to a market which 
Green believes will take a million 
small cars a year before long. 

Green is now watching the mar- 
ket from abroad. After the factories 
took over distribution when the 
market grew after World War I, 
Green moved to Europe. There he 
heads Amserv, which handles 
American overseas sales in Europe 
for Renault. 

His son, John Green jr., carries 
on in Los Angeles as Renault dis- 
tributor. 


it sell for?” they 


Ford Honors Jones 
OKLAHOMA CITY.—Fred Jones, 
Ford dealer here since 1922, has re- 
ceived a 10-year Ford Four-Letter 
Award from Dallas Regional Man- 
ager R. R. Anfin. The honor was 
presented at a testimonial dinner. 
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SBA Loans $414,000 
To 11 Dealers in Month 


WASHINGTON. — Eleven auto 
dealers received a total of $414,- 
000 in aid from the Small Bus- 
iness Administration during Sep- 
tember. 

In the previous month, 11 auto 
dealers received a total of $322,- 
500. The amounts cf the individ- 
ual loans in September ranged 
from $12,000 to $100,000, and the 
11 dealers were scattered over a 
10-state area, 

During September, the SBA 
approved 395 business loans for 
$17,400,000, compared with 271 
loans for $13,275,000 during Sep- 
tember, 1957. Since the start of 
the financial assistance program 
five years ago, the Small Business 
Administration has approved 12,- 
410 business loans for $578,022,000. 








NADA, Council Chiefs Confer... 


Dealer Leaders Meet 


WASHINGTON.—Moving with a 
minimum of delay to make permis- 
sive protected territory a fact 
rather than just a wish, NADA 
called to Washington last week the 
members of its Industry Relations 
Committee and the chairmen of the 
factory dealer councils for a dis- 
cussion of just what necessary ac- 
| tion lies ahead. 

The move was the result of the 
recent adoption by the NADA 
Executive Committee of a pro- 
tected-territory platform with a 
penalty and abandonment of its 











Leaders in Oklahoma— 


Newly elected officers of the Oklahoma Automobile Deolers Assn. are, from left, 
Roy Tant, Oklahoma City, secretary-manager; Guy Belt (Buick), Bartlesville, vice- 
president; Chick Coker (Pontiac), Oklahoma City, outgoing president; Jack Clark 
(Dodge-Plymouth), Oklahoma City, secretary-treasurer; and Judson Bryan (Oldsmobile- 


Cadillac), Stillwater, president. 
ee ee 


Price Stickers Acclaimed 


By Oklahoma Parley 


OKLAHOMA CITY.—A resolution 
praising the price sticker for re- 
storing “ethical” auto selling was 
adopted at the 25th annual conven- 
tion of the Oklahoma Automobile 
Dealers Assn. 

“The public now knows the 
actual price of an automobile,” 
said Roy Tant, OADA executive 
secretary. “It has put ethics into 
auto sales.” 

Most of the more than 400 dealers 
at the two-day session said they 
thought the sticker would result in 
a shift in sales emphasis from 
price to quality of the product. 

NADA President Dean Chaffin, 
principal convention speaker, said 
the labelling law would do much to 
eliminate false and gimmick adver- 
tising. 


Chick Coker, retiring OADA 
president, said he didn’t hear a 
word of criticism of the law at 
the convention. 

“Dealers feel that it is a real gain 
for the public—as well as the legiti- 
mate dealer,” he said. “We are all 
trading now from the same basis.” 


Tant reminded the dealers that 
the association had endorsed label- 
ling before it became law. 

He pointed out that an OADA 
delegation went to Washington to 
back the measure, one of whose 
sponsors was Senator A. S. Mike 
Monroney, Oklahoma Democrat. 

Business prospects for 1959 also 
was a major topic of discussion 
among the dealers. 

Most of them said the recep- 
tion of ’59 models was the best in 
years and that 1959 “could turn 
into a real boom if dealers ever 
get enough cars.” 

“Our only worry, apparently, is 
just when the factories will begin 
delivering the number of new cars 
that can be sold in the state,” said 
Coker. “There’s plenty of business.” 

Chaffin said “production is high, 
labor disputes are settled and I 
believe 1959 will produce the best 
business we have had in the last 
10 years.” 

J. A. Richardson, Ada, said that 
“for the first time in my 34 years 


in the business we sold, and de- 
livered, three new automobiles on 
show day—and could have delivered 
more if we'd had them.” 


Chick Norton, Tulsa, said the 
price sticker may have had some- 
thing to do with the sales boom 
on introduction days. 

But those who disagreed were of 
the opinion that “it is just good 
business conditions; people are off 
their economy binge.” 

Dealers also thought that in- 
creasing consumer confidence would 
help the American auto regain some 
of the ground lost to imports dur- 
ing the recession. 

Most of them said customers 
showed an unusual interest in the 
high-priced cars in each line and 
expressed a preference for auto- 
matic transmission, power steer- 
ing and air conditioning. 

“While they talked economy, most 
of the buyers of foreign cars were 
doing it for prestige, sort of a fad,” 
said Richardson. “But now they're 
turning the little cars over to the 
kids and going back to comfort.” 


On Territory Security 


original areas of service responsi- 
bility plan with a bonus, which 
failed to meet with popular ap- 
proval from GM, Ford and Chrys- 
ler as well as the Department of 
Justice and the Federal Trade 
Commission. 

The two dealer bodies came to 
Washington on the week-end and 
it was understood that their prin- 
cipal subjects of discussion would 
be protected territory and areas in 
which the NADA Industry Rela- 
tions Committee and the factory 
dealer councils can operate without 
overlapping. 

Going to work on members of 
the new 86th Congress—both in 
House and Senate—to win favor- 
able consideration for the pro- 
tected-territory idea was expected 
to be a high spot of the committee 
and the council’s planning. 

A statement of what views 
were expressed and what plans 
were laid is expected to be ready 
this week, according to a NADA 
spokesman. 

At press time, the lineup of the 
NADA industry relations commit- 
tee was as follows: 


Buick, Ray S. Darwin, Albuquer- 
que, N. M.; Cadillac, Carl E. Frib- 
ley, Norwich, N. Y.; Chevrolet, 
Hanford A. Crockard, chairman, 
Berkeley, Calif.; Chrysler, A. W. 
Bartlett, Ogden, Utah; DeSoto, 
Charles C. Freed, Salt Lake City; 
Dodge, Paul E. Ruch, Clearfield, 
Pa.; Ford, Robert F. Pulliam, Co- 
lumbia, S. C.; Rambler, Bill Her- 
mann, Detroit. 

Oldsmobile, J. E. O’Daniel, Evans- 
ville, Ind.; Pontiac, M. H. Yager, 
Albany, N. Y.; Studebaker-Packard, 
R. E. Bickelhaupt, Clinton, Ia; 
Lincoln-Mercury, J. P. Morrow, 
Lincoln, Neb.; Edsel, Harry O. Mc- 
Gree, Indianapolis; Imported Cars, 
James C. Downing, Atlanta; ATAM, 
Herman Schaefer, Indianapolis, and 
NADA, James C. Moore, general 
counsel. 

The factory dealer council ros- 
ter was announced as: American 
Motors, W. A. Grawemeyer, In- 
dianapolis; Buick, Robert D. 
Stewart, Arlington, Va.; Cadillac, 
H. L. Galles jr. Albuquerque, 
N. M.; Chrysler, E. J. Craigo, 
Jackson, Miss.; DeSoto, Nelson 
K. Mintz, Staten Island, N. Y. 

Dodge, Ferris Miles, Redwood 
City, Calif.; Ford, Douglas Doan, 
Beverly Hills, Calif.; Mercury- 
Edsel-Lincoln, J. P. Morrow, Lin- 
coln, Neb.; Oldsmobile, J. ©. 
O’Daniel, Evansville, Ind.; Pontiac, 
John A. Hine, Dallas; Studebaker- 
Packard, Frank H. Afton, Ingle- 
wood, Calif. 


$126,000 Loss to Town 

BRADSHAW, W. Va.—The Clark- 
Jones Ford dealership here was 
demolished in an explosion which 
set off a fire causing damage esti- 
mated at $126,000 to the central 
portion of this small community. 


On the House... 





Despite the fact it was enacted at dealer request, 
there are still some dealers still trying to get around 
the new price-tag law. They seem to forget that, 
with proper handling of the customer and correct 
presentation of the tag, they will be far along the 
road to a reasonable profit. The tag should be sold 
as a public relations gesture at every opportunity; 
if done properly this should regain customer con- 
fidence and retain greater profits. .. . 

Should dealers stay in business? The Wisconsin 
association sums up the future with this: “With 
intelligent production and distribution policies by 
the factories, dealers now in business have a good 


chance to make reasonable returns for their investment and hard 
work.” . . . Incidentally, dealers should notify the FBI if there’s 
any tampering with new-car price tags; Texas association cites 
cases of persons, not authorized dealers, attempting to cover part 


of a label. ... 


Bill Terry, former baseball great and Buick dealer since 1947, 
replaces Charley Tutan as Florida’s NADA director; Bill Cleveland 
has been reelected Louisiana director. 


a 


—Perre Wemuorr, Editor, 
Automotive News 











4 


3 Months’ Indust 


Volume Barely To 





AUTOMOTIVE NEWS, NOVEMBER 10, 1958 








Million... 


GM Sales Share Eases to 45 Pet. 


(Continued from Page 1) 


370,856 in August and 489,945 in 
September a year ago. 

GM accounted for 45.27 percent of 
all new-car sales in the third quar- 
ter, which represented a 3.69 per- 
centage-point loss from its first- 
half penetration of 48.96 percent. 
GM had rallied strongly in the first 
half of 1958 to reach that figure, 
after having closed out 1957 with 
a penetration of 44.85 percent, its 
smallest since 1952. 


S-P joined GM in the third quar- 
ter’s downward trend, shedding 
0.05 percentage points when its 
penetration was trimmed from 0.95 
in the first half to 0.90 in the July- 
September period. 

* > * 
SCELLANEOUS makes (which 
do not exactly parallel imports) 

shot upward to claim 9.27 percent 
of all third-quarter sales, a gain of 
2.72 percentage points over the first- 
half showing of 6.55 percent. 

American Motors was up 0.79 

points, from 3.56 percent to 4.35; 
Chrysler Corp. advanced 0.18 
points. from 14.27 percent to 14.45, 
and Ford Motor gained 0.05 
points, from 25.71 percent to 
25.76. 

Twin hobbles on GM in the third- 
quarter backstretch were Buick 
and Oldsmobile. 

Buick slumped from 5.98 percent 
of all sales in the first half to 4.44 
percent in the third quarter, for a 
percentage-point loss of 1.54. Olds- 
mobile slid off 130 percentage 
points, from a penetration of 7.10 
in the first half to 5.80 in the third 
quarter. 

Pontiac’s loss was slightly less, 
its penetration dropping 0.82 per- 
centage points. 

GM's top-drawer entry, Cadillac, 
also found the going tough in the 





Sales Score 
For Imports 


Imported-car registrations for 


September: 
1968 1957 
Pos. Make Pos. 
1— 5482 Volkswagen 5,307—1 
2— 5,038 Renault 2,434—2 
3— 3424 English Ford 2,073—3 
4— 2,206 Vauxhall s 
5— 2,084 Fiat s 
s Metropolitan 1,361—4 
® Hillman 1,298—5 
18,173 All Others 8,614 
Total All Makes 
36,417 21,087 


* Not in Top Five. 





centage points. 
~ “2 
Aa GM lines, only Chevrolet 
forged ahead in the third quar- 
ter, rising 0.29 percentage points. 
At S-P, Studebaker was down 
* * * 





How They Fared .. . 


New-Car 
Registrations 


By Makes 


Third Quarter vs. First Half, 1958 





Pet. Pet. Pet. Pt. 
Share Share Change 

of 3rd of ist in 
Qtr. Half Share 
Regis. Regis. of Mkt. 
AM. MOTORS .... 4.35 3.56 +- .79 
Metropolitan .... .32 2A + .08 
Rambler ............ 4.03 3.32 + .71 
CHRYS. CORP. .1445 14.27 + .18 
Chrysler ............ 1.29 137 — .08 
Imperial ...... 27 36 — 09 
Dodge ....... 2.90 2.90 cau 
eee 99 112 — .13 
Plymouth ....... 9.00 852 + .48 
FORD MOTOR .25.76 25.71 -+- .05 
SEL > wicéaddocldinect 21.53 21.14 + .39 
Edsel .... 61 93 — 32 
Lincoln .............. A6 65 — .19 
Mercury ............ 3.16 2.99 + .17 
GEN. MOTORS .45.27 48.96 —3.69 
Buick ................444 598 —154 
Cadillac ............255 287 — .32 
Chevrolet .........28.13 27.84 + .29 
Oldsmobile .... 5.30 17.10 —1.30 
Pontiac ...............435 517 — 82 
SN aati diiceeincninca a 9 — 06 
Packard ............ 06 oT — Ol 
Studebaker ...... BA 38 — 4 
MISC, . 927 655 +2.72 





* * * 
0.04 points and Packard was off 
0.01 points. 

Rambler was up 0.71 points. No 
other U. S.-built car approached 
that gain. Metropolitan increased 
0.08 points. 

Among Chrysler Corp. lines, 
Plymouth added 048 percentage 
points, to more than make up for 
losses of 0.13 points by DeSoto, 0.09 
by Imperial and 0.08 by Chrysler. 
Dodge showed no change. 

Ford added 0.39 points and Mer- 
cury advanced 0.17, more than com- 
pensating for losses of 0.32 points 
by Edsel and 0.19 by Lincoln. 

* > +. 

re EXAMINING the sales report 

for September alone, as com- 
pared with August, impact of the 
cleanup period was obvious. Makes 
with cars in short supply suffered 
in terms of penetration, while 
lines where shortages plagued deal- 





Volume Also Sets Record... 


Imports Top 11 Percent 


(Continued from Page 1) 


topple Volkswagen from the latter’s 
long-held throne as best-seller. 

The Teutonic beetle, which earlier 
this year enjoyed a monthly margin 
of more than 4,000 units over 
runner-up Renault, squeaked 
through September with only 444 
units to spare. 

The score: VW, 5,482; Renault, 
5,038. 
Renault, however, has already 





Foreign-Car 
Registrations 


Imported-car registrations for 
nine months: 


1958 1957 
Pos. Make Pos. 
1— 57,738 Volkswagen 46,209—1 
2— 31,390 Renault 15,654—2 
3— 22,917 English Ford 11,392—3 
4— 14,157 Fiat s 
5— 12,599 Hillman * 
s MG 10,504—4 
° Metropolitan 9,170—5 

124,022 All Others 51,980 

Total All Makes 
144,909 


* Not in Top Five. 





taken over as No. 1 import in sev- 
eral major U. S. markets and the 
sprightly French machine appar- 
ently has a good chance of replac- 
ing the more conservative VW as 
king of the imports. 

Renault set a record in Septem- 
ber, topping its previous monthly 
mark of 4,764. Volkswagen registra- 
tions, on the other hand, paralleled 
those of the previous month, and 
have trended downward from the 
record 7,957 registered in April. 

+ t x 
RRBCORD registrations for one 
month were also set in Sep- 
tember by English Ford with 3,424 
and Vauxhall with 2,206. 

Fiat was off a bit after setting 
a record in the previous month. 

As compared with all domestic 
new cars, Volkswagen ranked No. 

11 and Renault No. 12. English 
Ford passed DeSoto during the 
month to take over No. 14 spot 
behind Chrysler. 

Vauxhall was No. 17 and Fiat No. 
18, with both makes outselling Ed- 
sel, Lincoln, Imperial and Packard. 

R. L. Polk & Co. figures for Sep- 
tember in 1958 and 1957 do not in- 
clude Oregon registrations. Year-to- 
date figures for 1958 and 1957 do 
not include Oregon figures for the 
third quarter. 


third quarter, dropping 0.32 per-|ers saw their market shares re- 


duced. 


September records showed GM 
again the biggest loser and mis- 
cellaneous makes the biggest 
gainers. 

S-P and Chrysler Corp. showed 
gains, while Ford Motor and Amer- 
ican Motors had to be content with 
smaller market shares. 


Buick, which lost most during the 
quarter, was the biggest gainer in 
September—a month which saw its 
’59 models enter the market. Buick’s 
gain for the month was 1.25 per- 
centage points. 

Other September gainers, in 
order, were: Dodge, 0.18; Chrysler, 
0.10; DeSoto, 0.10; Lincoln, 0.09; 
Studebaker, 0.07; Plymouth, 0.03; 
Edsel, 0.03; Metropolitan, 0.03; Im- 
perial, 0.02, and Packard, 0.01. 


* * * 


— loss in September was 
shouldered by Chevrolet, which 
dropped 1.55 percentage points. 

Other losses for the month, in 
order, were: Ford, 0.87 points; 
Rambler, 0.67; Oldsmobile, 0.56; 
Cadillac, 0.20; Pontiac, 0.12, and 
Mercury, 0.06. 

In terms of market penetration, 
September was the best month of 
the year for Plymouth and Metro- 
politan. 

On the other hand, the month 
marked the year’s lowpoint for 
Chevrolet, Oldsmobile, Pontiac, and 
Cadillac. 

+. * + 
E record for the full nine 
months, in comparison with the 
1957 period, shows something of a 
reversal from the form of the 
shorter-term periods. 


Although miscellaneous makes 
continued to show their domi- 
nance of market gains—rising 4.39 
percentage points—GM turned up 
as the most-improved domestic 
firm, having added 3.22 percent- 
age points. AMC was the only 
other gainer, netting an addi- 
tional 1.89 percentage points. 
Both Chrysler Corp. and Ford 

Motor were down sharply, losing 
4.72 points and 4.57 points, respec- 
tively. S-P was off 0.21 points. 


* * * 


A§ COMPARED with the year- 

earlier period, Chevrolet forged 
ahead farthest, adding 4.06 per- 
centage points. 

Rambler was up 1.83; Oldsmo- 
bile, 0.46; Cadillac, 0.42, and Metro- 
politan, 0.06. Although Edsel, on the 
record, showed an increase of 0.67 
points, its year-ago period repre- 
sents only one month of sales. 

Biggest loser in the full nine 
months was Ford, which yielded 
3.65 percentage points. 

Other losses were Plymouth, 1.77; 
Mercury, 1.58; Dodge, 1.55; Buick, 
1.20; DeSoto, 0.69; Pontiac, 0.52; 
Chrysler, 0.47; Imperial, 0.24; Stude- 
baker, 0.18; Packard, 0.03, and 
Lincoln, 0.01. 

In figures used throughout the 
above story, Oregon registrations 
for July, August and September 
are excluded. 


OBERT M. LieNERT. 
+ * * 





Sales Score 
For September 


New-car registrations for Sep- 
tember: 


1958 1957 
Pos. Make Pos. 
1— 85,101 Chev. 121,783— 1 
2— 67,279 Ford 120,031— 2 
3— 28,785 Plym. 49,448— 3 
4— 16,534 Olds. 29,548— 4 
5— 16,131 Buick 28,067— 5 
6— 13,514 Pontiac 25,580— 6 
7— 10,925 Rambler 5 864—13 
8— 9,949 Mercury 21,604— 7 
9— 9,569 Dodge 20,971— 8 
10— 1,702 Cadillac 11,850— 9 
1l— 4,253 Chrysler 8,837—10 
12— 3,354 DeSoto 7,817—11 
13— 2,797 Stude. 4,472—14 
14— 1,902 Edsel 7,454—12 
15— 1,658 Lincoln 2,775—15 
16— 1,117 Met. 1,341—17 
1j— 876 Imperial 2,594—16 
18— 189 Packard 347—18 
35,435 Misc, 19,562 
Total All Makes 
317,070 489,945 


Further details on Page 48. 








New-Car Sales Shares... 

















Pet. of Pet. of 

Regis., Regis., 

SEPT. AUGUST 

Chevrolet .................. 26.84 28.39 
SEMEL -dthiconcesnsqonvctbbietio 21.22 22.09 
Plymouth _................ 9.08 9.05 
Oldsmobile .............. 5.21 5.77 
IIL, \ sonendcdtndondeveliceenns 5.09 3.84 
SEED. — wcsquonisgnonttvens 4.26 4.38 
ED ~ xencscstetwegene 3.45. 4.12 
REE! ccoveveconecscnscest 3.14 3.20 
Dodge 3.02 2.84 
| ee 2.43 2.63 
Chrysler .................... 13 1.24 
a See 96 
Studebaker .............. .88 81 
i tittininicentepeunpimeeds -60 57 
I chen ctesicocoveuvensi 52 43 
Metropolitan .......... 35 32 
spiikindabletnieabcti e 25 








GEN. MOTORS ....43.83 
FORD MOTOR ....25.48 
CHRYS,. CORP. ....14.77 
AMER. MOTORS.. 3.30 


First Nine Months, 1958-1957 


September vs. August, 1958 

















Pet. Pt. Pet. of Pet. of 
Change Regis., Regis., Pet. Pt. 
During Ist Nine ist Nine Changer, 
Month Mos., 58 Mos., 57 °58 vs. 57 
—155 2794 2388  +4.06 
— 87 21.26 24.91 —3.65 
+ .03 8.67 10.44 —1.77 
— 56 6.69 6.23 46 
+1.25 5.49 669 —1.20 
12 4.91 5.43 — 52 
67 3.54 171 8=+1.83 
06 3.05 4.63 —1.58 
18 2.90 4.45 —1.55 
20 2.77 2.35 42 
10 1.34 1.81 Al 
-10 . 


1.08 


t+t4+t+44+ 141 1 | 





‘Break Up General Motors,’ 
Kefauver Report Urges 


WASHINGTON. The Senate 
antitrust (Kefauver) subcommittee 
called on the Department of Justice 
last week to investigate “the pat- 
tern of concentration in the auto 
industry” to determine whether 
court action is necessary to break 
up General Motors. 

The report released Friday took 
other makers to task, too, but the 
main object of the blistering attack 
was GM. 

The report is the result of 
hearings on the industry held 
during the last session of Con- 
gress by the subcommittee, 
headed by Senator Estes Ke- 
fauver, Tennessee Democrat. 

The majority report renewed 
charges that GM controls the entire 
U.S. auto industry. 

Auto prices, the report charged, 
are set on GM cars by the man- 
agement, rather than supply and 
demand. Other producers, it is 
charged, invariably follow GM’s 
lead. 


This “administered” pricing, the | 


committee majority charges, tends 
to prevent price competition among 
the major producers. 

Auto makers also are accused 
in the report of forcing new-car 
prices upward by spending too 
much money on advertising and 


sacrificing design progress at the | 


expense of styling. 

Higher costs are also the result 
of faulty distribution, the report 
says. It continues that the types of 








NADA Breaks Ground for New Building— 


cars now built are not in the best 
interests of the buyers. 

Senator Everett Dirksen, Illinois 
Republican, filed a dissent in which 
he denied that the industry has 
created artificially high prices and 
accused the Democrats on the com- 
mittee of harrassing the auto in- 
dustry and hunting headlines. 

He charged the committee ma- 
jority is trying to run the auto 
industry. 

The subcommittee’s two other 
minority members, Senator William 
Langer, North Dakota Republican, 
and Senator Alexander Wiley, Wis- 
consin Republican, also issued sep- 
arate reports, not dissenting from 
the majority view, but not fully 
concurring, either. 





100,000 Retail Sales 


Claimed for ’59 Ford 


DEARBORN. — Since introduc- 
tion of the 59 Ford car on Oc- 
tober 17, Ford dealers have sold 
100,000 new models—in excess of 
10 percent of the total number of 
Fords sold during the entire 1958 
model year, Walter J. Cooper, 
Ford division general sales man- 
ager, said last week. 

This performance tops ’57 
model retail deliveries for the 
comparable period two years ago 
when Ford went on to beat Chev- 
rolet in sales for the calendar 
year, Cooper added. 





NADA officers and directors participated in a groundbreaking ceremony for con- 


struction of an eight-story addition to the NADA national headquarters in Washington. 
Work'on the new structure, which will double the space capacity of the present build- 
ing, started last week and is expected to be completed in the fall of 1959. From 
left are John Hans Graham, architect; A. Leftwich Sinclair jr., Washington, NADA 
director; John H. Lander, Atlanta, treasurer; Birkett L. Williams, Cleveland, vice- 
president; Dean Chaffin, Bozeman, Mont., president; H. L. Galles jr., Albuquerque, 
N. M., secretary; Frederick M. Sutter, Columbus, Ind., immediate past president; 





—_— | Frederick J. Bell, executive vice-president, and Joseph F. Nebel, contractor. 


‘ 
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...makes one-stop closings 
a matter of course...” 


says ED EISENHAUER, President of the Ed Eisenhauer 
Motor Co., Dodge-Plymouth and DeSoto dealer of 
Grand Junction, Colorado. 


“I worked for CommerciAt Crepirt for 14 years, so when we 
wanted a finance connection I was able to look at the problem 
from both sides of the fence. I picked CommerctaL Crepir 
Pian because it has wide public acceptance and is flexible 
enough to cover practically every financing requirement. 
ComMERCIAL Crepit PLAN makes one-stop closings a matter 
of course, with the car sale, financing and insurance handled 
right in our sales room. Credit investigations and decisions 
are made quickly, enabling us to take full advantage of sell- 
ing opportunities. Incidentally, more than 50% of our body 
work has been directed to us as a result of the insurance 


provisions of the plan.” 


Commercial Credit dealers 
are successful dealers 


Write or call the nearest CommerciaL Crepir CoRPORATION 
office for complete information on the benefits of ComMERCIAL 
Crepir PLan. Why not do it, today? 


A service offered through subsidiaries of the 
WiANen ORT Commercial Credit Company, Baltimore . . . Caphal 
"pee re and Surplus over $200,000,000 . . . offices in principal 


et cities of the United States and Canada. 
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Must Fight Barriers, says Chaffin . . . 


N. J. Dealers Told 


Of Duty on 


ATLANTIC CITY, N. J.—NADA 
President Dean Chaffin said here 
that auto dealers have an obligation 
“to take whatever steps are neces- 
sary to clear the legal atmosphere” 
in industry-dealer relationships. 

Addressing the 40th annual 
convention of the New Jersey 
Automotive Trade Assn., Chaffin 
told some 700 dealers this obliga- 
tion “is to remove these road- 
blocks so the industry can decide 
for itself what arrangements 
should be made” regarding dealer 


Nylon-Rayon Fight 
For Tire Business 


In New Round 


NEW YORK.—Claims made for 


the new Tyrex tire cord are mis-| 


leading, according to Chemstrand 
Corp., a nylon-cord producer. 

In another round of the nylon- 
rayon battle, Chemstrand said 


Tyrex is merely a new name for| 


rayon tire cord. 


Chemstrand said the American) 
Society for Testing Materials re-| 


ported it “cannot accept this type 
of high-tenacity rayon (Tyrex) as 
a brand name, nor will the pro- 
ducers marketing this cord accept 
‘Tyrex’ in an uncapitalized, generic 
form. Thus the cord will be in- 
cluded under a ‘rayon’ or ‘cellulosic’ 
category.” 

Contending that nylon cord 
superior, Chemstrand said nylon- 
cord tires are used exclusively on 
all commercial and military aircraft 
and that all racers in the Indian- 
apolis 500 for the last five years 
have used them exclusively. 

Furthermore, Chemstrand said, a 
consumer-testing organization re- 
ported after a series of road and 
lab tests: 

“Considering the only slightly 
higher cost of nylons in most 
brands, the extra safety factor they 
afford merits for nylon tires first 
consideration by the motorist.” 

Chemstrand concluded: 

“The tires on your car, unlike the 
cereals you eat or the cigaret you 
may smoke, can make the differ- 
ence between life and death on the 


“We do not believe it is ethical 
or justifiable for anyone to exploit 
tires as though they were casual 
products without the slightest rela- 
tionship to safety and accident pre- 
vention on the highway.” 


Petroleum Group 
To Hear Wilson 


CHICAGO. — Charles E. Wilson, 
General Motors director and for- 
mer Secretary of Defense, and 
Lemuel R. Boulware, vice-president 
of General Electric Co., will be the 
featured speakers at the petroleum 
industry buyers’ session during the 
38th annual meeting of the Ameri- 
can Petroleum Institute in Chicago 
this week. 





is | 





Security 


protection “without fear of pros- 
ecution.” 

Chaffin said that if a factory 
gives dealer protection, it is against 
antitrust laws. The Justice Depart- 
ment says “it is a restraint of 
trade, and not in the public inter- 
est,” he added. 

The NADA will sponsor legisla- 
tion during the next session of 
Congress to legalize factory- 
dealer territory protection, he said. 

“The sad part of it is, we have 
reached the point in our industry 

where these laws (antitrust) are 
being interpreted, not by the 
courts, but by the administrations 
in government in such a way as 
to prevent us from entering into 
business arrangements which are 
necessary to preserve the small 
businessman engaged in an essen- 
tial industry,” Chaffin added. 

Frederick J. Gassert jr., director 
of the State Division of Motor Ve- 
hicles, said the distribution of tem- 
porary license plates through a 
central office has proven highly 
successful. 

Other convention speakers in- 
cluded P. James Deasy, Merchant- 
ville, N. J.; David P. Whelchel, ex- 
ecutive vice-president of the 
Tennessee Automotive Assn., and 
Frank J. Quinn, secretary-manager 
of the Automobile Club of Central 
New Jersey. 

Eldred R. Crow, Westfield, was 
elected NJATA president to suc- 
ceed George G. Downes, Mat- 
awan. Others elected were: 

L. John Hutton, Riverside, first 
vice-president; Charles B. Gilbert, 
Trenton, second vice-president; J. 
Alex Laurie, Morris Plains, third 
vice-president, and Harold F. Burd 
jr.. Washington (N. J.), treasurer. 

William I. Mallon, Newark, was 
reelected secretary, and Otto P. 
Henneberger, also of Newark, was 
renamed business manager. 


Ohioan Accused 
Of VW Ad Fraud 


COLUMBUS, O.—An affidavit 
charging Jan Ross, unfranchised 
Columbus Cadillac-Oldsmobile 
dealer with violation of a city ordi- 
nance banning fraudulent advertis- 
ing has been filed here in police 
court. 

The affidavit was signed by Leo 
A. McPherson, general manager of 
Mid-Western Service & Sales, Inc., 
Columbus Volkswagen distributor 
for Ohio and Kentucky. 

McPherson alleged Ross ran an 
advertisement in a Columbus news- 
paper which identified his firm as 
a “factory-authorized” dealer for the 
Volkswagen. McPherson, who 
claimed his dealership is the only 
factory-authorized dealer in Frank- 
lin County, said the newspaper was 
not at fault, since it accepted the 
advertisements in good faith. 





Late Report... 


Used-Car Market 


The overall average price of used cars sold at wholesale auction 
last week declined $43 to $868, according to Automotive News’ index. 
It was the biggest weekly loss recorded since the index of Jan. 14 
and only ’57 models—which advanced $6—escaped the downward 


trend. 


Losses amounted to $147 on ’58s, 


$70 on ’56s, $48 on ’55s, $31 on "54s, 


$21 on ’53s, $21 on ’52s and $12 on ’51s. New lows were established 
for ’58s, ’56s, 55s, "54s and ’53s. The new low on ’54s wiped out the 
previous low, which had stood since Jan. 13, while the previous low 
on 53s had been established July 21. 

At a group of representative auctions last week, the average con- 
signment was 256.6 units, highest since the first week in September. 
A week earlier, consignments had averaged 224.6. The sales ratio 
last week was 75.5 percent, compared with 744 the previous week. 

Auction reports start on Page 38. 





Called Tougher, More Weldable ... 


New Low-Cost Steels Bow 


DETROIT.—The cost of steel 
used in fabricating thousands of 
products can be cut up to 35 per- 
cent by a new line of columbium- 
treated, high-strength mild carbon 
steels introduced by Great Lakes 
Steel Corp., according to W. D. 
MacDonnell, president. 

He said the new steels make 
available on a volume production 
basis superior qualities of 


Lark Designed 
Modestly to Cut 
Costs, S-P Says 


SOUTH BEND.—The Studebaker 
Lark was styled to sell at the low- 
est possible price and yet meet the 
public’s demand for a functional 
car, according to Duncan McRae, 
Studebaker-Packard Corp. styling 
director. : ‘ 

He said designers worked hand- 
in-hand with engineers to deter- 
mine the relative costs of various 
sheet-metal shapes. 

“Because exaggerated forms, like 
towering fifis, are more expensive 
to produce and assemble, we de- 
liberately kept our new models free 
of such styling cliches,” McRae 
said. 

Such a design philosophy has 
important advantages for the buyer, 
he continued. 

“It, of course, permits the car to 
be priced lower,” McRae said. “And 
if a panel becomes damaged by 
collision, repair or replacement 
costs are substantially less.” 

But the most important advan- 
tage, he said, is the fact that “be- 
cause the Lark’s design is based on 
sound engineering principles and 
not cluttered with ‘dated’ styling 
fads, the new Lark achieves a per- 
manence of design that will result 
in higher resale value.” 


Goodyear Net Hits 
High for Quarter 


TOPEKA, Kans.—Goodyear earn- 
ings in the third quarter set a new 
high record for this period, increas- 
ing 23.2 percent compared with the 
second quarter of this year and 28.8 
percent compared with the cor- 
responding quarter a year ago, 
Chairman E. J. Thomas announced 
after a directors meeting here. 

Estimated net income was $20,- 
196,000 in ‘the third quarter. This 
compared with $15,679,000 in the 
third quarter of 1957 and $16,399,301 
in the 1958 second quarter. 

Third quarter sales totalled $353,- 
647,000, compared with $339,751,605 
in the second quarter of this year 
and $361,464,000 in the third quar- 
ter of 1957. Profit margin in the 
third quarter increased to 5.7 per- 
cent of sales, compared with 43 
percent a year ago. 


Diversified Products 


Merges with Arvey 


DETROIT.—Two Detroit sup- 
pliers of auto interior trim, Arvey 
Corp. and Diversified Products Co., 
have merged. 

Diversified will now be known as 
the Diversified Products division of 
Arvey Corp. W. H. Kimball con- 
tinues as chief executive and man- 
ager of this division and has been 
elected a vice-president of Arvey. 











strength, toughness and weldabil- 
ity previously obtainable only in 
higher-priced steels and the even 
more costly light metals used in 
many products. 


These steels will be a boon to} 


producers of heavy mobile equip- 
ment such as tractors and trucks, 
MacDonnell predicted. 


Increased performance and re- 


|quirements on such items call for 





the use of heavier carbon steel sec- | 


tions, he added, to the point that 
the excess weight is of serious con- 
cern to both manufacturers and 
users, 

Yield strengths of up to 60,000 
p.s.., obtainable from the new 
GLX-W series, will permit the 
use of lighter sections and over- 
come this weight objection, Mac- 
Donnell explained. 

He said that although the 
strength, toughness and other ad- 
vantages of columbium-treated 
steels is not a new discovery, Great 
Lakes is the first firm to achieve 
volume output of the high-strength 
metal. 

Clarence L. Altenburger, techni- 
cal assistant to the president, said 
that unlike other hot-rolled carbon 
steels, increased strength in the 
GLX-W series does not mean in- 





creased brittleness. 

This is because the columbium 
treatment produces a fine-grained 
internal structure in the metal, he 
explained. 

Prior to the introduction of 
GLX-W, Altenburger continued, this 
grain structure was attained by us- 
ing expensive alloying elements in 
substantial quanties and by various 
heat treatments. 

Other major advantages of the 
new steels are its weldability and 
formability, he added. Tests and 
experiences at Great Lakes re- 
search labs show that its position 
is between mild carbon steels and 
the low-alloy, higher-cost high- 
strength steels, he said. 

Among many uses for the new 
steels, Altenburger said, are truck 
trailers, loading devices and haul- 
away trailers, railroad cars, steel 
floor, pipeline and formed sheets. 

Great Lakes, a subsidiary of Na- 
tional Steel Corp., has plants in the 
Detroit suburbs of Ecorse and 
River Rouge. 





Over the Top— 


Columbus (O.) automobile dealers went 
all out in this fall's United Appeals cam- 
paign. Here, C. W. Medick (Ford), general 
chairman, and George W. Byers (DeSoto- 
Plymouth), chairman of new-car dealer 
solicitation, examine returns which showed 
that Columbus dealers reached 117.3 per- 
cent of their quota, compared with 92 per- 
cent for the drive as a whole. 


Employment Up 
700,000 in Month; 
65.3 Million Work 


WASHINGTON. — The Depart- 
ment of Commerce announces that 
between September and October 
total civilian employment rose by 
700,000 to 65.3 million and that un- 
employment continued downward, 
dropping by 300,000 to 3.8 million 
in the week ending Oct. 18. 


From July to October unemploy- 
ment has declined 1% million, the 
greatest decline for these three 
months for any peacetime year 
since World War II, the department 
said. 

The reduction reflected, in addi- 
tion to normal seasonal change, a 
further decline in the rate of un- 
employment among factory work- 
ers. 

The increase in employment was 
larger than the drop in unemploy- 
ment because many of the addi- 
tional workers—especially the 
women—had previously been out. 
side the labor force. In addition 
to the pickup among industrial 
workers, seasonal job gains were 
reported among hired farm hands 
and school employes, and among 
domestics and other household help, 


M-E-L Appoints 
Regional Manager 


DEARBORN. — J. Basil Burke 
has been appointed Southwestern 
regional sales manager for Mer- 
cury, Edsel, Lincoln and Continen- 
tal, with head- 
quarters in 
Dallas. 

Burke succeeds 
W. A. Toms, who 
has been named 
head of the At- 
lanta district sales 
office. Before 
being assigned to 
Dallas earlier this 
year, Toms had 
managed sales 
activities in the 
Atlanta area for a number of years. 


Burke joined the former Lincoln- 
Mercury division in 1952 at Les 
Angeles. By 1955 he had advanced 
to Los Angeles district manager, 
and later held similar posts in 
Washington and Chicago. He was 
named Southeastern regional sales 
manager in 1958 and his latest as- 
signment was as M-E-L field serv- 
ice manager. 


Rambler Sales 
At Alltime High 


DETROIT.—Rambler sales in 
October were the highest of any 
month in the company’s history and 
nearly triple sales in the same 
month a year ago, according to 
Roy Abernethy, distribution and 
marketing vice-president at Amer- 
ican Motors Corp. 

October sales of Ramblers totalled 
26,748 units, compared with 9,680 
units sold in October, 1957. 

Sales continue on an ascending 
level, Abernethy said, with deliver- 
ies to customers during the last 10 
days of the month also breaking 
previous records. Rambler sales in 
the last 10 days of October were 
10,859, as compared with 4,462 in 
the like period a year ago. Sales in 
the first 10 days of the month were 
8,395; in the second 10, they totalled 
7,494. 





4. B. Burke 


Downtown Chevy Deal 
Sells Out in Dayton 


DAYTON, O.—After 35 years in 
the new and used-car business, 
SWS Chevrolet Co. is going out of 
business. 

The company has sold its assets 
to the Ray Bryant Chevrolet Co. 
which, up to now, has held a dealer- 
ship at Grand Rapids, Mich. Bryant 
is now operating a Dayton Chevro- 
let dealership outside the downtown 
area. 

SWS Vice-President George 
Shellabarger, said SWS will run a 
parking garage and lease its used- 
ear lot. He said the Dayton market 
was “too competitive for a down- 
town location.” 








Biggest Month in 
Rambler History... 


RAMBLER 
OCTOBER 
SALES 


pea \E 
26,748 


NEARLY TRIPLE OCTOBER, 1957 


See Rambler Advertisement on Page 13 
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The Man Behind the Wheel .. . 








Sales Testing the Imports 


Eprror’s Nore: This is another 
in a series of articles which will 
report factual results of road- 
testing import cars. 


* + 


By William Carroll 
Staff Correspondent 


[ignores largest car maker, Fiat, 
(maker of 90 percent of Italian 
cars and well up in the first ten 
foreign-car sellers in the U. 8S.) is 
probably one of the last major 
European makes to reach our 
shores. 


Previous to 1957 a dribble of 
Fiats reached the U. S., most of 
these brought back by returning 
servicemen or importers inter- 
ested in owning one of “those 
interesting Italian cars” seen dur- 
ing a trip to Europe. 

Fiat produces six totally different 
models, but only four are brought 
into the U. 8S. Price spread is good, 
ranging from $1,098 (New York 

P.O.E.) for the 500 convertible to 
$2,553 (New York P.O.E.) for the 
1,200 roadster. Between these two 
extremes are 600 sedans, conver- 
tibles and station wagons (Multipla) 





and the 1100 and 1200 sedans and 
1100 station wagon. 
> 


quarp shoppers checking Fiat} 
prices against other smaller) 
ears are fired high when told that 
base price includes a heater, wind- | 
shield washer, leatheret upholstery. | 
white-wall tires, direction signals, | 
undercoating, tool kit and bumper | 
guards. | 

Exception is the 500 convertible, 
which is priced without the white 
walls and windshield washer and 
a 1200 sedan which is available 
only with cloth upholstery. Other 
than these, you stock Fiat, and you 
stock a well-equipped car. 


1100 and the 600. And two most 
completely different cars we've | 
mever driven. The little 600 is a 
masterpiece of mass production. 
Every piece of metal does three 
or four jobs, holding 
an excellent paint job. 

It is Fiat’s first production car 
with the engine in the rear (a la 
Volkswagen). The engine is a little 
overhead-valve four. By comparison 





with American data, the specifica- 
tions seem meager, but don’t ,let 
them fool you, The little “mouse” 
can run. 

Hood poppers find only a gas 
tank and spare tire in front, with 
the roomy rear compartment hardly 
filled by the four-cylinder engine, 
which has a total displacement 
equal to ONE cylinder of a Chev- 
rolet Six. There’s plenty of room 
to tinker if need be, and access to 
the crankcase dipstick, which mea- 
sures all three quarts of oil. There 
are provisions to adjust the car- 
buretor intake for cold or warm 
air (depending on the season) plus 


Car Tested: 
FIAT 600 


Model: Type 100.140 Two-door 


Engine: Four-cylinder, fou r- 
cycle, overhead-valve, 88.63 cubic 
inches displacement, 22 horse- 
power. Bore, 2 23/64 inches; 
stroke, 2 13/64 inches; 7.5 to 1 
compression ratio, adjustable 
rocker arms. 


Maximum horsepower is de- 
veloped at 4600 r.pm., while 
maximum torque of 29 foot 
pounds is reached at 2,800 r.p.m. 
Cast iron crankcase, aluminum 
cylinder head with valve-seat in- 
— and built-in intake mani- 
o 


Transmission: Floor-mounted, 
lever-controlled, four-speed unit 
combined with differential ar- 
ranged in front of the rear- 
mounted engine. A single-plate- 
type link operated dry clutch is 
used. Shift pattern varies from 
American standards with first 
gear where Reverse is usually 
found. Second, Third and Fourth 
follow in the American sequence. 
Reverse is obtained by pushing 
the shift lever into the floor, 
then moving it to the right and 
pulling back. 

Accessories: Radio. 

Tires: 5.20 x 12 on the sedan. 
Recommended pressure is 14 
pounds front and 23 pounds rear. 





Ex Has the Feeling . 


7-Million Year, Maybe 


ANN ARBOR.—New-car sales in 
1959 may top six million or seven 
million units, a University of Illinois 
economist forecast last week. He 
said 630,000 of these sales may go to 
smaler cars. 

Prof. Hans Brems told the Uni- 
versity of Michigan’s sixth annual 
conference on the economic outlook 
that this sharp rise might be the 
result of increases in consumer dis- 
posable income and general price 


Brems’ estimate, based on mathe- 
matical models of automotive de- 
mand since 1949, is well above the 
5% million total sales figure widely 
quoted by auto industry officials. 
It compares with estimated sales of 
about 4% million units this year. 

The Illinois expert said “excep- 
tionally low” registrations this 
year could be traced to declines in 
consumer disposable real income 
accompanying the general business 
recession. When inflation is taken 
into account, consumer disposable 
income fell between $6 billion and 
$7 billion in 1958, he explained. 





said. If income jumps $20 billion, 
sales could total 7.3 million—‘“in- 
deed, we may be heading for an- 
other 1955,” he commented. 
Brems cited four reasons why 
‘smaller-car makers, with which he 
listed Rambler and Lark, should 
boost their penetration next year: 
1. Parts of the U. S. still do not 
(Continued on Page 50, Col, 1) 





a means of forcing warm air from 
the radiator into the car in winter- 
time. 


= 

It’s Big Inside 
A™ 600s except the Multipla are 

two-door sedans, in which the 
whole side of the car seems to peel 
off. Then comes the fun. You get 
in, expecting to close the door and 
suddenly find yourself trapped. But 
go ahead, close the door—and be 
surprised. There is more head room 
and body comfort in the little 600 
than in the larger and more power- 
ful 1100 sedan! 

Seats are adjustable and, no 
matter where you sit, the steer- 
ing wheel seems at arms’ length. 
But steering is so light, it’s just 
as well to drive with the fingers 
instead of brute strength. 


There are enough instruments on 
the dash to keep track of every- 
thing, plus a mad collection of flash- 
ing lights. Red lights warn of low 
oil pressure, low generator charge 
or an engine getting too hot. Three 
red lights, all widely separated. But 
the nicest warning light of all is 
centered in the gas gauge. When 
there’s only a gallon of fuel in the 
tank this little light begins to blink 
on and off with the sloshing of gas, 
warning you to find a service sta- 
tion within the next 35 miles, before 
you use up the last gallon. 


On the left of the dash are a 
blue and a green light. One glows 
if the headlights are on “high,” the 
other turns itself on to remind you 
that only the parking lights are 
lit. In the center of the dash is 
another green light which blinks 
on and off in tune with the direc- 
tion signals. 

> - > 

oInine the engine is moving 

back 20 years (at a 600’s price 
I'm glad to move back a little) with 
a choke and starter lever mounted 
on the linkage tunnel between the 
seats. Set the choke, pull the 
starter, then listen closely to make 
sure the quiet little four is whirring 
away behind you. Clutch action is 
easy, but first of the four gears is 
a noisy encounter as it is the only 
one not equipped with synchromesh. 

Takeoff is not breathtaking, 
with a shift point marked on the 
speedometer at 15 miles an hour. 
You run in second up to 25, shift 
to third and use third as far as 
you wish up to 40 miles an hour. 

Cornering is fun. Suspension was 
designed to give you that glued-to- 
the-ground feeling which makes a 
corner something to go around, and 
a high-speed curve something to 
whistle at. 


* a 


* * > 


OMFORTWISE, the 600 is just 
about what you would expect 
—in a car much larger. When you 
first drive a 600, head for the rough- 
est road you know. And don’t go 
slow. You'll be amazed at the qual- 
ity of ride and stability. 
But don’t get us wrong. TT-is is 
not a car for touring the U. S. 
(Continued on Page 52, Col, 1) 











S-P Dealers View Lark— 


Harold E. Churchill, second from right, president, Studebaker-Packard Corp., waves 
his Stetson during the Las Vegas (Nev.) premier showing for West Coast dealers of 
the Studebaker Lark. With him, from left, are M. M. Scovill, S-P Los Angeles zone 


manager; Frank Afton, Inglewood, Calif., 


president, Los Angeles Zone S-P Dealer 


Advertising Assn.; and Sidney A. Skillman, S-P general sales manager, who, with 


Churchill, came from South Bend for the Lark preview. 






















A Cadillac by Farina— 


A Cadillac convertible with a Farina body was displayed at the Paris Automobile 
it has the clean lines long associated with the Italian custom body builder 
Industrial Designer Brooks Stevens, a show 
visitor, commented, “It’s a wonderful car, but it's so beautiful it would not sell.” 


Show. 
and features a “hideaway” soft top. 


°59s Back on Styling Beam, 












Designer Stevens Says 


PARIS.—American auto stylists 
failed with their ‘58 models, but 
they’re back on the beam for ’59, 
according to Industrial Designer 
Brooks Stevens. 

His views were reported in the 
automotive daily L’Equippe while 
Stevens was attending the Paris 
Automobile Show. 

Expressing confidence in an 
automotive upturn, Stevens de- 
clared that Buick, the first ’59 to 
be introduced, “was able, by it- 
self, to create again a favorable 
psychological climate, similar to 
the one which heralded the good 
years.” 

As might be expected, the French 
paper was interested in Stevens’ 
views on the small-car market in 
the U. S. He said Chevrolet is ready 
to build such a vehicle, but the divi- 
sion will not enter this market until 
it is sure the U. S. motorist wants 
a small American car. 

He then turned to a discussion of 
the “climate” of the U. S. auto mar- 
ket and asserted that “the motor 
car has passed the stage of a sim- 
ple means of transportation and 
has become a yardstick of accom- 
plishment.” 

Stevens doesn’t agree that the 
imported car is the logical second 
auto for the American family. 

“It is quite true,” he said, “that 
many families already have two 
or three cars. But it is also true 
that many of them don’t have one 
Buick and one Volkswagen or 
Dauphine, for instance. Very 
often they have one Buick and 
one Chevrolet or two Buicks or 
two Cadillacs.” 

He believes the Big Three will 
watch the Studebaker Lark very 
closely to see whether the U. S. 
buyer is ready for a smaller ve- 
hicle. 

Stevens doesn’t think that price 
is too great a factor in the pur- 
chase of an imported car. He said 
that most Americans “rent” their 
cars and that the difference in 
monthly payments between an 
American and a European car is 
not great. 

Returning to the U. S. '59s, he 
said the lines of the current models 
are not new. 

“Three years ago,” Stevens said, 
“Chrysler introduced the flight- 
sweep lines that were characterized 
by large fins. It took three years 
for people to accept these lines. 
The Chrysler people have won a 
great gamble, and the success of 


Conn. Convention 
Slates Panel 


HARTFORD, Conn. — Dealer- 
reiations experts from General Mo- 
turs, Ford Motor, Chrysler Corp. 
ana American Motors will conduct 
a panel discussion and question- 
and-answer period at the 37th con- 
vention of the Connecticut Automo- 
tive Trades Assn. 


The convention is slated Nov. 12 
at the Statler Hotel here. Panelists 
will be Patrick J. Crowley, of GM; 
Duane D. Freese, of Ford; Robert 
C. Somerville, of Chrysler, and Roy 
Abernethy, of AMC. 

NADA President Dean Chaffin 
will discuss “Protected Territory,” 
and Del Spitzer, who with his 
brother, John, heads 14 dealerships 
in five states, will tell the delegates 
“How I Sell an Automobile.” 





the 59 models will pay them back 
for their courage.” 

Asked about a Cadillac with a 
Farina body that was displayed 
at the show, Stevens commented: 
“It is a wonderful car, but it is se 
beautiful that it would not sell. 


“Pinin Farina has put into this 
car all his great talent, and it ap 
pears that without considering any 
commercial aim he created @ 
masterpiece for his own prestige.” 

Stevens contends that “the first 
effort of the stylist who works for 
a client is to try to make his cash 
register ring as often as possible.” 

He applauded the new Dauphine 
Caravelle hardtop, calling it “a very 
intelligent compromise between 
European and American ideas.” He 
also thought the new Austin A-40 
was “a complete success from the 
styling angle.” 

And the '59 Buick impressed 
Stevens. “It is,” he said, “the most 
beautiful Buick since 1902.” 


Trade Veteran 
Writes Book on 
‘Sales Knowhow’ 


DETROIT.—“Selling by Knowing 
How” is the intriguing title of 4 
new book on auto selling written 










‘by Tim G. Mennen, who heads T. 


G. Mennen & Associates, automo- 
tive management service, 5105 Ana- 
heim Road, Long Beach 15, Calif. 

Mennen began his auto career 25 
years ago as a retail salesman, has 
served on the Chrysler Corp. field 
staff and in 1953 won the “Brand 
Name Retailer of the Year” award, 
automotive division, for Masters 
Pontiac, Long Beach, where he was 
serving as general manager. 

Mennen admits that there is little 
new in the book, but he claims the 
book is the first to compile a work- 
ing knowledge of the auto business 
into a pocket-size volume. 

Price of the book is $3.95 by the 
copy. Volume prices are available. 
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A 'Modern-Day’ Hernando— 


Frank Alter, Inc. (DeSoto-Plymouth), De- 
troit, decided to celebrate DeSoto’s 30th 
anniversary by greeting new-model cus- 
tomers with a modern-day Hernando 
DeSoto. Pictured here are Dealer Frank 
Alter, center, and sons Jim, left, scles 
manager, and Frank jr., dressed in @ 
costume similar to that worn by the noted 
Spanish explorer. The modern-day Her- 
nando greeted showroom visitors and 


passed out paper DeSoto hats. He also 
walked the streets in the area of the 
dealership, urging people to visit the 
showroom. - 


























Each of these key Bendix developments has had an important influence 
on the course of automotive design. New Bendix developments now in 
process demonstrate continuing foresight into the needs of the automotive 
industry. Let us consult with you now on problems relating to your future. 


*REG U.S. PAT. OFF. 


Bendix sivisioxn South Bend, wo. 
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MORE THAN 2,500 LARKS rolled in the recent Driveaways held in South Bend and Las Vegas. 
Car Dealers and their salesmen drove home in this wholly new kind of automobile that bridges the 
gap between the undersized European cars and the oversized American makes. Dealers describe 
The Lark as a “natural.” 


BIGGEST DRIVEAWAY IN STUDEBAKER HISTORY 


HERE ARE THE FIRST of the handsome Lark Sedans. To the Dealers at ELEGANCE ON PARADE. As The Larks migrated, Americans got 
the wheel, ‘The Larks demonstyated their superb all-around performance. their first glimpse of its winsome personality. The Lark Hardtop, in 
Virtually every one of these cars are already headed for specific owners. particular, with its matchless simplicity of styling, showed them a 

distinguished new automobile—elegant in the best sense of the word. 











Now...a once-in-a-decade 
opportunity for dealers 


}THE LARK~ 
‘BY STUDEBAKER 


Here is the only all-new 1959 car—The Lark by Studebaker. “> It’s not just a new 
car but a whole new dimension in motoring. “8 ‘Tailored to the needs and tastes of 
the times, ‘he Lark bridges the gap between the small foreign cars and the over-size 
U.S. makes. ” ‘The Lark is nearly three feet shorter...yet it seats six adults 
comfortably. % In its styling it is simple, or more precisely, classic. “> And its 
interiors are richly finished. In performance it is spirited. ..delivers top mileage on regular 
| gas. ®- The Lark costs less to buy...and less to own, too. Prices start under $2000. 
=» Undoubtedly, you can sense the sales possibilities in your community. 3 
Already, dealer response has been far, far greater than anticipated. 3» Why 
don’t you, too, get on the bandwagon. = Studebaker offers you a whole new 
dimension in selling: he Lark, the only all-new 1959 car...the gleaming Silver 
Hawk, America’s most famous fun and function car for the whole family...The 
Lark Fleet, a complete line of economy vehicles...plus Studebaker ‘Trucks with their 
| big sales potential. “®- It will pay you to investigate the Studebaker Franchise. 





YES, WITHOUT OBLIGATION, I AM INTERESTED IN 
LEARNING MORE ABOUT THE STUDEBAKER FRANCHISE. 
Dealer Development Dept. AN-11, Studebaker-Packard Corp., South Bend 27, Ind. 
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AUTOMOTIVE WASHINGTON 


AUTOMOTIVE NEWS, NOVEMBER 10, 1958 


News Log Jam to Ease 
With Election’s Passing 


William Ullman 


Place Bureau Chief 

OW that elections are over, the log jam of delayed 
Washington news should begin to break up. You soon 
will see action taken on questions that have been “under 
study and advisement” for weeks. You will see both business 
and labor groups take firm new positions. And you will get 
Oe 


to read stories based on in- 
formation that has been 
under lock and key since late 
summer. 

There was plenty of information 
passed out to the press during the 
weeks before Election Day, but 
very little of it was news. The stuff 
fell into only two categories: State- 
ments calculated to help get a can- 
didate elected and statements cal- 
culated to hurt his opponent. 
Everything else was “under study.” 


In the final days of political ma-| zealousness” 





William Uliman 
of the department’s 
neuvering, the Department of Jus-| antitrust work. 





Critics are not just big business- 
men, either. NADA President Dean 
Chaffin, in a recent speech con- 
demning “unwarranted interfer- 
ence” by government in the in- 
dustry, said he had thought that 
antitrust laws were conceived and 
enacted “to preserve free competi- 
tion and to protect small business- 
men against predatory practices of 
big business, big trusts and com- 
bines.” 

* > 
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Justice Isn’t Fazed 
VIDENTLY such criticism does- 
n’t bother the Justice Depart- 
ment a bit. Practically on Election 
Eve, Assistant Attorney General 
Victor R. Hansen went before a 
group of economists and delivered 


tice was about} Scholarly address on Federal anti- 


the only outfit in 


trust policy that wasn’t likely to 


Washington that| Pick up many big campaign contri- 


seemed oblivious 
of the meaning of 
Nov. 4. It ig no 
secret that sev- 
eral GOP cam- 
paign committees 
have reported 
that businessmen 
are complaining 
about the “over- 


butions. It was a pretty good an- 
swer to the question Chaffin raised, 
however. 

Speaking before the Metropol- 
itan Economic Assn., Hansen 
agreed that his department’s aim 
is to preserve competition and to 
create conditions which permit 
competition to flourish. But he 
didn’t say his policies were aimed 
at protecting small businessmen. 

“Economic policies and antitrust 
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policies in one sense have a com- 
mon goal,” Hansen explained. “Both 
strive to achieve an economy which 
gives freedom of opportunity. Both 
strive to help the consumer.” 

He pointed out that as business 
conditions change, the meaning of 
the antitrust laws changes, too. 

“The Sherman Act has the 
breadth of a constitutional provi- 
sion, as indeed it should have if 
it is to keep pace with the demands 
of a changing economy,” the anti- 
trust chief declared. 

. > > 


How Views Differ 

ANSEN indicated that it was 

not his concern whether an in- 

dustry was performing smoothly or 
not. Some economists, he pointed 
out, think that if an industry is 
relatively stable and that ease of 
entry is not too difficult, this in 
itself is the ultimate good to be de- 
sired. 

But from the antitrust stand- 
point, said Hansen, market per- 
formance is not the ultimate end. 
“The industry may be efficient,” 

he declared. “It may engage in re- 
search which gives birth to many 
new products. Antitrust policies do 
not conflict with such good market 
performance. But antitrust policies 
strive to promote competition as 





DO THE JOB RIGHT 
TO COVER THE WHOLE 


puny shovel to shame. 


DELAWARE VALLEY, YOU NEED 


One swoop of that mighty scoop would put our friend's 
It's no use knowing what you 









want to do if you haven't the proper tools to do it. 


Want the tight tools to unearth a sales-ripe market? 
Take a look, then, at the local newspapers in Camden 
and Trenton, the rich “other half" of industrial Dela- 
ware Valley U.S.A. Over here, smart national adver- 
tisers take BIG sales scoops regularly, advertising in 
two trusted New Jersey newspapers, the TRENTON 


TIMES and the CAMDEN COURIER-POST. 


In these 


fine dailies, which you can buy together or independ- 
ently, your advertising will hit (1) a concentrated au- 
dience; (2) a local audience; (3) an audience with 
money (average income per family: over $7500). Buy 


these strong dailies separately or together. 


Sell lo- 


cally, and you "hit ‘em where they live!" 


IT PAYS TO CROSS THE DELAWARE 





CAMDEN COURIER-POST 


Established 1875 


TRENTON TIMES 


Established 1883 


Represented nationally by GEORGE A. McDEVITT CO., INCORPORATED 
NEW YORK © CHICAGO © PHILADELPHIA © DETROIT © LOS ANGELES 
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such and not only desirable eco. 
nomic performance.” 

It looks as if NADA and the 
industry have two selling jobs to 
do. They'll have to sell Congress on 
the idea that territory security 
would be a good thing from an 
economic standpoint—and that it 
will not hurt competition in any 
way. oe 

am 


Rules for Lending Firms 


vo new lending agencies to be 
licensed by the Small Business 
Administration will have to include 
in their name the words “Small 
Business Investment Co.,” unless 
SBA states specifically that they 
can skip it. New SBA rules pro- 
hibit the use of the words “United 
States,” “National,” “Federal,” “Re- 
serve,” or “Government” in the 
names of the companies. 

These rulings are among new 
instructions issued by SBA in its 
drive to get the first small bus- 
iness lending firms licensed in 
December. 

The small business investment 
companies must be chartered to 
issue stock, borrow money, issue 
bonds, notes and other obligations, 
and to buy debenture bonds of 
small firms and make long-term 
loans to them. 

Where state laws do not make 
such charters available, SBA plans 
to issue them for a $150 fee. All 
investment companies must be 
licensed by SBA to operate under 
the new law. A license costs $100. 

The new investment companies 
must have at least $300,000 in cap- 
ital and surplus, but they may ob- 
tain half of this sum by selling 
debentures to the Government. The 
Government also can make loans 
to the investment company. There 
will be certain tax advantages both 
for the investment companies and 
for their shareholders. 


| Trouble for Road Network? 
es 41,000-mile Interstate High- 


way System is facing financial 
difficulties as serious as those dealt 
with by Congress when it launched 
the program, warns the American 


| Automobile Assn. 


First, says AAA, there won’t be 
enough in the Highway Trust 
Fund to finance the Federal por- 
tion of the national roadbuilding 
effort. There isn’t enough to pay 
for the authorizations already 
made by Congress. Second, the 
authorizations made so far are 
insufficient to complete the pro- 
gram anywhere near the proj- 
ected target date of 1972. 

Unless Congress takes corrective 
action, the Bureau of Public Roads 
will not be able to make any ap- 
portionments at all during 1961. In 
1962, it will be able to allocate only 
$600 million, instead of the planned 
$2.2 billion. 

If the highway program is to be 
completed on schedule, Congress 
will have to provide additional rev- 
enues for the Highway Trust Fund 
of slightly more than one billion 
dollars a year. 

Pointing to the opposition that 
would arise if highway-user taxes 
were increased, AAA suggests that 
Congress consider such alternative 
sources of revenue as the Treasury 
general fund and the defense 
budget. 


Hoover Group Folds 

HE Citizens Committee for the 

Hoover Report has given up the 
ghost. Formed nine years ago to 
push for adoption of the first 
Hoover Commission, it was reacti- 
vated in 1955 to support the recom- 
mendations of the second Hoover 
Commission. It was made up of 
private citizens. 

The disbanding committee said it 
had seen recommendations adopted 
which would eventually result in 
savings of about $10 billion to U.S. 
taxpayers. It added that it had 
reached the peak of its effective- 
ness, and didn’t want to perpetuate 
itself past its peak. 


I’?s Tyrex, Inc., Now 

NEW YORK.— American Tyrex 
Corp. has changed its corporate 
name to Tyrex, Inc. The name 
change hinges to some extent on 
the fact that an extensive advertis- 
ing campaign stresses only Tyrex, 
the certification mark for a new 
viscose tire yarn and cord being 
used this year in all major lines 
of American automobiles. 
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With Other Cars Way Up In Size and Price... 


Now There’s Only ONE BUY 
In the Low-Price Field— 





RAMBLER ‘59 





Wouldn’t You Like To Sell The Quality Car 
That Has A Price Advantage Of 
$175 to $20300° 
Over Other Leading Comparable Low-Priced Cars? 


*Based On Lowest-Priced 4-Door Sedan Prices As Reported By Automotive News and N.A.D.A. The Rambler American 
Station Wagon Has a Price Advantage of More Than $500 Over Other Leading Low-Priced Station Wagons. 


No Wonder RAMBLER Sales Are Zooming! 





We Have the Product for the 
Expanding Compact Car Market... 
YOU Have the Opportunity! 


Rambler Franchises Alse Available in Canada and Important export markets. 
In Canada write te: American Motors (Canada) Lid., 2951 Danforth Ave., Torente. 







MAIL THIS COUPON TODAY 

Director of Dealer Development 

American Motors Sales Corporation 

Detroit 32, Michigan 
Gentlemen: Will you please provide me with more complete informa- 
tion about the Rambler franchise. | understand that | am under no 
obligation and my inquiry will be held in the strictest confidence. 


I lin cpincennajnpenpsereiiiiinsincetitepinnaciagantinpiciaatiaiingminitinnniiitpaatettinainialieiiineiniadimaianiaialamaal 
ADDRESS. 
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Capsule Comment 


The year-long shortage of desirable used cars continues 
unabated, and “new modelitis” has thus far failed to shake 
up the market, AuToMoTIVE News findings show. 


Another harbinger of @ good selling year ahead. 


NADA directors have gone on record as favoring a bill 
for permissive protected territories for dealers. 


Now, it seems, all sides are agreed on the approach to 
> > 7 


Directors of the Motor & Equipment Wholesalers Assn. 
and the National Standard Parts Assn. have agreed on 
proposed by-laws which will merge the two aftermarket 
organizations into the Automotive Service Industries Assn., 
Inc. 


Hail to the new ASIA. 


> - 
ear lubrication is so badly lacking in good 
ising that it may become a oe industry, the 
National Lubricating Grease Institute is told. 
Factory manuals, stretching the time between lubrica- 
tions, were rapped by the institute. 


Business recovery is moving ahead on a broad front, 
with failures among car and truck dealers tapering off. 


Good news for dealers and factories alike. 
aa a . 

American Trucking Assns. will mark its 25th anniversary 
of service to the trucking industry during its annual con- 
vention Nov. 16-21 in Miami Beach. 

A salute to the ATA’s endeavors. 
* 


Allotments for the interstate highway system may be 
halted in fiscal 1961 unless Congress takes corrective action 
next year, the AAA warns. 


Earmar of national defense funds to aid highways 
is ceereeaiod 





Coming 
Events 


Dealer Conventions 


Nov. 8-l0—Texas Independent Automobile 
Dealers Assn., Texas Hotel, Fort Worth. 

Nov. 12—Connecticut Automotive Trades 
Assn., Hotel Statler, Hartford. 

Nov. 1416—Natiofal Independent Auto- 
mobile Dealers Assn.. Edgewater Beach 
Hotel, Chicago. 

Nov. rane: Automobile Deal- 
ers Assn., Buena Vista Hotel, Biloxi. 
Dec. 3—Utah Automobile Dealers Assn., 

Newhouse Hotel, Salt Lake City. 

Dec. 9—Milwaukee County Automobile 
Dealers Assn., Milwaukee Athletic Club, 
Milwaukee. 

Jan. 31-Feb. 4—National Automobile 
Dealers Assn., Chicago. 

Feb. 22-23—Louisiana Automobile Dealers 
Assn., Roosevelt Hotel, New Orleans. 
March 15-17—Aptomobile Dealers Assn. 

of North Dakota, Bismarck. 

March 20-2i—Arizona Automobile Dealers 
Assn., Hotel Stardust. Yuma, 

March 22-24— Automobile Dealers Assn. 
of Alabama, Tutwiler Hotel, Birmingham. 

May !0-12—Georgia Automobile Dealers 
Assn., Atlanta Biltmore Hotel, Atlanta. 

May 17—20th Annual Convention, South 
Carolina Automobile Dealers Ass n., 
Cruise to Nassau, Port of Embarkation, 
Charleston. 

May 17-19 — idaho Automobile Dealers 
Assn., Boise. 

May 21-22—Oregon Automobile Dealers 
Assn. Salem. 

June 21-23—Spring Meeting and Golf 
Tournament, New York State Automo- 
i. Dealers, Whiteface Inn, Whiteface, 

Y 


Aug. 7-8— Montana Automobile Dealers 
Assn.. Butte. 

Sept. 20-22—3éth Annual Convention, New 
York State Automobile Dealers. The 
Concord, Kiamesha Lake, N. Y. 

* oo 


Auto Shows 

Nov. 51é—Turin Auto Show, Turin, Italy. 

Nov. 13-22—Burlingame-San Mateo Auto 
Show, Hillsdale Shopping Center, San 
Mateo, Calif. 

Nov. 1416—South St. Paul Auto Show, 
Fleming Field, South St. Paul. 

Nov. 14-23—Los Angeles Auto Show, Pan 
Pacific Auditorium, Los Angeles, 

Nov. 21-30—St. Louis Auto Show, St, Louis. 

Nov. 22-29 — Philadelphia Auto Show, 
Philadelphia. 

Nov. 22- it Auto Show, Artillery 
Armory, Detroit. 

Nov. 25-30—Phoenix International Automo- 
bile Show, Phoenix, Ariz. 

Nov. 25-30—Spokane Auto Show, Spokane 
Coliseum, Spokane. 

Nov, 26-30—St. Paul Auto Show, Municipal 
Auditorium, St. Paul. 

° Dec. I—Sioux Falls Auto Show, 
Coliseum, Sioux Falls, S, D. 

Nov. 29-Dec. 7—Houston Auto Show, Sem 
Houston Coliseum, Houston, 

Dec. 10-14—Omaha Auto Show, Omaha 
Municipal Auditorium, Omaha. 

Jan. |-Feb. |—Sth Annual American Legion 
Auto Show, Augusta State Armory, Au- 
gusta, Maine. 

Jan. &11— Memphis Automobile Show, 
Ellis Auditorium, Memphis. 

Jan. 9-18—Midwest Auto Show, Municipal 
Auditorium, Minneapolis. 

Jan. 10-17—Pittsburgh Auto Show, Hunt 
National Guard Armory, Pittsburgh. 
Jan. 10-18—30th Annual Auto Show of the 
National Capital Area, National Guard 

Armory, Washington. 


Jan. 17-25—Chicago Auto Show, Inter- 
national Amphi tre, Chicago. 
Jan. 22-24— Brockton Auto Show, State 


Armory, Brockton, Mass. 

Jan. 22-27—Tampe Auto Show, Fort 
Hesterly Armory, Tampe. 

Jan. 23-25—Birmingham Auto Show, Birm- 
ingham, Ala. 

Jan. 24-3i\—Baltimore Auto Show, Balti- 
more. 

Jan. 24-Feb. I—Toledo Auto Show, Sports 
Arena, Toledo. 

Jan. 25-Feb. !—International Foreign and 


Sports Car Show, Dinner Key Audi- 
torium, Miami. 
Jan. 31-Feb. 7—Rochester Auto Show, War 


Memorial Exhibit Hall, Rochester, N. Y. 
Feb. 7-14—Milwaukee Automobile Show, 
Arena and Auditorium, Milwaukee. 
Feb. 19-23—Albuquerque Auto Show, State 
Fair Coliseum Bidg., Albuquerque. 
Feb. 27-March 8—1959 World Wide Auto 
Show, Miami Beach Exhibition Hall, 
Miami Beach. 

March 48—9%th Annual National Autorama, 
Connecticut State Armory, Hartford. 
Apr. 6&Ii!—Denver Auto ow, Denver 

Auditorium, Denver. 
* <a 


General 
Nov. 8-16—GM Motorama, National Guard 
Armory, Boston. 

Nov. 16-21—American Trucking Assn. An- 
nual Convention, Miami Beach, Fla. 
Jan. 25-28—T ruck Trailer Manufacturers 
Assn., Hollywood Beach Hotel, Holly- 

wood, Fla. 
29-30 — Private Truck Council of 
America, 20th Annual Convention, Sher- 
man Hotel, Chicago. 


20 Years Ago... 
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Automotive Cartoon 


Of the Week 
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“This new sales manager is a former football coach." 





Letterbox 





‘Price of Success .... 
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This is an open forum for the discussion of any subject of interest to our 


readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
used, if you so request. Address Editor, Automotive News, Detroit 26, Mich. 





Small but Tough 

I cringed, blinked and still did 
not believe my eyes! Thousands of 
us in the “more compact” car field 
have been putting real work into 
making the “smaller” car a bigger 
seller. Now that we are succeeding, 
“somebody” is blubbering. But to 
let these crocodile tears come spill- 
ing through your paper, the bible 
of the whole industry, is sacrilege 

. and to think one of the fair 
states of our Union would lend its 
name... or did it know?? 

Even a child knows, the smaller 
the car—the less to hit ... and 
when a car is built of the same 
gauge metal and is “more compact” 
it is naturally stronger ... We 
in the “more compact” vehicle field 
will just have to begin educating 
certain so-called “Safety (ho-ho) 
Laboratories (ha-ha) or is it Lav- 
atories ... !! they need a little 
cleaning up.—Joz Fercuson Jr., 210 
W. 55th St., New York City. 


Price in Error 

It would appear that the price 
of the Auto-Union two-seater sports 
coupe on Page 45 of your Oct. 27 
issue has inadvertently been associ- 
ated with another model, the Auto- 
Union coupe deluxe. 

The result is that several of our 
dealers have already called us, 
seeking an explanation of the ap- 
parent discrepancy. 

The Auto-Union two-seater, which 
you have shown, is a new model 
and only a few of them have 


The Big Stories 


Ford Motor Co.’s new entry in the medium price class, the Mercury, 
was unveiled this week in 1938. Prices for the Mercury started at $943. 
The 50th anniversary of the aluminum industry was celebrated this 


week in 1938. 


Top 10 cars in registrations at this time in 1938 included Chevrolet, 
337,443; Ford, 283,143; Plymouth, 189,056; Buick, 110,394; Dodge, 73,234; 
Pontiac, 66,595; Oldsmobile, 63,836; Packard, 35,483; Chrysler, 33,618; 


Hudson, 28,973. 


Prices of Ford V-8 cars for 1939 started at $580 at the factory. The 
company announced that the prices ranged from $5 to $20 under 1938 


models. 


—F¥rom the files of Automotive News. 





reached this country up to this 
time. 

The coupe deluxe has seaport de- 
livery price of $2,375. The sports 
coupe has a seaport delivery price 
of $3,995. It is an entirely different 
model.—Importep Auto DistripuTors, 
Inc., Racine, Wis. 

> = + 


Morris Mash-Note 


In August I purchased a 1957 
Morris Minor 1000 with 12,600 miles 
on it after having driven U. S. 
cars for years. 

Why didn’t I change long before? 

I have driven the car on three 
trips from Detroit to Baltimore. 
Each trip averaged about 1,225 
miles. Here’s the best part: At no 
time did I get less than 36 miles 
per gallon. The highest gas mileage 
was 40.7 miles per gallon on the 
Ohio Turnpike, cruising at 55 miles 
per hour. 

When cruising at 60, the mileage 
dropped to around 37 miles per 
gallon. Oil consumption is about 
one quart per 1,000 miles. 

As far as all-around comfort 
goes, I didn’t feel cramped, but I 
will have to admit a person can’t 
“stretch out.” 

The ride was very smooth, which 
is understandable on the turnpikes. 
However, even on everyday sur- 
faced roads, the ride is not uncom- 
fortable. The bumps felt give you 
a better feeling of the road and 
enable the driver to adjust his 
speed, reducing any undue strain 
on the tires and shock system.— 
N. G. Burmeister, 504 McCabe Ave., 
Baltimore 12, Md. 
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‘Beneficial to the Industry’ 


I believe that dealers’ attention 
drawn to the service phase of the 
business in your Aug. 18 issue will 
most certainly be beneficial to the 
industry. Many dealers have been 
rather complacent concerning the 
efficiency of their service operation. 

Articles such as “A Colossal Blun- 
der” have a particular appeal, and 
we note that your editorial also 
quotes specific dealers’ opinions. 

We certainly agree that more at- 
tention should be focused on serv- 
ice, and we should do everything 
Possible to obtain an increase in 
personal concern by the dealer him- 
self—R. M. Puumurps, general serv- 
ice manager, Cadillac division. 








A STRONGER TIRE 
A SOFTER RIDE! 


Now—for many new 1959 cars—comes the advanced 
U.S. Royal Safety 8, reflecting improvements in construc- 
tion and performance that make it even better than ever 
before. Of special interest is TY REX—a completely new 
kind of tire cord—that gives the U. S. Royal Safety 8 
greater strength and safety. With this increased strength 
comes greater flexibility ...a softer ride . . . more com- 
fort for passengers. 


TYRExX is another example of the added protection Be sure to look for and ask for the advanced 
and performance built into the tires engineered with U. S. ROYAL SAFETY 8 on the new 1959 cars 
safety as the first consideration. you sell! 


SS. Royal & Tires 


United States Rubber 


Rockefeller Center, New York 20, N. Y. In Canada: Dominion Rubber Co., Ltd. 
See things you never saw before. Visit U.S. Rubber’s New Exhibit Hall, Rockefeller Center, New York 














formal window. 


* * * 


Along with Continental 


Lincoln Bows for ’59 





What's New: 

New front bumper and grille 
+ « + metal applique on Lincoln 
quarter panel .. . new rear grille 
on Continental ... larger tires 
. . « lower horsepower and com- 
pression ratios .. . Continental 
town car and limousine .. . more 


SWIFT 


Continental Mark IV Limousine— 


Joining the Continental lineup this year is this Mark IV limousine and a town car. 
The cars hove a padded, landau-type roof which extends back to shape a small 
The town car ($9,208) and limousine ($10,230) are available only 
in bleck and are fully equipped, including air conditioning. 





standard equipment on Contin- 
ental 


* * * 


HE man who needn’t ask the} 
price when he buys a car will 





enjoy owning and driving the lux- | 
urious ’59 Lincoln and Continental. | 
The less-affluent auto fan will enjoy | 


can-be reduced to one! 


AUTOMOTIVE NEWS, NOVEMBER 10, 1958 





looking at them and dreaming, 
“Maybe... someday.” 


Dealers will place the new 
models on display Friday (Nov. 
14). The cars have redesigned 
grilles, and they retain the clean, 
conservative lines of last year’s 
all-new bodies. 

Continental has added two 
models, a town car and a limou- 
sine, and has made radio, heater, 
tinted glass and whitewall tires 
standard eqtipment on all models. 
The ’59 Continental is designated 
the Mark IV. 


Automatic transmission, power|New Rear Grille for Continental— 


steering and power brakes are 
standard on all Lincolns and Con- 
tinentals, and power windows and 
power seat are standard on Pre- 
mieres and Continentals. 
aa of * 

A NEW wraparound front bumper 

protects Lincoln’s new one-piece 
grille. The canted headlights blend 
into the grille. Continental’s lattice- 
type grille curves upward into the 
headlight areas, and parking lamps 
are set into the ends of the bumper. 

Continental also has a new rear 
grille which consists of chrome- 
framed black squares with three 
rectangular chrome-bezeled lights 


on either side. The Continental 
emblem is affixed to the fuel-filler 





One simple movement can connect 
two, three, five—up to eight differ- 
ent electrical circuits. Automakers 
prefer the Packard Electric idea of 
“Snap Fast’’ connectors because 
they speed wiring installations, save 
pennies per car. And these multiple- 
connection, self-insulating units as- 
sure accuracy, too. Since they can’t 
be improperly installed, they elimi- 
nate the danger of assembly-line 
fires or other damage which often 


result from mistakes in single-termi- 
nal installations. 

Staal ae 
wiring systems and supplying them 
in large quantities is a long-time 
habit with Packard Electric. Many 
manufacturers prefer having one 
source, one responsibility; one trans- 
action for their electric cable needs. 
And they find Packard engineering 
consultation helpful, too. Packard 
Electric maintains offices in Detroit, 
Chicago, and Oakland, California, 


Packard 


Warren, Ohio 


“Live Wire” 
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Continental has a new rear grille which consists of chrome-framed black squares 
|with three rectangular chrome-bezeled lights on either side. 







From the rear, the 





| Continental also may be identified by the flat, reverse-sloped, retractable back window 


| which is power operated. 
| * * + 

door in the center of the rear 
grille. 

From the rear, the Continental 
also may be identified by the flat, 
reverse-sloped, retractable back 
window which is power-operated. 

Lincoln has a single chrome spear 
along the side which flows into a 
| metal applique that brightens the 
rear quarter panel. As in ’58, Con- 
| tinental has no side trim. 

} * + * 
| Cotas buyers may choose 
| from 17 exterior colors, while 


Fae at ou 3 
sh begs 


Electric 


Ea 


division of General Motors 






* * * 


Continental buyers have 20 choices 
including three metallics—sapphire, 
copper and claret. Several interior 
treatments are available. 


Continental’s new town car ($9,- 
208) and limousine ($10,230) have 
a padded landau-type roof which 
extends back to shape a small for- 
mal window. The limousine has a 
power-operated glass partition be. 
tween front and rear seats. 

The cars are available only in 
black, and many interior metal 
surfaces are gold-finished. They 
are fully equipped, including air 
conditioning. 

Lincoln Premieres and all Con- 
tinentals have dual reading lamps, 
and chrome assist handles are 
standard in four-door models. 


The company said it has refined 
the power train to provide greater 
operational smoothness at any 
speed. This was done by installing 
new engine mounts, redesigning the 
camshaft and providing a new car- 
buretor and a new spark curve on 
the distributor. 

> > > 
LL models utilize a 430-cubic- 
| inch engine which develops 350 
| horsepower and has a compression 
| ratio of 10 to 1. Last year’s horse- 
| power was 375, and compression 
ratio was 10.5 to 1. 

The new models have larger 
tires. This year’s tire size is 9.40 
x 14, compared with 9.00 x 14 in 
’ 

58. 





Lincoln and Continental are the 


* * 





| Luxurious Interior— 


The Continental Mark IV limousine has 
le separate rear-seat radio and a separate 
| rear-seat air-conditioning system. The cor 
| is upholstered in gray all-wool broadcloth 
|}and the floor is covered with deep-pile 
carpeting. 





* > * 


only Big Three cars which use the 
integrated body construction 
method. The company said this per- 
mits tighter-fitting doors, roomier 
interiors and greater torsional 
rigidity or resistance to body- 
twisting effects. 

Body rustproofing, both inside 
and out, is accomplished by im- 
mersing the body nearly 18 inches 
in a paint tank. 

. * * 
vos year’s models are built on 
a@ 13l-inch wheelbase and are 
227 inches from bumper to bumper. 
Last year’s overall length was 229 
inches, The ’59s are 80 inches wide 
and 56.7 inches high. 

Lincoln prices rose 1.49 percent 
with some of the increase attrib- 
utable to a boost in the suggested 
dealer-preparation charge. The 
two-door hardtop in the Lincoln 
series is $4,902.10 and the four- 
door sedan and four-door hardtop 
are $5,089.60. 

Lincoln Premiere prices start at 
$5,347.10 for the two-door hardtop, 
and the four-door sedan and Hard- 
top are $5,594.20. 

The Continental two-door hardtop 
is $6,598.30; the four-door sedan and 
hardtop are $6,845.30, and the con- 
vertible is $7,056.20. 




























TV Guide...today’s greatest growth magazine... provides 


I CIRCULATION STRENGTH 
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whieh TV GUIDE—now delivering more than 6,500,000—largest circulation in weekly magazine history 
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... and look at TV Guide strength in SINGLE-COPY SALES 


— 1954 1955 1956 1957 1958 


TV GUIDE—now delivering more than 5,000,000 





Source: Publishers’ statements 
to ABC, subject to audit. 
1958 figures are for first six 





: Publishers’ statements 
to ABC, subject to audit. 
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a The quality of TV Guide circulation 
al ; 
ae ' i i it tit New TV Guide magazine cir- 
is as impressive as its quantity culation analysis breaks down 
aside the 6,699,352 sale of the 
_ One of the prime criteria of circulation quality is single-copy sales. Site des nih citlao al —. 
-— Each week more than 5,000,000 families (78% of circulation) pay full more population, county-by- 
cover price for TV Guide magazine. Of them, half buy the magazine omy ae ee ee Se 
t on at supermarkets and food stores—every major supermarket chain circulation and the circulation 
are lls TV Guide of a single regional edition or 
+‘ se. ulde. any combination of editions. 
wid As the new TV Guide city-by-city, county-by-county circulation analysis 
a documents, TV Guide delivers more copies to major markets than any 
rib- other weekly magazine in history. 
— The comprehensive TV Guide circulation analysis can help you to more 
oln confident media decisions. It is yours for the asking. Call your nearest 
top TV Guide advertising office or write National Advertising Department, 
: a Radnor, Pa. 
al 
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NEWS OF THE YEAR - AND ONLY PONTIAC 


HOTTEST ECONOMY 


COAST TO COAST ONLY 1:)( 


Pontiac’s new Tempest 420E V-8 sets the year’s most important 


PONTIAC COAST-TO-COAST ECONOMY RUN 
San Diego, California to Savannah, Georgia 
COMPLETED OCTOBER 17, 1958 


Goesi(i‘(téi.ti;.tele CU 

DRIVING TIME . . .. 60.72 HOURS 

FUEL CONSUMED . . 112.5 GALLONS 

FUEL COST . $35.79 

MILES PER GALLON . . . 21.7 Average for entire trip 
AVERAGE SPEED . .. 40.2 MILES PER HOUR 

COST PER MILE . . 1.465 CENTS 


PONTIAC MOTOR DIVISION « GENERAL MOTORS CORPORATION 


“No two people drive alike—if you have a light touch or drive slower than I did you might even top my 21.7 miles per gallon. But no 
matter how you drive—or where you drive—you'll be amazed at the mileage you get from this big, roomy full-powered Pontiac V-8.” 








WAGs SPO Be 


CENTS PER MILE FOR GAS! 


economy mark—Here’s the story and what it means to you! 




























We asked one of America’s most respected automotive 
writers and car testers—‘‘Uncle Tom’? McCahill—to put 
a standard Pontiac Catalina Sedan with our new economy 
V-8 to the test . . . coast to coast. 

And with only one specification—that the run would be exactly 
like you would drive coast to coast yourself—in mountains, in city 
traffic, across deserts, buying gas wherever the tank ran low. 

And here’s the phenomenal story in every complete detail—miles, 
time, speed, mileage, costs—all supervised and officially certified by 
NASCAR, America’s top automobile competition authority. 





What does it mean to you? 
Simply—and very importantly—this: For the first time, you can 
get deep-chested V-8 pep with better mileage than from many 
smaller so-called “economy cars” ... and get it on regular fuel! 





“I'm no feather-foot and I don’t baby cars . . . maintaining an average 

of 40.2 m.p.h. all the way across the continent proves it!"’ 

; If you owned a Pontiac with this revolutionary new Tempest 420E 
V-8 power plant right now you'd be enjoying savings of up to 5 
cents a gallon on regular fuel, no matter how you drive or where 
your driving takes you. This new economy V-8 is optional at no extra 
cost on any Hydra-Matic Pontiac! (If you want the ultimate in action, 
drive Pontiac’s companion engine, the Tempest 420—America’s most 
advanced V-8.) 

See your Pontiac dealer soon—and discover the newest in V-8 


performance and economy! 
PONTIAC! met 
_ we ONLY CAR 


America’s Number (4) Road Car 


3 Totally New Series * Catalina + Star Chief + Bonneville WITH WIDE-TRACK WHEELS “Our reute wasn’t a ition and I éan tell you one thing for 
sure—this Pontiac 420E is full to the brim with V-8 power and pep.” 











“We stopped for gas whenever we needed it . . . used 5 different “We took our share of city traffic—it's tough on gas mileage, but we 
brands . . . and because we could use regular fuel, saved up to 5¢ a gallon.” wanted the results on this trip to be as realistic and practical as possible.” 
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Survey of Dealer Stocks... 
40% Carry Models Over 


FLINT.—Nearly four dealers out | 


who preferred some previous- 


of 10 prefer to carry over previous| model carryover. 


models into a new-model year. The | 


rest like to sell out, if possible, in 


The carryover-preference aver- 
| age of 388 percent was broken 


order to concentrate on the new/ down as follows: 36.7 percent of 


cars. 

These were findings in a master’s 
degree study of dealer stock control 
practices, made by Anthony J. Cos- 
cia, instructor at the General Mo- 
tors Institute here. The thesis was 
submitted to Michigan State Uni- 
versity. 

A dealer survey made by Coscia 
showed that there was little 
variance among dealers by vol- 
ume groups as to the number 


| dealers who sell one to 149 units a 
|year like to do so; 35.5 percent, 
| 150 to 399 annual unit sales; 42.9 
| percent, 400 to 749 annual unit sales, 
j}and 40.7 percent, 750 annual unit 
sales and over. 

Reasons given for carryover of 
previous models -ranked as follows: 

“1. Better deals with more profit 
made on old models carried over.” 

“2. There are always some cus- 


tomers that prefer the old models 
after seeing the new.” 

“3. Because of rising prices on 
new models, old models can be 
sold more easily.” 

The 59% percent of dealers who 
prefer a cleanout of old models 
gave new-model concentration as 
the No. 1 reason, followed by “more 
| profit on new models” and “last 
| year’s model is one year old.” 

A total of 76.7 percent of the 
dealers surveyed said they usually 
| clear out their stocks at the end 
|of the model year. The smallest 
|} volume group listed a 90 percent 
| clearout ratio, with the lowest per- 
centage (64.5) going to the 150-399 
unit sales category. 

Favorite method of moving ex- 
cess stock at the end of the model 
year is the overallowance, all 
dealer groups reported. Heavier 
advertising was rated second; 


A PREVIEW 


Sharp Texas Traders 


Even Swap Buildings 

FORT WORTH, Tex.—An un- 
usual swap was effected here re- 
cently when Charlie Hilliard, Inc., 
(Ford), who had _ insufficient 
space, traded locations with Davis 
Motors (Dodge-Plymouth), who 
had an excess. 

Both are now functioning at 
their new addresses, Hilliard at 
1400 S. University and Davis at 
811 University. 


bonus to salesmen, third, and 
factory help, fourth. 
Small and large, dealers reported 


| to Coscia that absence of a specified | 


car in stock is causing relatively 
few lost deals. Group I, the smallest 
| volume dealers, averaged only four 


OF A NEW SOURCE OF QUALITY STAINLESS SHEET & STRIP 


Steel buyers everywhere will welcome J & L’s new source 
of constant high quality stainless sheet and strip. The 
completely new stainless mill, located at Louisville, Ohio, 
has successfully passed through its shake-down runs and 
is now ready for full capacity production. 


Jones & Laughlin Stee! Corporation 


ae 


a 


A 


ae 


With the completion of this integrated cold rolling oper- 


ation, J & L is equipped with 
industry to produce stainless 
extremely close tolerances in 


the finest facilities in the 
steel strip and sheets to 
widths yp to 48 inches. 


Write for your copy of J & L’s Sheet and Strip Manual today. 


| 


IRE * SHEET © STRIP 


a © 


* STAINLESS and STRIP DIVISION + Box 4606, Detroit 34 


lost deals for this reason. Lost deals 
in the larger-volume groups ranged 
from 10 to 15, with the 1956 mode] 
| year constituting the reporting base, 
Colors was the chief reason deal- 
| ers were unable to satisfy a cus- 
| tomer from stock, the thesis found, 
| Options was next; models, third, 
and series, fourth. 

Dealers in the three largest vol- 
ume groups contact other dealers 
first in attempting to locate cars 
which they lack. Factory repre- 
sentatives get the first call from 
| the lowest-selling group. 

With respect to the number of 
cars shipped from the factory, 
| 78.7 percent of the total dealers 
| reported they “almost always” re- 
ceive the exact number ordered. 
| A total of 15.9 percent said they 
received less, and 2.7 percent re- 
ported they received more. 
| The survey further revealed that 
| 91.3 percent of the dealers “almost 
|always” got the exact cars they 
ordered with respect to colors, 
series, models and options. 

More than half of the dealers, or 
57.8 percent, place regular orders 
monthly, 17.2 percent every 10 
days, 16.4 percent weekly and 34 
percent daily. 

On special-order cars, dealers re- 
ported an average waiting period 
of 20% days in the 1956 model year. 
| This proved time enough to close 
| deals for 86.2 percent of the dealers. 
|A total of 3% percent said they 
“never” got a car in time to satisfy 
a customer. 


Markets 


Pittsburgh 

The gain in new-car registrations 
|was “less than seasonal” in the 
| Pittsburgh area in the week ended 
Oct. 25, according to the Bureau 
of Business Research of the Uni- 
versity of Pittsburgh. 

The bureau's seasonally adjusted 
index of general business activity 
stood at 94.9 percent of the 1947-49 
average during the week. It had 
been 93 percent a month earlier and 
92.2 percent in the comparable week 
of August. 

Steel-mill operations edged up to 
69 percent of capacity during the 
week, a new high for 1958.—(Leon 
M. Leffingwell.) 

> 
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Atlanta 

New-car and truck registrations 
in Atlanta were down slightly in 
September from the previous 
month. Total registrations in Sep- 
tember: New cars, 1,906; new 
trucks, 254. 

By makes, new-car registrations 
| were: Chevrolet, 521; Ford, 387; 
|Plymou th, 171; Oldsmobile, 93; 
Buick, 92; Pontiac, 85; Dodge, 79; 
Rambler, 60; Cadillac, 39; Chrysler, 
37; Mercury, 33; Volkswagen, 33; 
Renault, 33; DeSoto, 27: Simca, 23; 
| Edsel, 16; Vauxhall, 12; Lincoln, 9; 
| Hillman, 9; Studebaker, 8; English 
| Ford, 7; Imperial, 4; Packard, 3; 
Willys, and miscellaneous, 123. 

Trucks by makes were: Ford, 72; 
| Chevrolet, 57; International, 30; 
| Dodge, 20; Volkswagen, 16; Dia- 
| mond T, 13; GMC, 13; English Ford, 
9; White, 8; Mack, 8; Willys, 3, 
and miscellaneous, 5.—(E. C. Bash.) 

. * * 


Pueblo, Colo. 


New-car demand is definitely 
strong in Pueblo and used-car de- 
mand is extra good. 

Much activity has been noted in 
all lines of business and employ- 
ment is at an alltime high with 
new industries moving in. 

Repossessions are few in relation 
to the overall volume and generally 
are rated as slightly below normal. 
General collections are fair.—(L. H. 
Houck.) 
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250 Aluminum Bodies 


Ordered for AMC ‘Mite’ 


BUFFALO. —T win Coach Co. 
aircraft division here has re- 
ceived an order from American 
Motors Corp. to produce 250 alu- 
minum bodies for the Mighty 
Mite, an airborne military ve- 
hicle similar to but about half the 
size of the World War II Jeep. 

The subcontract is part of a 
$6 million order of test vehicles 
for the Marines. The first produc- 
tion unit is expected to be com- 
pleted shortly after Jan. 1. 





| 
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We didn’t choose our street with this in mind but... 


...could be there’s a reason why The Times lives on First 
Street in Los Angeles. 

The Times is first in Los Angeles—first in public service, in 
circulation, in advertising. 

First by more dramatic margins than ever before. 

Since ABC called at First Street a year ago, The Times has 
jumped its weekday circulation by another 22,000—substan- 
tially more than the gains of the other three metropolitan news- 


papers combined. Times weekday circulation is now a thumping 
128,000 ahead of the second-ranked metropolitan daily. 

Same story on Sunday. The Times gained 19,000 while the 
second Sunday paper lost 8,000—leaving it 163,000 copies 
behind The Times’ new ALL-TIME RECORD OF 878,219. 

Maybe destiny had a hand in choosing our address so many 
years ago. At any rate, we have no intention of moving from 
our present location. 


First in the nation’s No. 2 market Los Angeles Times 


Represented by Cresmer and Woodward, New York, 
Chicago, Detroit, Atlanta and San Francisco 
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TURNINGS ... 
Aluminum Casing Cuts 


‘D9 Fordomatic’s Weight 


By Joseph M. Callahan 


Engineering Editor 


IVONIA, Mich.—One of the principal engineering changes 
offered on the ’59 Ford is a new, lightweight Fordomatic 
transmission. 
This Fordomatic is a two-speed, single-range transmis- 
sion, whereas the 58 Fordomatic was a three-speed, single- 
range transmission. The® Mg eel Cy A EN 





SN “speed” refers to the number | transmission case and bell housing 
. : on the ’58 Fordomatic. 
Casting an Aluminum Transmission Casing— |of forward speeds into which | ‘there are several other alumi-| 


This three-sided permanent mold casting machine produces Ford's new aluminum | the transmission automatically | num parts on the new transmission, | 


shifts. The “range” refers to the} which now weighs 153 pounds—only 
|18 pounds more than the standard 
“stick” transmission. 

The 24-pound aluminum trans- 
mission casings are cast in com- 
plex, three-sided permanent molds 


transmission casing at Ford Motor Co.'s new aluminum casting plant at Sheffield, Ala. 





number of start-up options. 


McKee Buys Out Partners as Hi-Land Motors, the firm has Weighing about 50 pounds less 
been renamed Lloyd McKee Mo-| and employing 105 fewer parts, the 
Lioyd McKee has become sole tors, Inc. McKee purchased the in-/| ’569 Fordomatic saves about 40 


owner of the DeSoto-Plymouth | torests of George Anderman, Percy 
dealership at 2706 Central SE, Al-| p. Glasebrook, and E. J. Leutzin-| one-piece aluminum casting in|ing plant in Sheffield, Ala. 
buquerque, N. M. Formerly known | ger. | place. of the two-piece cast-iron! This plant plays a key role in 


MAINTENANCE 
SERVICE 

WILL SAVE 
YOU MONEY 
EIGHT WAYS 


MAINTENANCE 
Agreement 





HOW ? 


1 CONTROL OF COSTS 


You can budget your service expense, eliminate 
cost of repairs, and YOU SAVE MONEY. 


PARTS WITHOUT COST 


Parts will be furnished without cost to users of 
National Maintenance Service. 


REGULAR INSPECTIONS 


Detect undue wear or strain on parts. Regular 
inspections save you the worry of costly interrup- 
tions of your business system. 


FACTORY-MADE PARTS 


Parts made by the manufacturer are used to replace 
broken or worn parts. 


QUICK SERVICE 


You can call us without additional cost any time 
your equipment is not operating satisfactorily. 


PROPER LUBRICATION 


Protects working parts of the machine against pre- 
mature wear and corrosion. 


BONDED SERVICEMEN 


Factory trained to give you efficient service and to 
SAVE YOU MONEY. 


PERIODICAL CLEANING 


Increases efficiency and lengthens the life of your 
machine. 


You invested in your National equipment for its 
money-saving features. National’s “Preventive Main- 
tenance” will maintain these savings every year — 
for more years. Call your nearby National Service 
Man for full details on National Maintenance. 


THE NATIONAL CASH REGISTER COMPANY, Dayton 9, Onio 


1039 OFFICES IN 121 COUNTRIES © HELPING BUSINESS SAVE MONEY 








pounds in weight by the use of a@| at Ford Motor Co.’s aluminum-cast- | 


the significant “hot-metal” contract 
between Ford 
Motor Co. and 
Reynolds Metal 
Co. Molten alumi- 
num from the 
nearby Reynolds 
Listerhill reduc- 
tion plant is 
trucked to the 
Ford plant and 
poured directly 
into Ford’s cast- 
ing molds. pes 
Public relations J. M. Callahan 

men now ask that the “hot-metal” 
contract be called a “molten-metal” 

contract, claiming that this elimi- 
nates all suspicion of larceny on 
the part of either company. 

The lighter weight of the new 
Fordomatic should provide some 
fuel economy, although the pur- 
chase price has been increased 
from $179.80 to $189.60 this year. 
Gear ratios of the new transmis- 

sion are 1.75:1 in Low, 1.00:1 in 

Drive and 1.50:1 in Reverse. For 
downhill braking or slowing, the 
transmission may be down-shifted 

|manually at any speed up to 65 
miles an hour by placing the selec- 

tor lever in Low. 

Ford’s Cruise-O-Matic, which 
gives overdrive economy with the 
convenience of automatic shifting, 
|}is again offered in 1959. This is a 
| dual-range transmission. 

= + ¥ 

|New Unit Easier to Fix 
| FOHN W. GUTERMAN, manager 

of automatic transmission engi- 
neering for Ford Motor’s Transmis- 

sion and Chassis division, said a 
major advantage of the new Fordo- 
matic is that there are fewer things 
to go wrong, and if anything does 
go wrong, it will be easier to repair. 

“This transmission will give 
improved startup performance 
because of the 1.75:1 gear ratio, 
which gives more ‘punch’ and a 
more solid feel,” he said. “The 
former startup gear ratio was 
147:1. 

“The three-speed transmission 
gives a wider performance range, 
but this range is not needed by 
the normal driver. Two new fric- 
tion materials used in the new 
Fordomatic will also give greater 
durability.” 

Asked about the relative tensile 
strength of the new aluminum 
casting, Guterman said “it doesn't 
have as much strength but you put 
in ribbing and do other things with 
aluminum to get the desired 
strength.” 





Cruise-O0-Matic Flexible 


UTERMAN said Cruise-O-Matic 

was designed for the person 
who wants maximum performance. 

Discussing transmissions gen- 
erally, Guterman said “the thing 
we're fighting continually is the 
fuel losses of the automatic 
transmission as compared to the 
standard transmission.” 

In getting the convenience of 
automatic shifting, the early auto- 
matic transmission engineers ac- 
cepted the fact that they would get 
less efficiency than they had with 
| the stick transmission because it 
was necessary to introduce a fluid 
member between the engine and 
the axles. 


Engineers generally agree that a 
standard transmission passes on 
about 98 percent of the power from 
the engine. This figure is reportedly 
about 96 percent for the fluid- 
coupling automatic transmission 
and about 94 percent for the 
torque-converter automatic trans- 


mission. 
+ > * 


Most Cars Use Converter 


LL current U.S. cars use 4 

torque converter in their auto- 
matic transmissions, except for 
Cadillac, Oldsmobile and Pontiac 
which employ the Hydra-Matic 
with its fluid coupling. 

Guterman said the major dif- 
ference in the two systems is 
that the fluid coupling transmits 
approximately the same amount 
of torque that is put into it, while 
the torque converter can multiply 
this torque by as much as 2.5. 

However, both types of transmis- 
sions multiply the speed and power 
put into them. The fluid coupling 
accomplishes the multiplication 
with the higher gear ratios in the 
gear box. 

While the fluid coupling is a4 
little less efficient, many people feel 
that it is more worthwhile because 
S teen the feeling of “up- 
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More Legroom in °59s... 


Transmission Tunnel 


Lowered by Mercury 


What's New: 


Transmission hump reduced 
... more legroom, front and rear 
... longer wheelbase . . . lower 
hood . . . redesigned grille and 
side tri . wider front doors 
on wagons ... “tandem” wind- 
shield wipers .. . lower horse- 
power .. . long-life muffler and 
tailpipe . . . Super-Enamel finish 

. . improved power steering. 

= * = 
ee ane years ago, Ford Motor 

Co. became a full-line producer 
as it slipped a medium-priced car 
into the chasm between Ford and 
Lincoln, That youngster—Mercury 
—still isn’t old enough to vote, but 
it survived enough automotive 
scuffles and skirmishes to merit the 
title of veteran campaigner. 

Next Friday (Nov. 14), dealers 
will place the 20th anniversary 
Mercury on display. The new 
models are longer and roomier 
than the ’58s, and the company 
reports that performance and 
economy have been improved. 
There are 15 models in four | 
series. 
Interior roominess is one of Mer-| 





cury’s big stories for ’59. Engineers 
have succeeded in cutting the 
transmission tunnel almost in half, | 
a development that will be wel-| 
comed by the middle passenger in 
the front and rear seats. 
* > * 

HE tunnel reduction was) 

achieved by moving the engine, | 
transmission and front wheels 
farther ahead of the passenger com- 
partment. Also, more tilt was given 
the engine-transmission combina- 
tion. 

This design, together with a 
low entry position of the drive- 
shaft into the differential means 

a lower driveline position fore | 
and aft and a minimized tunnel | 
height. 

The instrument panel has been 
moved forward, providing six inches | 
more knee room and ten inches) 
greater distance from the seat back. 

A new vertical windshield post} 
gives 2% inches more clearance for | 
the knees in entry and exit. Entry | 
room has been increased further 
on station wagons by widening the | 
front doors four inches on four-| 
door models and 2% inches on two- 
doors. 

> > * 

oe has been improved by 

lowering the hood 2% inches 
and by installing a wrapover wind- 
shield that is more than 60 percent 
larger than last year’s. Total glass 
area throughout the car is up 33 
percent. 

The '59 Mercury has single-section 
grille and bumper, as opposed to 
last year’s divided assemblies. Side 
trim and tail lights have been re- 
designed. 

Four-door sedans have a wrap- 
around rear window shielded by 
an overhang, while hardtops fea- 





Fla. Independents 
Name Bennett 
President for °59 


MIAMI.—Dick Bennett, Orlando, 
was elected president of the Florida 
Independent Automobile Dealers 
Assn. at its annual convention here. 

Elected vice-president, were Tony 
Weir, Tampa; Turner Narmore, 
Fort Lauderdale; Jack Fiveash, 
Pensacola, and Don Buffkin, Jack- 
sonville, George Mortimer, Fort 
Lauderdale, was elected secretary- 
treasurer. 

Arch Livingston, Tallahassee, for- 
mer State motor vehicle commis- 
sioner, is executive secretary. 

A fashion show and parade of 
1959 model cars, titled the “1959 
Extravaganza in Cars and Clothes,” 
was staged around the pool of the 
Balmoral Hotel, Bal Harbor, fol- 
lowed by a cocktail party. 

John N. Gibson, director of the 
Dade County (Miami) Development 
Board, told a luncheon session of 
the necessity for development of 
industry in Florida to provide for 
needs of a skyrocketing popula- 

on. 


ture a huge wrapover rear win- 
dow that flows into the roof. 

Power steering has been im- 
proved and is said to require 50 
percent less effort in parking and 
15 percent less in normal driving. 
All models have new Super-Enamel 
finishes, aluminized-s t ee 1 mufflers 
and tailpipes that are made with 
steel that is 25 percent thicker than 
on earlier models. 

* * * 


_— year’s electric windshield 

wipers operate in tandem, both 
blades going in the same directional 
sweep at the same time. Mercury 
says this gives full-width cleaning 
with no center blind spot. 


The Monterey engine for ’59 is 


| @ 312-cubic-inch unit that develops 
| 210 horsepower and has a compres- 
| sion ratio of 8.75 to 1. Last year’s 
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Park Lane Is Mercury's Top Series— 


Mercury's new wrapover windshield has 60 percent more glass area than last 
year's, and the rear window on hardtops is 46 percent larger than in '58. Park Lane 
wheelbase is 128 inches, an increase of three inches, and other models are built 
on a 126-inch wheelbase, up four inches, All ‘59s have new Super-Enamel finishes. 


Bd * * 


Monterey had a 383-cubic-inch, 312- 
horsepower unit. 

The Montclair series retains 
the 383-cubic-inch engine it had 
in 1958. Horsepower is 322 with 
the standard four-barrel carbure- 
tor, compared with 330 last year. 

Powering the Park Lane models 
is a 430-cubic-inch engine which is 
rated at 345 horsepower, compared 
with 360 a year ago. Station wagons 
use the Montclair engine, with two- 


* * + 


barrel carburetion standard on 
Commuters and four-barrel on 
Voyagers and Colony Parks. 


ONTEREYS, Montclairs and 

wagons are built on a 126-inch 
wheelbase for ’59, an increase of 
four inches. Sedans and Hardtops 
are 217.8 inches long, 80.7 inches 
wide and 55.7 inches high. 


Park Lane wheelbase has been 
increased three inches to 128. 


23 


These models are 222.8 inches 
long, 80.7 inches wide and 56.1 
inches high, 

The ’59 Mercurys are priced from 
$2,767.50 for the Monterey two-door 
sedan to $4,206 for the Park Lane 
convertible. Fifteen models are 
offered, compared with 22 last year. 
The Medalist series has been dis- 
continued as have the Montclair 
convertible and Turnpike Cruiser 
hardtops in this series. 


* * * 


fe is Mercury’s model lineup 
for ’59: 

Monterey—four-door sedan, two- 
door sedan, four-door hardtop, two- 
door hardtop, convertible. 

Montclair—four-door sedan, 
four-door hardtop, two-door hard- 
top. (Merc-O-Matic transmission 
standard.) 

Park Lane—four-door hardtop, 
two-door hardtop, convertible. 
(Multi-Drive Merc-O-Matic, power 
steering, power brakes standard.) 

Station wagons—two-door two- 
seat Commuter; four-door two-seat 
Commuter; four-door two-seat Voy- 
ager; four-door two-seat Colony 
Park. (Merc-O-Matic standard on 
Voyager and Colony Park.) 
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One pair to a customer — you can’t trade those hands 
in on new ones. Give ’em a break. Start fresh with 
the tools you use most — like a new set of Snap-on 1 
Combination wrenches. Many top-notchers rate them 


the handiest tools they own. 


Smooth, rounded handle lets you apply real pres- 
sure—no sharp edges to bite in. Accurately ma- 
chined openings fit nuts securely — help prevent slip- 
ping — protect knuckles from cuts, burns and bruises. 


Good tools in good hands save time, boost income. 
Get a new set of combination wrenches the next time 


your Snap-on man calls. 


To Mechanics Who Service Foreign Cars 
Ask about Snap-on wrenches in Metric or Whit- 


worth standard sizes. Available in most popular types 


and sizes. 










GET NEW 






COMBINATION WRENCHES NOW 


Look at all these advantages 


. Long handles for extra leverage, short 
handles for tight quarters, midget series 


for tiny jobs —in a wide range of sizes 


and sets. 


wi AW WNW 


ment. 


into tight spots. 


breakage. 


eos ® 


against rust. 


. Boxocket® head is hot-broached to give 
clean, strong wrench walls 


. Chamfered edge slips onto nut quickly. 


. Accurately centered box opening gives 
walls of equal strength and thickness. 


. Open end is set at 15-degree angle — 
turns nut with 30-degree handle move- 


. Boxocket is offset 15 degrees to allow 
knuckle clearance over obstructions. 

Slim heads and pear-shaped jaws slip 
. Rounded, open-end bottom helps prevent 


. Beautiful chrome finish protects wrench 


SNAP-oW TOOLS 


co xk ? Oo KR aT 


8082-K 28th Avenue * Kenosha, ary 
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NOW-choose from a wide, wide selection 
of special space units in full color! 


PFlexibility —a bright, new Progressive Farmer word that 
means increased selling power for your advertising in the prosper- 
ous rural South! 


The Progressive Farmer gives you this new kind of advertising 
flexibility by providing the opportunity to choose the exact type of 
space unit your product needs. Thus, you are no longer restricted to 


Hi 
the limits of conventional page space. Now you can make use of th 
proven merchandising techniques . . . even devise new ones! With or 


one creative effort, you can achieve maximum consumer impact 
plus invaluable merchandising at your trade outlets! 


ee at 


So, for your advertising aimed South, schedule The Progressive 
Farmer and take advantage of this extra selling power. No other 
farm or consumer magazine offers so wide a variety of special units! 
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The BEST way to sell 
os 
the rural South is through 
The P ive F ! 
e Progressive Farmer! 

% The biggest, most influential farm magazine in the [ 
South ... and the South is mostly rural! Over 51% Si 
rural—compared to 29% for the rest of the U. S. : —_ : . ak 

Split Runs. Adding to the flexibil- “B”’ appear in alternate copies a 

ok. FIRST in pages and lines of advertising among farm ity of copy changes within its five throughout the press run and are 1 

* f the leade local editions, The Progressive mailed to alternate names on the 
Magazines ...one of the rs among ALL monthly Farmer now offers a true numerical subscription list. Two advertisers se 
magazines. split run in units of 4% page or are permitted to share a numerical in 
larger. Advertisements “A” and split run. fo 


% 4 to 1 choice of Southern retailers and wholesalers 
as the farm magazine with greatest advertising 
influence. 


Over 1,383,000 subscriber families! 


Five regional editions — use market 
by market, or in ANY combination! 
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BIRMINGHAM * RALEIGH . 














the NEW DIMENSION in 








Progressive Farmer advertising 








Pick the space unit that’s best for your product! 


A few examples of special full-color space units. 


i 


Hinged Covers. A unit of 3 pages in 
the form of a gatefold hinged to front 
or back cover. 


Fractional Page, Hinged Cover. A 
flap of two-column or three-column 
width, hinged to front or back cover as 
a unit with second or third cover. 





Single Sheet, 2-Page Insert. Avail- 
able as a preprint on special stock of 
advertiser’s choice, or produced by 
The Progressive Farmer on heavy in- 
sert stock. Bound in magazine by tip- 
in process. Well suited to perforation 
for return postcard or order form. 


% 


Dutch Doors. Horizontal half-page 
depth in multiples of 4 pages posi- 
tioned at top of page. Available as a 
unit with center spread. 


Single Gatefolds. Left or right hand 
full page, two-column or three-column 
flap. 


Double Gatefolds. Facing gatefold 
units of full pages, two columns, three 
columns or combinations of these. 








Die-cut Inserts. This offers a wide 
range of possibilities for product fac- 
simile or special designs. Available as 
a 2-page single sheet, or in variations 
limited only by the advertiser’s imagi- 
nation. Accepted as preprints or pro- 
duced by The Progressive Farmer. 


Die-cut Window. A 4-page unit with 
die-cut on left to spotlight a particular 
element on the facing page. 


Preprinted Inserts. Inserts of full- 
page or junior-page dimensions in 
multiples of 4 pages. A highly suitable 
unit for the center of the book, or 
tipped-in on a right-hand page in the 
first half of the book. 


French Folds. Newspaper page or 
broadside of larger dimension, folded 
for tipping to gutter margin of body 
page. This unit is especially adapted 
for use as a preprint. 


Multiple Page Booklets. Pre-gath- 
ered and stitched booklets of The Pro- 
gressive Farmer trim size or smaller, 
handled as a tip-in for easy removal 
and use as an independent unit. 


Geographic Split Run. Five separate 
editions, a long established service of 
The Progressive Farmer may be used 
in any desired combination, with 
changes of copy in each edition. 


Contact your nearest 
PF office for prices of 
any of these novel 
advertising spectaculars 


Over 5,500,000 readers in the 16 Southern States! 


ressive Farmer 


DALLAS ° 


NEW YORK __ 


CHICAGO 


LOS ANGELES + 


~ $AN FRANCISCO 











A Film Presentation— 


The first print of “Collector's Item,” a film documentary of modern public works 
in action produced by International Harvester Co., was presented to the American 
Public Works Assn. at its congress and equipment show in Kansas City. Shown above 
at the presentation ceremony are, from left, William D. Hurst, city engineer, Winni- 
peg, Man., APWA president-elect; Sol Ellenson, public works director, Newport News, 
Va., APWA president; l. W. Pierson, International truck sales manager, and M. F. 
Peckels, International Harvester consumer relations director. 
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Auto Personnel 





Appointment of six branch man- 
agers has been announced by Gen- 
eral Motors Acceptance Corp. They 
are: 

James W. Carter, Baton Rouge 
(La.) branch; Samuel E. Stewart, 
Gadsden, Ala.; Clyde P. Dorsett, 
Mobile, Ala.; Orville S. Stephens, 
Terre Haute, Ind.; Thomas J. Sevy, 
Lafayette, La. and Charles D. 
Franck, Nashville, Tenn. 

* * * 


Schmitz Joins King Bee 

W. E. Schmitz, former manager 
of the passenger-car lease division, 
Earl Hayes Rents Cars & Trucks, 
Dallas, has joined King Bee Leas- 
ing, Inc., as training supervisor in 
Waco, Tex. 

* > . 


Moraine’s Rasper Heads 


Automotive-Assembly Sales 


Mark E. Rasper has been ap- 
pointed sales manager of automo- 
tive assemblies for Moraine Prod- 
ucts division of General Motors. He 
had been sales manager of frac- 
tional horsepower motors and man- 





ager of the Detroit office of Delco 
Products. 

Francis J. Markey has been 
named sales manager of brake 
fluids. Most of his 27 years with 
GM have been in sales and en- 


gineering at Moraine Products. 
* od k 


Seiberling Ups McGraw 

Garland McGraw has been named 
manager of the Kansayg City sales 
district for Seiberling Rubber Co. 
A former truck-tire specialist in the 
Los Angeles district, he succeeds 
the late James F. DeBoer. Replac- 
ing McGraw in Los Angeles is Nor- 
man W. Carl. 

+ x * 

Schlegel Announces Changes 


In Management Organization 


The appointment of Carl F. 
Schlegel as board vice-chairman 
was one of several changes an- 
nounced by C. P. Schlegel, chair- 
man, Schlegel Mfg. Co., Rochester, 
N. Y. 

Other appointments include 
Kenneth C. Schlegel as president; 


MAN ZEL. 


REPAIR 
STAND 





HERE'S THE MOST MODERN, 


anywhere . . . designed to meet all the dealer’s service needs — now and 


in the future ! 


THE BASIC MANZEL STAND Engineered and built for faster, more 
profitable service, with the utmost in safety and less mechanic fatigue. 


all passenger car engines 


For 
servicing { rear axles 


Manze! Superiority in Every Feature: ¢ Simple, compact design 
e Rugged tubular construction e Stronger — more rigid e Lighter in 
weight — 165 lbs. e Easy-rolling casters e¢ Full 360° rotation e Positive 


floor locking device for stability. 


For Complete details of this outstanding Manzel Repair Stand, write... 


most useful repair stand available 





315 Babcock Street 
Buffalo 10, New York 


Factory-authorized supplier tor 
FORD, EDSEL, MERCURY, LINCOLN 


and CONTINENTAL 





Donald A. Tesch, secretary and 
assis.tant treasurer; William K 
Sittig jr., general sales manager, 
and Emil J. Kayser, Richard L, 
Turner and Sittig as directors. 

* * a 


Bostrom Promotes Weiland 


Edwin W. Weiland has been ap- 
| pointed purchasing agent for Bos- 
trom Corp., succeeding J. H. Kitter- 
man, who has been assigned to 
special projects in product-cost 
analysis. 

+ * * 


Firestone Ups McMahon 


M. T. McMahon, former manager 
of the pension department of Fire- 
stone Tire & Rubber Co., has been 
named manager of the combined 
pension and group-insurance de- 
partments. The departments were 
combined upon the retirement of 
G. C. Cockill jr., former manager 
of the group-insurance department. 

cd om * 





Seiberling’s Cowell Heads 


2 Combined Departments 

Seiberling Rubber Co. has com- 
bined the service and mileage sales 
departments and named William E, 
Cowell as manager. He had been 
in charge of the service department 
since 1952. 

As head of the mileage sales or- 
ganization, Cowell succeeds Claude 
J. Gunther, who left the company 
to join a Seiberling distributor. 

* * * 


Riordan Appointed 


Edward D. Riordan has joined 
the Chicago office of Stevenson, 
Jordan & Harrison, Inc., as labor 
relations consultant. Since 1950, he 
had been manager of industrial re- 
lations for the central division of 
Continental Can Co. 

* 


* * 


Hedges Succeeds Mould 


As GM Safety Director 


Kenneth S. Hedges has been pro- 
moted to General Motors safety di- 
rector. He will be responsible for 
coordinating safety activities for 
GM divisions. 

Hedges, associate director of saf- 
ety since 1944, succeeds David T. 
Mould, who has retired. During the 
16 years Mould was safety director, 
GM on 12 occasions received the 
highest award granted by the Na- 
tional Safety Council. 

. + . 


Sturdi-Bilt Names Ries 


Western Regional Manager 

Hugo Ries has been appointed 
Western regional manager by 
Sturdi-Bilt, Material Handling di- 
vision, Union Asbestos & Rubber 
Co. 

Ries will appoint and supervise 
Sturdi-Bilt distributors in Wash- 
ington, Oregon, California, Nevada, 
Arizona and New Mexico. 

” ” * 


Radbill Promoted 


Ernie Radbill has been named 
sales vice-president for Blackstone 
Mfg. Co., Inc., Chicago. He joined 
the company in 1955 as sales man- 
ager. 

* = ” 


Grace Named to Board 


William E. Grace has been elected 
a director of Fruehauf Trailer Co. 
Since September, 1957, Grace has 
been executive vice-president of 


Fruehauf. 
+ * * 


Micro-Lube Names Russell 


H. E. Russell Sales Co., Iola, 
Kans., has been appointed manu- 
facturers’ representative in the 
Midwest region for Micro-Lube 
Sales, Dallas, manufacturers of a 
patented additive for both oil and 


gasoline. 
” * ™~ 


Tidewater Elects Roth 


John E. Roth has been elected 
a director and senior vice-president 
of Tidewater Oil Co., San Fran- 
cisco. Roth succeeds the late Lloyd 


F. Bayer. 
+” « # 


CCC Ups Pledger 


Commercial Credit announces 
promotion of Reece L. Pledger to 
manager of the newly formed 
Jackson (Miss.) division. Pledger 
most recently was district repre- 
sentative in the Memphis division. 

* a7 * 


Chevrolet Transfers DeWitt 


Bryant DeWitt has been trans- 
ferred from personnel director of 
Chevrolet’s Atlanta assembly plant 
to a similar position at the Balti- 
more plant. He succeeds William 

(Continued on Page 27, Col. 1) 
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Auto Personnel 





(Continued from Page 26) 


y. Walker, who has been assigned 
to Chevrolet’s Detroit office. Dennis 
W. Traynor jr. succeeds DeWitt in 
Atlanta. 

* * 
Auto-Lite Appoints Barden 
Detroit Sales Engineer 


Earl M. Barden has been ap- 
pointed special Detroit sales en- 
gineer for Electric Auto-Lite Co. 

Former director of technical 
services for Hupp Corp., Barden is 
credited with the invention of the 
electric window life and other auto- 
motive devices. He began his career 
with Packard in 1926. 

* + = 


Mitchell Elected Secretary 
Of Chrysler International 


Robert C. Mitchell has been 
elected secretary of Chrysler In- 
ternational, and will be responsible 
for legal, insurance, real estate and 
organization activities. He will be 
located in Geneva, Switzerland. 

Mitchell joined Chrysler Corp. in| 
1951 as a staff attorney. In 1955, he} 
was assigned to the staff of the 
corporation’s organization vice-| 
president. He was named assistant 
executive secretary to the corpora-| 
tion’s administrative committee in 
1956 and later served as executive 
secretary of the administrative | 
committee and coordinator of man- 
agement committees. He was named 
corporation director of organization 
in 1957. 


* * * 


Lion Oil Ups Hudson 


N. Patrick Hudson has been) 
promoted to assistant sales man- 
ager of protective coatings for Lion | 
Oil Co., division of Monsanto Chem- 
ical Co. He had been administrative 
assistant to the manager of pro-| 
tective coatings sales. 

+ * y 


Hertz Appoints Van Pelt 


And Howerton in Florida 

Hertz Corp. has named James P. 
Van Pelt manager of its North 
Florida zone and M. R. Howerton 
manager of its South Florida zone. 

Van Pelt will have jurisdiction 
over Hertz car-rental locations 
above Tampa and in Georgia, North 
Carolina, South Carolina and part 
of Mississippi. Howerton will super- 
vise Florida locations south of 
Tampa. 4 

« = 


Phillips Is Promoted 


Robert W. Phillips has been ap-| 
pointed general manager of Petrol- 
eum Systems, Inc. He had been 
sales manager. 

« ” < 


Sylvester Heads Firm 


George R. Sylvester, president of 
Sylvester & Co., has been elected 
president of the reorganized and 
recapitalized Continental Coatings 
Corp., holder of exclusive world 
rights to the new Flame Ceramics 
process of spraying ceramic pow- 


ders on metal and other surfaces. 
* ” + 


Mahoney Is Moved Up 


To President of Ramsey 


William S. Mahoney has been 
elected president of Ramsey Corp. 
a subsidiary of Thompson Ramo 
Woolridge, Inc. 

Mahoney, vice-president and gen- 
eral manager of Ramsey since 
1956, previously was executive vice- 
President of Tyson Bearing Corp. 

* . * 


Trailmobile Realigns 
Los Angeles Branch 


Frank Reuter has been appointed 
Los Angeles branch manager for 
Trailmobile, Inc., Cincinnati. He 
formerly was Chicago branch man- 
ager. 

Erv Rupert, former Los Angeles 
branch manager, has been given a 
Special assignment as assistant 
somes manager to supervise fleet 
Sales. 





* * * 


General Tire Names 3 


John A. Matousek has been ap- 
pointed general manager of General 
Tire & Rubber Co.’s Respro divi- 
sion, Cranston, R. I. Arch Gartner 
Was appointed manager of shoe 
material sales, and Fred Newman 
Was named merchandise manager 


of shoe materials. Respro manu- 
facturers vinyl materials for the 
luggage, handbag, shoe, automotive 
and novelty industries. 

+ * * 


Marks Directs Sales 


Arthur D. Marks, manager of the 
foreign division of Hercules Motors 
Corp. since 1945, has been named 
director of sales. 

= 


+ * 


Schaub Gets Sales Post 


Edmund M. Schaub has been 
named sales engineer in the New 
York City area for Parker-Hannifin 
Corp. He will handle o-rings and 
related seals for Parker Rubber 
division. He joined Parker in 1953. 

* = > 


Summerhill Heads Plant 


Harry M. Summerhill has been| 
named manager of Fruehauf| 


Trailer Co.’s new aluminum extru- 
sion plant in Decatur, Ala. He 


formerly was plant superintendent | been appointed general 
|for Hokin Aluminum Co., an affili-| The company makes plastic fiber- 










Preferred 





by more engine manufacturers 
for original equipment 


and replacement service 





and replacement service. 


than any other piston ring! 


WHITE—one of the leading engine manufacturers using 
Perfect Circle chrome rings for both original equipment 


ate of International Rolling Mill 
Corp. 

+ * * 
Chrysler Names Morrison 


Aide to Purchasing Chief 


Richard D. Morrison has been 
named executive assistant to 
Emlyn Lioyd, director of purchas- 
ing for Chrysler Corp. 

Prior to joining Chrysler last 
August, Morrison had 10 years’ ex- 
perience in automotive industry 
purchasing, including four years as 
a senior steel buyer. 

* * = 


Firestone to Direct Sale 


Of Sutone Accessories 


Ed Firestone has been appointed 
general sales manager for the auto- 
motive accessory line manufactured 
by Sutone Corp., Los Angeles. 

He previously was sales manager 
for Superior Industries, Inc., and| 
Sterling Products Co., St. Paul. 


Unican Plastics Appoints | 
Goldsmith General Manager 





AUTOMOTIVE NEWS, NOVEMBER 10, 1958 








“We like this year’s lots better 
. . « they’re sweeter!’ 





glass reinforced auto-body fillers. 
Goldsmith will coordinate produc- 

tion and quality control at Unican’s 

plants in Northboro, Long Beach, 


Edmund F. Goldsmith, formerly| Calif, and Montreal. 


sales manager of Unican Plastics | 
Co., Inc., Northboro, Mass., has 
manager. | 


tea) 
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Behind the world-wide preference for Perfect 
Circle is a history of more than half a century 
of PC engineering leadership—and more. 
There’s a history, too, of unceasing creative 
research...a constant search for the new and 
the better...matchless manufacturing skills... 
and scores of contributions to the forward march 


Tool Firm Ups Tracy 


John Tracy, who for the last two 


of the automotive industry, 


27 


years has directed Chicago city 
sales for Portable Electric Tools, 
Inc., Chicago, has been promoted 
to general service manager. 

+ * = 


Jones Heads RB&W Sales; 


McCully Is Promoted 


W. Gould Jones has been elected 
sales vice-president and a director 
of Russell, Burdsall & Ward Bolt 
and Nut Co. 

Harry O. McCully, whose position 
Jones assumes, has been elected 
senior vice-president and will con- 
tinue in the formulation of sales 
policies. McCully joined RB&W 26 
years ago, and Jones formerly was 
with McKinsey & Co., Inc., man- 
agement consultants. 

= = = 


Galaspie Elected President 


Of 2 Transportation Groups 


L. Edward Galaspie, Richmond, 
Va., became the first man to simul- 
taneously serve as president of two 
of the nation’s key transportation 
groups. 

Galaspie, traffic director for Rey- 
nolds Metals Co., has been elected 
president of the Associated Traffic 
Clubs of America. Earlier he was 

| elected president of the Southern 
| Traffic League. 






year after year. 


Whenever you have a problem concerning pis- 
ton rings or related engihe components, you 
are invited to call upon our engineering and 
research facilities. Perfect Circle Corporation, 
Hagerstown, Indiana; The Perfect Circle Co., 
Ltd., 888 Don Mills Road, Don Mills, Ontario. 


” 


Since 1903...partner in progress to the automotive industry 


PERFECT CIRCLE piston nines 
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A new hit 1s added to your Ford Film Library... 
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EQUATION FOR PROGRESS” 


(P~K+U) 
“Progress is proportional to our Knowledge, 


plus our ability to Use it 


for the common welfare of mankind.” 


That’s the way Dr. Kucher defines progress in the stimulating and informative new color 
film, ““An Equation for Progress,” just added to your Ford Film Library. 


In 28 minutes, Dr. Kucher takes you behind the scenes at the new Ford Motor Company 
Engineering and Research Center and dramatically demonstrates how the scientists at 
work in research today are perfeeting the features to be found on tomorrow’s automobiles. 


“An Equation for Progress’ is available for showings at men’s lunch-club meetings, 
schools, lodge meetings, women’s clubs, libraries and wherever groups congregate for enter- 
tainment and information. We know of no more vivid way to show your neighbors and 
friends how Ford Motor Company is using the tools of modern science to improve the 
cars you sell. 


And don’t forget the other fine films in your Ford Film Library. Over 25 million Americans 
saw these films last year in schools or club meetings. Countless millions more saw them on 
television. Be sure you're taking advantage of the good will they stimulate wherever they’re 
shown. Let them work for you in your town! 


HERE ARE SOME EXCERPTS FROM DR. KUCHER'S NARRATION 
FOR “AN EQUATION FOR PROGRESS:" 


represented by our Research and Engineer- 
ing Center at Dearborn. 

“The research scientist works in the pres- 
ent, but he is really our link to the future. 


“This film is really a kind of progress report 
—a reminder of how far and how fast we 
have come along the American Road of 
research and engineering—and to what 


extent we have applied our knowledge to 
the common welfare. 

“A research scientist must have equip- 
ment at his disposal not to be found in 
attics and cellars, for such equipment is not 
only extremely complex, it is also extremely 
expensive. Someone must put up the money 
for these necessary tools of modern research 
—and industry has undertaken a considera- 
ble share of this responsibility. Ford Motor 
Company’s investment in the future is 


It is on the stepping stones of his knowledge 
that we make our progress. 

“The future is not an accidental thing 
over which we have no control—the future 
is whatever we make it. And if we look over 
the shoulder of the man in the laboratory 
today, we can get a glimpse of tomorrow. 

“I believe that we are living-in a period 
of time which will be proclaimed by the 
historians of the future as ‘the golden years 
of research and engineering progress.’ ”’ 


“AN EQUATION FOR PROGRESS" IS A 16MM MOTION PICTURE 
IN SOUND AND COLOR, RUNNING 28 MINUTES. IT IS AVAILABLE 
THROUGH THE FORD FILM LIBRARY NEAREST YOU: 


Film Library Film Library 
Ford Motor Company 
16 East 52nd Street 


New York 22, N. Y. 


Ford Motor Company 
The American Road 
Dearborn, Michigan 


Film Library 

Ford Motor Company 
4303 Telegraph Avenue 
Oakland 9, California 


FORD MOTOR COMPANY: THE AMERICAN ROAD, DEARBORN, MICHIGAN 


FORD « THUNDERBIRD « EDSEL «¢ MERCURY « LINCOLN ¢ MARK IV CONTINENTAL ¢ ENGLISH FORD LINE 
GERMAN FORD LINE « FORD TRUCKS ¢ TRACTORS +« FARM IMPLEMENTS ¢ INDUSTRIAL ENGINES 


FORD FAMILY OF FINE CARS CLEARINGHOUSE «+ NO. 108 OF A SERIES 
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How They're Pushing Sales 
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Dealer Ad Ideas 


Free Tires Boost U. C. Sales 
LPINE MOTOR CO. (Ford), 
American Fork, Utah, boosted 
late fall used-car sales by offering 
all cars on a winterized basis with- 
out extra charge,—plus two free 

snow tires. 

An official said the offer “pulled 
extremely well.” 

+ 


Two Reasons to Boast 


GANT JACKSON CHEVRO- 
LET, Roxbury, Mass., inserted | 


* * 


a three-quarter-page color adver-| 


tisement in the Boston Globe to 


announce the firm’s new building | 
and new body and paint shop. The| 
ad ran the same day that the 1959) 


Chevrolet was introduced. 

The ad in red and blue showed 
a ’59 Chevrolet and was captioned: 
“Here We Go Again! Here We 
Grow Again! Where Thousands 
Save Hundreds.” 

At ribbon-cutting ceremonies 
were Shepard Sumberg, vice-pres- 


|ident; Clement Riley, State regis- 
| trar of motor vehicles, and G. F. 


;| Hutchins, president of the firm. 
* 


Something for Baby 


| rere CHEVROLET, Dallas, of- 
fered a present for the baby in 
|a demonstration-ride promotion. 

The first 25 families to take a ride 
| received a Johnson’s Baby Travel 
| Kit. The dealership said the offer 
| resulted in “exceptionally good 
| business.” 

An official of Johnson & Johnson 
Co. said the success of the Dallas 
| promotion means: his company will 


New Dealership Formed 


RIPON, Wis. —Rebman-Van 
Metre Chevrolet-Oldsmobile, Inc., 
has been formed to take over op- 
erations formerly handled by W. D. 
Van Metre, who will be vice-pres- 
ident of the new firm. Roger D. 
Rebman, formerly with Bogda Mo- 
tor Co. (Chevrolet), Green Bay, is 
president. 





“Stromberg Carburetor 


reliability helps keep 


car owners happy” 












“Joe, if a car keeps 


start... or if gas 


it should be . 


stalling . . . or won't 


mileage is below what 
. the 
average car owner blames 
the carburetor—and 

the car manufacturer for not 
providing a better one.” 


“Yes, we know that an 
efficient carburetor helps 
build owner loyalty. That's 
why it makes sense to equip 

cars with the best carburetor. 

And that’s STROMBERG*. 

It’s built by Bendix-Elmira, 

you know. They’ve been the 


enter other market areas with 


similar tie-in offers to auto dealers. 
= * = 


*‘Back-to-Work’ Tire Sale 


IMMIE GOODWIN, owner of 

Jimmie Goodwin’s Tire Mart, 
Flint, capitalized on the contract 
signed by GM and UAW. 

Goodwin, a Seiberling distributor, 
launched a “back-to-work celebra- 
tion” timed with the Flint employ- 
ment surge caused by introduction 
of the 1959 autos and the GM-UAW 
agreement. 

Goodwin's special merchandising 
effort was designed to get tire pur- 
chases citizens had to postpone dur- 
ing the period of short working 
hours and unemployment. 

The event was backed up by dis- 
play pieces, plus newspaper and 
radio advertising. Goodwin intro- 
duced the campaign with 85-inch 


commercials a day. 
= = > 


Touhey a Dealer 42 Years 


HARLES H. TOUHEY, founder 
of Orange Motor Co., Inc., Al- 
bany, celebrated his 42nd anniver- 
sary as a Ford dealer. 
Orange News, house organ for 


his start. It said: 
“C. H. took over Friday, Oct. 13, 





the firm, published an article about | 





10, 1958 








new facilities at 1521 E. Camelback Rd. 


was the first home of Orange 
Motor. Charlie had purchased a} 
| dealership, stock on hand, parts, 
goodwill, but no chain hoist. The| 
first Orange Motor check went .to| 
the Albany Hardware Co. for one 
| chain hoist, the brawny limb of al 








leaders in automotive fuel systems 


for a long, long time.” 


aes. us. 


Bendix-Elmira 


ECUPSE MACHINE DIVISION 
ELMIRA, NEW YORK 


Pat. OFF. 


Gendix” 





| all 


| Louisville, 


in Phoenix. 
| by J. E. Peagler, president, employes approximately 50 persons, has a complete parts 
and service department and has two used-car operations. 
De. eee eae eee 
| 1916, and trouble started immedi-| gnarled old apple tree served as 
| ately. A Model T with a busted rear| the original ‘I’ beam.” 

| end was towed into the former Del-| 
aware Ave. grocery store which | ‘or locations 


Dodge City Opens in Phoenix— 


Arizona's only exclusive Dodge dealership, Dodge-City, Inc., has moved into its 


The new declership, operated 


Today there are five Orange Mo- 
in the area. 

= * * 

Florida Vacation for 2 


N INTRODUCING the ’59 models, 
Russ Bramblet Ford, Atlanta, 
|staged a drawing for a one-week 
paid vacation for two at the Sand- 
piper Motel, Laguna Beach, Fila. 
In addition to many door prizes 
and favors which were available to 
visitors to the showroom, 500 
phonograph records were given 
away. Paul Drew, local disc jockey, 
broadcast from the showroom three 
nights. 


= 


Autos and Groceries 


RT CITY MOTOR CO. (Ford), 

Springville, Utah, tied in its 
opening with the opening of a 
nearby supermarket. 

Art City furnished a special used 
“hunting” car which was filled with 
groceries from the supermarket. 
Residents were urged to visit both 
the supermarket and the dealership 
to register for a drawing. 

> > > 
‘High Prices’ of °59s Cited 
a be caught in the web of 
high prices” of 1959 autos, ad- 
vised West Broadway Motors, 
in an ad pushing used- 


> > 


car sales. 


used car.” 


“Those new 1959 cars depreciate 
from $1,000 to $2,000 the first year,” 
the ad said. “More people are learn- 
ing every day that their hard- 
earned dollar buys more in a late- 
model, guaranteed, reconditioned 


From Out of the Past... 
ENTRAL MOTORS, Pueblo, 


Colo., now has Lincoln, Mer- 
cury, Edsel and English Ford in 
its stable. A striking sign is a 


rotating 1904 Ford on a 20-foot 
pedestal. 
> 


Auto Is Home-Sales Bait 


PHILADELPHIA area builder 

has been featuring the Rambler 
in a promotion to sell new homes 
in a development known as “Ram- 
bler Park.” 

Denney Building Corp., has an- 
nounced that every homeowner in 
the development may purchase a 
1959 Rambler at “tremendous sav- 
ings.” 

While the car does not come with 
the purchase of the home, the 
builder advised both the home and 
auto may be bought with no money 
down if certain financial require- 
ments are met. 

- . © 


Wheeling and Dealing 
UDY FICK, INC., volume Ford 
dealership in Kansas City, gave 
each buyer of a 1959 Ford a pair 
of wheels equipped with two new 
snow tires as a bonus during the 
first week of the new-car showing. 





2 Chicago Dealers Called 
In Probe of County Office 


CHICAGO.—The presidents of 
two auto dealerships appeared 
before a Cook County grand jury 
that is investigating the County 
assessor’s office and its handling 
of personal property tax assess- 
ments. 

Summoned were A. E. Garrett, 
of Nelson Chevrolet, and Robert 
E. McCarthy, of Prior Ford Sales. 
Both men expressed indignation 
at being called before the jury. 
They said they were not asked to 
bring any records and did not 
know of anything being wrong. 
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City Teamsters! New Citizens Swear 
VoteLoyaltyto =" = 
Parent Union 


Council to Support [ e 
Ousted International |. | P 
"100 Per Cent’ i? ae 


























fei 


Teamsters Joint Council No. 533 


- Pr 
of Philadeiphia, today voted es ss 
unanimousty to back up its inter- . 
national union 100 per cent in its 

g 
Ps Pe 


dhepute with the AFL-CIO 

The 1.4 millien-member Team- 
aters Union was expelied by the 
AFL-C1O on December 6 by 4) 
five-to-one vote of the federation | 
convention in Atiantic City ‘ 

Sohn, Ke Nodiius joint council’ “7 
president. said today's vote was ft. 
@n answer to rumors that one or 
more of the 28 locals in the 4 
000 member counci) might pull 
out to stay with the AFL-CIO. 
Bpeech Commended ; 

The councr action alse com- 
mended the speech Teamsters 
secretary-treacurerilsém tn Fea) 
hathumade before the federation: 
convention In essence. Enciish 
seid, “you will weep before we 
& 


40,000 REASONS WHY 


in Philadelphia nearly everybody reads The Bulletin 


The Evening and Sunday Bulletin prints some What does this mean to Bulletin adver- 
40,000 local news stories every year. These __ tisers? It means that their messages are care- 
are gathered by one of the world’s largest _ fully considered—at home—in the newspaper 
local news staffs, augmented by a network of _ Philadelphians read, respect and respond to. 


special correspondents. ‘ 
, The Bulletin goes home. . . delivers more 


It is this unique reporting of the big and 


copies to Greater Philadelphia families 
little news of Greater Philadelphia—together 


: s every seven days than any other newspaper. 

with the other contents of a great metropolitan 

newspaper—that has helped make The Bulletin Advertising Offices: Philadelphia - New York + Chicago 
d b f the h hold h Representatives: Sawyer Ferguson Walker Company, 

a trusted member of the household throug i 6 Ries 6 tes hentia. 6 tentdine 


generations of Philadelphia families. Florida Resorts: The Leonard Company, Miami Beach 


The Bulletin publishes the largest amount of R. O. P. 
color advertising in Philadelphia—Evening and Sunday! 
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Highways & Safety... 


Bigger Effort Urged 
To Cut Traffic Toll 


America is making encouraging 
progress in traffic safety—but not 
enough, according to M. R. Darling- 
ton jr., managing director of the 
Inter-Industry Highway Safety 
Committee. 

He spoke on “Where To in Traf- 
fic Safety?” at the opening session 
of the Traffic Section at the 46th 
National Safety Congress. 

“We can never be satisfied with 
our efforts to prevent traffic acci- 
dents as long as Americans are 
killed or injured in the routine of 


Driver-Training 
In 4 Big Cities 
Is Contrasted 


The experience of four major ci- 
ties with high school driver educa- 
tion was detailed at the 16th annual 
driver-education conference in Chi- 
cago. 

More than 200 driver-education 
officials and educators from nearly 
every state, Canada and Australia 
attended the session, sponsored by 
the Assn. of Casualty & Surety Cos. 


and the Center for Safety Educa- | 


tion at New York University. 

The meeting was told of difficul- 
ties in offering driver training in 
all New York and Chicago schools. 
Lack of appropriate space for prac- 
tice driving and shortage of funds 
and teachers were cited. 

The program has become a solid 
fixture in the curriculums of Los 
Angeles and Detroit “largely as a 
result of State legislation and fi- 
nancing,” the delegates were told. 

Michigan has a law requiring 
such training to obtain a driver's 
license before age 18. California 
law makes driver education a re- 
quisite for graduation from high 
school. 


Sure way 
to write 


getting from one place to an- 

other in motor vehicles,” he said. 

Darlington said the country needs 
better driver licensing and more 
imaginative programs of driver im- 
provement, better accident records, 
greater uniformity in traffic laws, 
more qualified traffic engineers, 
stepped-up enforcement and more 
organized citizen support. 

Citing improvements in safety, 
Darlington said that on the basis 
of the fatality rate, it is twice as 
safe to drive today as it wag in 
1941. 

While the number of cars and 
the number of miles driven have 
doubled since 1941, the traffic 
fatality rate has dropped from 
12 deaths per 100 million miles to 
a record low of 5.9 at the end of 
1957, he pointed out. 

Darlington said bright spots in 
| traffic-improvement efforts include: 
| 1. Modernization of roads. The 
| 41,000-mile Interstat e Highway 
| System will eliminate about 22,000 
intersections and “take away the 
traffic conflicts and accident rates 
that go with them,” he said. 

2. Cooperation amon g& states to 
work out common traffic-safety 
problems together. 
| 3. Research by auto makers 
| which has resulted in improved 

sealed-beam headlights, dual 
headlights, improved positioning 
of the driver, better windshield- 
cleaning systems, simpler con- 
trols, improved brakes, safer 
| tires, safety door locks, padding 
| and seat belts. 

4. Activities of the National 
Safety Council’s Traffic and Trans- 
portation Conference, of which 
Darlington is chairman. 

Calling for intensified research, 
jhe said “the study of human be- 
|havior is one area that is a must 
|for future progress. We don’t know 
| enough about why people have traf- 


Daniel Donates Training Car— 

Daniel A. Salameno, second from right, President, Daniel Motors, Inc. (Buick), 
Pompton Lakes, N. J., presents a 1959 Buick to Lester V. Jochem, Principal, Pompton 
Lakes High School, for use in the school’s driver education Program. Looking on are 
Dr. N. O. Schneider, left, director of the school and college division, New Jersey 
State Safety Council, and Chester A. O'Donnell, instructor, Pompton Lakes High Schooi. 

> 


fic accidents because we don’t know | ity to be part of the solution in- 

what makes them tick.” | Stead of part of the problem. 
Research also could result in | “Where we go in the future of 

other hard-to-get traffic statistics, | traffic safety depends on us—pub- 

he continued. “We use the fatal. | lic officials and professionals—the 

ity rate because it is the simplest, wg safety experts,” Darling- 

n ' 

most dramatic and banal most ac- “We need to pull out all the stops 

curate figure we have, to provide safer, more 
In addition to finding new and | hway transportation for 

better ways of doing things, Dar-| an expanding economy.” 

lington said, “we need to apply yt 

more vigorously those techniques| NV. Y. Offers Thruway Folder 

we now know are effective. Distribution of a map folder of 
“Enforcement has the most im-| the New York State Thruway show- 

mediate effect on traffic. We need | '"& major highway connections and | 


a ints of interest throu hout the 
more men, more training, investiga- | PO g 
tion of more accidents and more | State has been announced by Col. 


% Clinton B. F. Brill Thruway Au- 

selective enforcement. . y 
thority chairman. Copies may be 
emllae or tm ag oe Poca obtained by writing Thruway Au-| 
ample of what can be done is pro- thority, P. O. = 100, Albany, x. Y.| 


vided by states which help schools 164 : ° 
pay for driver education. Uninspected Vehic les 


ry |Ruled Off New York Roads | 

know New York State Police caught 

will reach him, so each individual 464 motor vehicles on | 
accepts his personal responsibil- the highways in September and | 


their registrations were Sls. 
pended, Motor Vehicle Comm is- 
sioner Joseph P. Kelly reported, 

The Motor Vehicle Bureau also 
suspended the registrations of 2,- 
170 other vehicles during Septem- 
ber when they failed to Pass in- 
spection and were not repaired 
and reinspected within 10 days, 


* : * 


N. Carolina Official Heads 


State Safety Coordinators 

Edward Scheidt, commissioner of 
the North Carolina Motor Vehicle 
Department, has been elected preg- 
ident of the Assn. of State and 
Provincial Safety Coordinators. He 
succeeds R. C. Salisbury, safety di- 
rector of the Wisconsin Motor Ve- 
hicle Department. 

Other new officers are: James R. 
Barrett, director of the Police di- 
vision of the New York State Di- 
vision of Safety, first vice-pres- 
ident; Lt. Neil] Boyd, safety director 
of the Wyoming highway patrol, 
second vice-president, and Robert 
A. Campbell, director of the Illinois 
division of traffic safety, secretary, 

> = 


New York Thruway Opens 
New England Section 


The 15-mile New England section 
of the New York State Thruway 
has been opened to traffic. 

Ceremonial ribbons were cut by 
Gov. Averell Harriman, New York, 
and Gov. Abraham Ribicoff, Con- 


necticut. 
a 


Uninsured-Driver Plan 


Advocated in Tennessee 
The Insurors of Tennessee have 
rejected a compulsory automobile 
insurance plan in favor of “un- 
insured motorist coverage.” 
Under the recommendation, 
adopted in the closing session of 
the state convention, the State 
would require all automobile lia- 
bility insurance policies to have a 
Provision protecting motorists with 


|Claims against uninsured persons. 


If the uninsured Person could not 
pay the claim, the claimant could 
get his money from the insurance 
company. 


MORE PROFIT 
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ITEMS PER R.O. 


ways. First, with motor oils and lubricants that sup- 
port your good service by keeping cars in top condition 


What's New... 
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In Parts and Accessory Distribution 


Successful Jobbers’ Plans 


Discussed in Louisiana 


BATON ROUGE, La.—An “A-to- 
Z’ roundup of successful jobbing 
procedures: This is descriptive of 
the curriculum presented at the 
management institute of the Auto- 
motive Wholesalers Assn. of Louis- 
jana. Attended by AWAL whole- 
gsaler members, the three-day exec- 
utive training program was held at 
Louisiana State University here. 

Robert L. Schutte, merchandising 
counsel for the Motor and Equip- 
ment Wholesalers Assn., was among 
association, industry and academic 
experts invited by AWAL to direct 
the classroom discussions. In his 
topic, Schutte gave a point-by-point 
outline of sales fundamentals most 
advantageous to automotive whole- 
saling, along with outlining the best 
procedures for instituting direct 
and indirect customer relations’ 
programs. 

2 = + 
Raybestos Offers Sign 

BRIDGEPORT, Conn.—A brake 
service “A” board sign, 6 feet high 
and 3 feet wide, is being offered by 
Raybestos division, Raybestos-Man- 
hattan, Inc. The two faces of this 
sign feature the “7” Point Brake 
Check and are enamel! finished. 

” * = 


Car Given to Shop Class 


HEBRON, Ind.—Dealer Louis Al- 
yea gave a 1952 model car to the 
shop class of Hebron High School. 
After the class tears down, reno- 
vates and reassemblies the car and 
engine, it will be sold and the 
money used to buy automotive tools 
for the school, Alyea said. 

> > > 


U. S. Rubber to Make 


Tires for Cordovan 


DAYTON, O.—Cordovan Associ- 
ates, Inc., a tire merchandising or- 


















































ganization for a group of chain 
automotive stores, has announced 
its tires no longer will be made by 
the Dayton Rubber Co. but will be 
produced by the United States Rub- 
ber Co. 

Irve Eisbrouch, Cordovan execu- 
tive vice-president, said the firm 
has negotiated a contract with U. 
S. Rubber for production at Detroit, 
Los Angeles and Eau Claire, Wis. 
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Oil F ilter Offered 
For VW, Metro 


RAHWAY, N. J.—New oil filter 
kits have just been made available 
for the Volkswagen and Metro- 
politan by Purolator Products, Inc. 

The Volkswagen oil filter kit is 


No. 493. When the filter is installed, | 


one additional quart of motor oil 
is required. The additional motor 
oil capacity tends to reduce engine 
temperature. Engine temperature is 
also reduced as the motor oil cir- 
culates through the filter itself. 
During 1956 and 1957, Metropoli- 
tan cars were delivered from the 













minum auto-window shades, an- 
nounced it is planning to expand. 
“We've received orders from as 
far away as Chile and Venezuela,” 
said Lawrence N. Wilson, president- 
treasurer of the young concern. 
* ~ * 


Auto Parts Firm Moves 


JAMESTOWN, N. Y.—New and 
larger quarters have been opened 
by C.M.K. Auto Parts Corp., accord- 
ing to C. N. Dahlgren, president. 

t * * 


Redistribution 
Held ‘Revolution’ 
In Aftermarket 


HUNTINGTON STATION, N. Y. 
—Marketing practices of the auto- 
motive aftermarket are undergoing 
a revolution, according to C. A. 
Benoit jr., president of Permatex 
Co., Inc. The cause of the revolu- 


| tion is a new marketing technique 


factory without oil filter equipment. | 


In addition, many of the 1958/ 


models are not filter equipped. 
Purolator filter kit No. 501 is now 
available for installation on all 
Metropolitan car models without 
factory equipped filters. 

> = = 


Hull Offers Sales Guide 


WARREN, O.—“How to Sell Auto 
Accessories” is the title of an eight- 
page booklet published by Hull Mfg. 
Co., as a guide to selling Hull auto 
compasses and other automotive 
products. It’s free on request, the 
firm said. 


Window-Shade Fabricator 


Plans to Expand Facilities 


BUFFALO.—Wilson Auto Prod- 
ucts Co. Inc., fabricator of alu- 


Most dealers average about 114 chargeable items per 
repair order—fewer by far, in most cases, than it 
takes to absorb overhead. The answer: 


called “redistribution,” he said. 

In an article in Sales Manage- 
ment magazine, Benoit described 
redistribution as “the utilization of 
large wholesalers to supply jobbers 
who in turn supply service stations, 
dealers and independent repair 
shops.” 

In the past, Permatex, like other 
suppliers, sold to jobbers on a 
direct basis. In the case of Perma- 
tex, this meant 11,000 direct ac- 
counts for its sealants, radiator 
products, service oils and other 
automotive chemicals. 

“Redistribution,” said Benoit, 
“has been looked upon alternately 
as a blessing and a curse by com- 
panies competing for the gigantic 
automobile aftermarket. This is 
largely the result of its newness 


. . . As yet there are no ground | ton; 
rules, no safe patterns to follow} 


through the maze .. 
“The biggest danger 


Pennzoil’s 


program helps you sell your customers a// the services 


their cars need, when they are needed. 


It keeps every phase of your service operation busy, 
increases both the number of repair orders and the 
number of profit items on each R. O. Result: Extra service 
profits that absorb overhead and put you in a better 


position to trade on new and used cars. 


NOW! TOP-GRADE 
MOTOR OILS FOR 
EVERY SERVICE 
AND PRICE CLASS! 


This program builds profitable service traffic two 
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bution,” according to Benoit, “is to 
become complacent about previ- 
ously close relations with jobbers. 
The regular jobber is just as im- 
portant today, if not more so, than 
he ever was. 

“Redistribution, if it is to be 
successful, cannot be looked upon 
as an easy way of cutting selling 
costs. Permatex has evaluated its 
entire scope of distribution and has 
found that redistribution is only 
one phase of the overall job to be 


done.” 
= * = 


Mechanics School Moves 


LOS ANGELES.—The Auto Me- 
chanics Institute is moving to a 
larger building at Fiftieth St. and 
S. Vermont Ave., according to 
Frank O. Bregnard, president. Some 
classes already are being held at 
the new location, and others will 
move as remodeling progresses. 

* > * 


Barrett Branch Moves 


LOS ANGELES.—Barrett Equip- 
ment Co. is moving its Los Angeles 
offices to 1830 S. Flower St., Los 
Angeles. 


DuMont Adds 
2 Selling Agents, 
16 Dealer Outlets 


CLIFTON, N. J.—DuMont Lab- 
oratories, Inc., announced the ad- 
dition of two selling agents and 16 
franchised dealer outlets for its 
TV-Type EngineScope and automo- 
tive test-equipment line. 

The agents are W. J. Schonhart, 
who will cover Upper New York 
State, and L. E. Eklof, Minnesota, 
North and South Dakota and West- 
ern Wisconsin. 

The dealers are: 

Huddleston Equipment Co., Phoe- 
nix, Ariz.; Guarantee Electric Co., 
Bradenton, Fla.; Automotive Parts 
Co., Denison, Ia.; Sidles Co. branch 
stores in Ames, Des Moines and 
Shenandoah, Ia. 

South End Auto Supply Co., Bos- 
Garage & Auto Supply Co., 
Inc., Brighton, Mass.; Auto Parts 
& Color Co., Kansas City; Pound 


and keeping customers satisfied. 


Sales Manager, Kontax System 
Pennzoil, Oil City, Pa. 
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Ben’s Auto Parts Co., Bronx, N. Y. 

Joseph Strauss Co., Buffalo; 
Globe Motorists Supply Co., Mount 
Vernon, N. Y.; H & R Auto Parts, 
Elyria, O.; Moty & Van Dyke, Inc., 
Klamath Falls, Ore., and Motor 
Grinding & Parts Co., West Bend, 
Wis. me ee 


SureFit Franchise Shifted 


SAN MATEO, Calif.—Transfer of 
the exclusive SureFit franchise to 
James H. Copeland jr., new owner 
of San Mateo SureFit Store, has 
been announced by N. G. Zink, na- 
tional manager of the SureFit Divi- 
sion, Howard Zink Corp. 


= * * 
Seven Seat Distributors 


Are Appointed by Bostrom 


MILWAUKEE.—Bostrom Corp. 
has announced the addition of 
seven distributors for its suspension 
seats for trucks, tractors and earth- 
moving equipment. They are: 

Automotive Supply Co., Inc., 
Appleton, Wis.; Doerr’s Trailer & 
Equipment Co., Orlando, Fia.; 
Hayes Wheel & Spring Service, Co- 
lumbus, O.; Lehman Co., Clinton, 
Ia.; Malenberg Auto Service, Ot- 
tawa, Ont.; Peoria Machine & 
Parts Co., Peoria, Ill, and Wheel 
& Rim Co. of Canada, Ltd., Toronto. 


GM’s Building 
Sold in Richmond 


RICHMOND, Va.—Aubrey L. 
Lawrence, president of State Motor 
Parts Corp. and Lawrence Motor 
Co., has bought the GM building at 
Norfolk and Altamont Sts. for 
$165,000. 

He said he plans to move State 
Motor, state distributor for Chrys- 
ler Corp. parts, into the building. 
Both firms are now in the same 
building at Boulevard and Broad 
St. 

GM will move from the 35,000- 
square-foot building to a new $1 
million structure, with more than 
twice the previous space, near Byrd 
| Field. It will be occupied by Chev- 
rolet’s Virginia sales office and also 
| will be a warehouse for Chevrolet, 


of redistri-| Brothers, Albuquerque, N. M.;| Oldsmobile and Pontiac parts. 






Second, with a customer relations system that de- 
velops regular customers who will come back to you 
for all their car maintenance. This is the exclusive 
Kontax System®—4 to 1 favorite over any other with 
car dealers coast to coast—the most painless way yet 
developed to get customers to ask for needed services. 


Your Pennzoil Distributor has the proof. Call him, 
or mail the coupon now. 





Let’s see you prove the claims you make for your program. 
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Lawsuits Affecting Dealers ... 
Court Decisions 





By Leo T. Parker 
Attorney at Law 


fe Toke higher courts consistently 
hold that if a person knowingly 
subjects himself to a known danger, 
this person cannot recover damages 
from anyone for 
his subsequent in- 
juries. 

For illustration, 
in Evans v. De 
Cola, 145 N. E. 
(2d) 422, the tes- 
timony showed 
facts, as follows: 
One Evans oper- 
ates a hardware 





a garage and 
automobile deal- 
ership where automobiles are re- 
paired. The garage and automobile 
dealership is owned by one De Cola. 

Evans sued De Cola for heavy 
damages claiming that he suffered 
severe illness caused by carbon 


L. T. Parker 




















store adjacent to| 


A Booth Michigan Newspaper 


monoxide fumes escaping from the 
garage into the store after Evans 
had warned De Cola to stop oper- 
ating motors which discharged 
fumes into his store. 

The higher court refused to 
award Evans any damages saying 
that since Evans had exposed him- 
self to an obvious and appreciated 
danger he assumed the risk of the 
injury. This court said: 

“One who comprehends the dan- 
| ger is not excused by his inability 
| to realize the full extent of the in- 


‘Russia Now Exporting 
2 Makes to Austria 


BERLIN.—Russian autos now are 
| being exported to Austria, accord- 
| ing to sources here. 

| They said the Soviets’ Moskvitch 
|and Volga car will be sold through 
| the Austrian Automobile Factory, 
formerly Austro-Fiat, in Vienna. 





juries which may possibly result 
therefrom.” 
* *” * 


Aggressor Is Killed 
._-= month a higher court ren- 
dered an unusual decision to 
the effect that if an employe hits 
| a fellow worker who then kills him, 
ithe dependents of the deceased 
| employe who started the fight, can 
receive compensation under the 
'State Workmen’s Compensation 
| Act. 
For example, in Stewart v. 


| Chrysler Corp., 87 N. W. (2d) 117, | 


it was shown that one Stewart 
was an employe of Chrysler 
Corp. During an argument Stew- 


| art hit a fellow worker who then 


killed Stewart. 


Stewart’s widow sued to recover 
compensation under the State 
Workmen’s Compensation Act. In 
this case the higher court awarded 
compensation to Stewart’s widow, 
and said: 


“Certainly to hold that no matter 
what provocation and angry words 
there might have been between the 
parties, he who struck the first blow 
would be denied compensation 
would be neither reasonable nor 
in accordance with sound prin- 
ciples. The striking of the first blow 


That’s the Jackson, Michigan, 
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“Be the first in your neighbor- 
hood to own one!” 








|is not the sole and ultimate test as 
to whether the injury arose out of 
the employment.” 

= * = 
Recording Not Vit 
\A FEW weeks ago a higher court 
held that although a chattel 
mortgage or conditional contract 


“Pll spend more than 
$30,000,000 in the 
Automotive Market 


next year.” 


family speak- 


ing. It spends that much and more every 
year for cars and tires and accessories. Over 
$12,000,000 in gas stations, too. 


More than 28,000 households make up this 


Jackson County market. And 


the character- 


istic that makes this group a reachable, 


responsive, profitable entity 
paper. 


is their news- 


The Jackson Citizen Patriot is read, at 
home, by 98% of the county’s 32,000 


families. 


Automotive advertisers can secure attention 
of a very special kind by placing copy in 
this newspaper. It is a respected member 


of the family in almost all 
area. By all means, include it 


homes in the 
in your plans. 
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of sale is not recorded, it is effec. 
tive and valid as to all parties who 
knew that it existed. 

For example, in Motor Center 
Co. v. Securities Credit Corp., 314 
Pac. (2d) 967, the _ testimony 
showed that a creditor of an 
automobile dealer knew that a 
certain chattel mortgage had 
been issued. 

Although the mortgage was not 
properly recorded the higher court 
held that it was effective as to the 
creditor, and said: 

“As between the parties, the 
mortgage is enforceable, and will 
be given full weight.” 


* * * 


Mortgage Is First Lien 

ONSIDERABLE discussion has 

arisen from time to time over 
the legal question: If an automo- 
bile dealer purchases merchandise 
on credit and gives a chattel mort- 
gage to secure payment, do other 
creditors of the dealer have an in- 
terest in the merchandise if the 
dealer goes into bankruptcy? 

Last month a higher court an- 
swered this question in the nega- 
tive. 

For illustration, in Trustee in 
Bankruptcy v. Humiston, Keeling 
and Co., 242 Fed. (2d) 923, it was 
shown that a dealer purchased 
certain merchandise on credit. 
The seller recorded a chattel 
mortgage on the merchandise to 


| secure payment. 


The dealer defaulted in making 
his payments, and the seller fore- 
closed by taking possession of the 
merchandise. Three days later the 
dealer filed a petition in bank- 


| ruptcy. 





In later litigation, the higher 
court held that the seller could 


| keep possession of the merchandise 


and that other creditors had no in- 
terest in the merchandise. 
> = ca 


Calif. Plans New Hearings 


On Credit-Buying Curbs 


LOS ANGELES.—Further hear- 
ings on a proposed State law to 
regulate installment buying will be 
conducted by the California Assem- 
bly Committee on Finance and In- 
surance after the November elec- 
tion, according to Assemblyman 
Jesse M. Unruh, Los Angeles Dem- 


| ocrat. 





All committee members indicated 
they feel some form of regulation 
is needed and should be recom- 
mended to the 1959 California Leg- 
islature. 

Unruh cited testimony showing 
that true annual rates of interest 
of 25 to 50 percent are common, 
while rates as high as 360 percent 
are now legally being charged in 
some instances. 

Legislation being considered by 
the committee would have the effect 
of limiting true annual interest rate 
to maximum of 1846 percent. It 
also would prohibit paycheck at- 
tachments to collect overdue pay- 
ments and would require full dis- 
closure in contracts of “credit serv- 


ice” charges. 
> 7 > 


N. Y. Ignition-Key Law 
Is Invalid, Judge Rules 


CORNING, N. Y.—The State law 
making it illegal to leave ignition 
keys in unattended autos is uncon- 
stitutional, City Judge Charles 
Githler ruled here. 


“I feel that if any individual 
wants to be careless with his prop- 
erty—for example, wants to leave 
his pocketbook in the street—that 
is his legal right to do so,” said 
Judge Githler. 

He dismissed a case against a 
motorist who had been charged 


under the law. 
7 * . 


Lotteries Ruled Legal 


In California Challenge 


SACRAMENTO, Calif—The Cal- 
ifornia Supreme Court has held 
that the State’s laws against lot- 
teries do not apply if it is possible 
for persons to get tickets free. The 
decision upheld independent service 
stations in Fresno and upset the 
rulings of two State courts. 


Distributed by Regal Petroleum, 
Norwalk and Beacon stations, the 
tickets entitled winners to new cars 
and various other prizes. The sta- 
tion operators claimed the tickets 
were a sales-promotion scheme, not 
a lottery. The California Gasoline 
Retailers Assn., whose members sell 
major-brand gasolines, charged it 
was an illegal lottery. 














A 








10 in- 


ings 
s 

hear- 
w to 
ill be 
isem- 
d In- 
elec- 
yman 
Dem- 


cated 
ation 
com- 


wing 
erest 
mon, 
rcent 
d in 


d by 
ffect 
rate 


"ate 
pay- 
dis- 
serv- 


law 
ition 
con- 
‘les 


dual 
rop- 
eave 
that 
said 


st a 
rged 


Cal- 
held 

lot- 
sible 
The 
vice 


A 


= Soo 


Sometimes, 
to win, you need 


VCH. 


If selling were always clear sailing, your manu- 
facturer wouldn’t arm you with enticing new 
features every model year. 


And while many features come —and GO —the 
best stay in there, pitching. 

Like AIRFOAM—so much a part of modern cars, 
there’s danger of taking it for granted. 

And that’s how to lose sales. 


For Mr. and Mrs. Prospect —and all their little 
Prospects — will spend important parts of their 
lives INSIDE the car they choose. 

And before they choose—while they’re still 
debating the charms of one make’s fins and 
another make’s grille —the savviest salesman 


ete 


THE WORLD’ 


moves in with AIRFOAM sell. 


He reminds them of how AIRFOAM changes snug 
interiors into snuggly ones. He reminds them of 
how AIRFOAM keeps drivers relaxed and passen- 
gers reposeful. How AIRFOAM doesn’t sag, snag 
or break down, protects upholstery, increases 
trade-in value. 


And nobody needs reminding that the very 
name — AIRFOAM — suggests the-finest-money- 
can-buy. 


If you’re one of these savviest salesmen, it’s 
your competitor who may lose these sales! 


Goodyear, Engineered Products Dept., 
Akron 16, Ohio 










Extra 
Trade-in 
Bonus 
For Dealers! 









in addition to helping you sell cars now, 
AirRFOAM will increase your profits come 
trade-in time. How? By retaining its shape 
and protecting upholstery so cars come back 
to you in more salable condition. Whot bet- 
ter way to assure more resales—AT BETTER 
PRICES—than by selling AimFoam now? 





Alrfoam—T. M. The Geodyear Tire & Rubber Company, Akron, Okie 
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S FINEST; MOST MODERN CUSHIONING *’ 


































Ave., St. Louis 20, Mo. 

Model 842 is for use with original 
120-refinery drums. Model 843 can 
be carried by hand. Model 816 is 















STEAM CLEANER—Northeast Industries, 
Inc., Midland Park, N. J., has announcea 
the model A90 Vapor Jet Steam Cleaner. 
According to the manufacturer, there are 
no gauges to watch, valves to turn, o% 
adjustments to make; the Northeast ma 
chine is preset at the factory to give 10C 
pounds of steam pressure with 90 g.p.h 
capacity, including the cleaning compounc 
mixture. 





PAINT SPRAYING UNIT—A_ versatile 
paint spraying unit, Sprayit 400, with a 
4%-pound portable compressor capable 
of handling all kinds of paints has been 
announced by Thomas Industries, Inc., 410 
S. Third St., Lovisville 2, Ky. The spray 
gun is made of nylon plastic and weighs 
eight ounces. The spray gun canister 
holds enough paint to cover about 75 
square feet. 





OUTDOOR FLOODLIGHT — Full-floating 
socket construction that assures perfect 
weatherseal and positive electric contact 
wnder the most adverse conditions is a 
feature of a line of self-adjusting ovtdoor 
floodlights, according to Stonco Electric 
Products Co., 333 Monroe Ave., Kenil- 
worth, N. J. 





BODY-FENDER TOOL—The Maasdam 
Pow'r-Pull has been adapted for use in 
body and fender shops, according to Maas- 
dam Pow'r-Pull Co., 10633 Chandler Bivd., 





North Hollywood, Calif. The one-piece 
unit weighs eight pounds and will operate 


in any position allowing “close area” 
work, it is said. It will lift, pull or 
stretch up to two tons. 

+. 2 


Lincoln Engineering Offers 
Bearing Packing Equipment 


Three units in the Kleen Pak line 
of equipment for wheel .bearing 
are being marketed by 

in Engineering Co., Automo- 


te vee ne me teres pet 


fitted for servicing roller or ball 
bearings on cars and light trucks. 













SAFETY SLOGAN CLOCK—An unusual 
means of increasing visibility of important 
safety messages has been perfected by 
Electric Neon Clock Co., 13900 Broadway, 
Cleveland, O., employing a three-foot, 
neon-illuminated, multi-colored clock. The 
safety message area, lighted by reflection, 
is comprised of a 66 inch shield around 
the top half of the clock. Space is ample 
to take letters 4 inches high, and any 
custom message of up to 20 letters and 
spaces desired will be applied by the 
monufacturer. The clock is fabricated of 


Ye-inch plexiglass with 2%-inch numerals, 
and is enclosed with a watertight, optically- 
clear molded plexiglass face. 

Te ae 





WELDER—A welding machine, the Airco 
MSM Busybee, has been developed by Air 
Reduction Co., Inc., 150 E. Forty-second 
St., New York 17, N. Y. It is a low-cost, 
180-ampere, portable AC transformer de- 
signed for general repair work. 

Ae SS 





BRAKE REPAIR KiT—The Automotive Di- 
vision, Wagner Electric Corp., 6400 Plym- 
outh Ave., St. Lovis, Mo., announces a 
complete line of Wagner Lockheed power 
broke repair kits for all cars. Five types 
of kits are marketed in the line, including 
single package kits, major kits, minor 
kits, packing kits and poppet valve kits. 
Single package kits contain ali parts 
normally required in a complete overhaul, 
it is said. 





TRAILER HITCHES—Some of the unusual 
shapes and designs required to fit 1959 
cars can be seen in this display of new 
custom designed regular-style and heavy- 
duty hitches manufactured by Draw-Tite 
Mfg. Co., Belleville, Mich. All are designed 
to fit the car frame and are built for 
@ particular make, model and year, it is 
said. Besides hitches, the Draw-Tite line 
includes trailer couplers, upper corners, 
and winches, lower center. 
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NEW PRODUCTS 


tive Division, 5709 Natural Bridge 








REVERSIBLE RATCHET—A line of light- 
weight reversible ratchets with small, com- 
pact heads and a simple visual shift 
lever has been introduced by Owatonna 
Tool Co., 314 Cedar St., Owatonna, Minn. 
Available with drive-end sizes %4, %, Yo 
and % of an inch, each ratchet has 24 
teeth. 





BRAKE CONTROL—Designed to increase 
the operator's braking control, particularly 
at high speeds, the “No-Vok" brake 
control unit is being marketed by Super- 
weld Corp., 6840 Vineland Ave., North 
Hollywood, Calif. Installed in the brake 
system between the master cylinder and 
the wheels, “No-Vak" is said to equalize 
pressure on all brakes simultaneously. The 
unit is made to operate up to pressures 
of 2,000 p.s.i. 





SILICONE SPRAY—A silicone spray, 
called 4X, designed to provide a con- 
venient method of lubricating rubber parts 
has been announced by Dow Corning 
Corp., Midland, Mich. The spray also pre- 
vents weather stripping from freezing in| 
place in cold weather, makes ignition | 
systems svure-starting damp weather, | 
and reduces the white corrosion that forms 
on battery terminals and cases, it is said. 
The 4X spray is available in 12-ounce 
cans. 





GENERATOR TESTER—The Sun Gener- 
ator-Regulator Tester, model GRT-100, is 
said to provide facilities for testing all 
six and 12-volt car and truck generators 
end regulators, including double contact 
types. The GRT-100 is rugged and compact 
and offers many new features. Its heavy 
duty 230 volt 60 cycle 1 phase constant 
speed motor and efficient variable speed 
drive provides full power to generator at 
all test speeds, it is said. Sun Electric 
Corp., Harlem and Avondale, Chicago 3, 
i. bie 


Molded Radiator Hose 


Offered by Dayton Rubber 


A flexible radiator hose of 
molded construction has been de- 
veloped by the automotive whole- 


Co., Dayton 1, O. 


Each hose section is molded factory distributor and Oldsmobile-Cadillac dealer. 


under heat and pressure, assuring 
greater uniformity than with wrap- 
type construction, the company 
said. Full fabric reinforcement runs 
the length of the hose instead of 
just on the ends, and this is 
claimed to minimize elongation and 
ballooning caused by excessive 
pressures. 








AUTO LIFT—A frame-type lift has been 
announced by Curtis Mfg. Co., 1905 Kien- 
len Ave., St. Louis, Mo., which is said! 
to combine the strength and stability of | 
the “H" frame superstructure with com- 
plete versatility. The manufacturer states | 
this lift will accommodate ali cars on 
the road today, both European and | 
American, including 1959 models and also | 
light trucks. If has a superstructure width 
of 36 inches and an overall height of | 
less than 5 inches with the lifting pads 
in the low (normal) position. 





PAINT DRYER—A dryer for paint and | 
body shops, featuring an interchangeable 
ceramic heat element for fast infra-red 
drying has been announced by Trippe 
Mfg. Co., 133 N. Jefferson St., Chicago 6, 
iil. Standard wattage is said to be 750. 
Heat elements of 500 to 1,000 watts may 
also be used simply by unscrewing one 
element and replacing with another. The 
unit may be used as a flood light by 
substituting any standard medium screw 


| chine designed specifically for use by 
clutch rebvilders has been announced by 
Bear Mfg. Co., Rock Island, Ill. Accuracy 


base bulb for the ceramic element, it is 
claimed. 





D HOUSEBOAT—The Terra-Marina houseboat is. designed to be used on land and 
saler division of Dayton Rubber| water. ‘lt sleeps four, has kitchen facilities, a toilet and three sun decks. One person 


can put it in or take it out of the water, 





























ROD ALIGNER—The Sunnen TN-111 rod 
aligner is said to have an extended check- 
ing surface to permit checking of the 
newer short-stroke connecting rods for 










bend, twist and offset. This greater sur- 
face is said to be ideal for checking all 
the short “over-square” V-8 rods. Sunnen 
Products Co., 
Lovis 17, Mo. 

























































































7910 Manchester Ave., St 





AXLE PULLER ADAPTER—A flange-type 
axle puller adaptor designed especially 
for use on all late model cors and trucks, 
is being manufactured by Ken-Tool Mfg. 
Co., 768 E. North St., Akron 5, O. The 
adaptor fits over top of any Ken T-500 
puller or any similar puller, it is soid. 
In use, the heavy-duty slide hammer on 
the adaptor, guided by the adaptor shoff, 
is used to deliver a powerful blow thal 
jars loose the tighest axle shoft. 

a. + @ 


CLUTCH 


BALANCER—A bolancing mo- 


and speed ore said to be the principal 
features of the 354-BR clutch balancer. 

The clutches cre mounted on moster 
adapter plates which are jig bored for 
accuracy with a quick acting split nut 
holding the clutches on hardened ond 
ground pins during the balancing opere- 
tion. A precision dial indicator registers 
the exact amount of unbalance while @ 
strobe light is used to indicate the posi 
tion. 






accerding to Don Pierson, Eastland (Tex.) 


SPOT TV 
SURVEY 
IN THE E 
CIGARETTE - ee 
FIELD Sitiarticérs who increased 


“their Spot TV budgets in 1957 
REVEALS: "Showed an increase in sales. 
Bout of 9 cigarette advertisers 
» who reduced their Spot TV 
budgets in 1957 
P showed a decrease in sales. 


" What's behind the big move to Spot TV? 
The facts on outstanding Spot TV perform- 
—  ancesin challenging sales situations are now 
available in the Edward Petry report, 
“What Spot TV Did for Cigarette Sales.”’ 
A copy is yours for the asking. 


Huntington-Charleston 


Little Rock Providence 


Raleigh-Durham 

Sacramento 

San Antonio 

i . = San Diego 
Minneapolis-St. Paul Shreveport 
Nashville South Bend-Elkhart 


Television Division 


Edward Petry & Co., Inc. 


THE ORIGINAL STATION REPRESENTATIVE 
NEW YORK = CHICAGO = ATLANTA = BOSTON = DALLAS = DETROIT = LOS ANGELES = SAN FRANCISCO = ST. LOUIS 
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Average Prices of Used Cars Sold at Auction 


7 
5 
1 


"67 "56 ='S7 "S7 °68 
Dee. Jan, 


"36 
Nov. 


(Compiled by Automotive News from Auction Reports.) 


"67 "57 =°SS 


Aug. 


i 
Feb. 


"67 =°68 
March 


"5s? °S8 
Apr. 


58 "67 °S8 


June 


"57 °58 
duly 





"57 


"58 "Si 58 


Prices of 57s added and '49s dropped in November, 1956, Prices of 58s added and '50s dropped in December, 1957. 


Prices marked with an asterisk 


indicate a unit equipped with an 
automatic transmission or over- 
drive, and (ps) indicates power 
steering. 


Central States Auto Auction. Sale every 


* * 


MASON CITY, IA. 


Wednesday. Prices are for sale of Oct. 22. 


Market excellent. 


ears consigned. 


BUICK — ‘57 RM Riviera 4-dr., 


$1,795° 
(ps); Special Riviera 4-dr., $1,845°, 
. 


$1, 650°. 
"56 RM 4-dr., $1,380° (ps). 
"55 Special 4-dr., $900; 2-dr., $810*. 
"54 Special 4-dr., $555 


"53 Super 4-dr., 


$380° (ps); Special 4- 
dr., $310°; 2-dr., $300°. 

‘58 (62) sedan de Ville, $,- 
180° (ps). 


"ST (62) sedan de Ville, $3,320° (ps). 
"66 (62) sedan de Ville, $2,430* (ps). 


"55 (62) sedan de Ville, $1,690* 
"53 


"ST Bel Air (8) 





(ps), 

$1,520° (ps). 

(62) coupe de Ville, $750° (ps). 
— ‘S58 Impala (8) Hardtop, 

$2,425° (ps); Biscayne (8) 4-dr., $1,- 


875°, $1,835°. 
Hardtop 4-dr., $1,775°; 


Two-ten (8) station wagon, $1,790*, 
$1,590°; 4-dr., $1,550°, $1,495°, $1,300; 


ALABAMA 





JOHNSON AUTO 
AUCTIONS 

















CONNECTICUT 





NEW ENGLAND'S OLDEST 


AND BEST 


Dealers Auto Exchange in our [2th year 


of continuous operation. 


Warehouse Point, Conn. 








FLORIDA 


DAYTONA BEACH — Florida Auto 


Auction. City Ai 
AM. 


Lt 
te 


rt. Tues., 11 


Dealer Dealers only. 





U C A D, the Dealers’ Directory 
Leading Auto Auctions. 





Sold 86 percent of 337 





Figures alongside bars represent dollars. 


Two-ten (6) 4-dr., $1,200, $1,165. $905; ranch wagon (8), $800; Custom 
’56 Bel Air (8) Hardtop, $1,240*; Two- (8) 4-dr., $785; 2-dr., > 
ten (8) station wagon, $1,200; Two- ’54 Custom (8) 4-dr., $675°, $575*; 
ten (6) 4-dr., $1,175*, $990; Two-ten country sedan (8), $685*. 
(8) 4-dr., $1,000, $955, $845. DSON—’56 Hornet (8) Hardtop, $1,075*. 
"55 Bel Air (8) Hardtop, $850° (ps); LINCOLN "87 Premiere 2dr. Sa. 720° 
Two-ten (6) 2-dr., $815, $740; Bel Air (ps). : 
(6) 4-dr. $990, $765°; Two-ten (8) | wERCURY—’58 Montclair Hardtop 4-dr., 
4-dr., $780. $2,660* (ps). 
CHRYSLER—’58 Saratoga Hardtop, $2,475* *57 Montclair 4-dr., $1,790*; Hardtop 2- 
(ps). dr., $1,750*. 


DeSOTO—'57 Firesweep Hardtop, $2,020* 
(ps); 4-dr., $1,520°. 
"56 Fireflite Hardtop, $1,400° (ps). 
"52 Firedome 2-dr., $200. 
DODGE—’'57 Royal (8) Lancer, $1,640*, 
$1,550° (ps). 
"56 Coronet (8) 2-dr., $980°*. 
*55 Coronet (6) 4-dr., $660°. 
’54 Royal (8) 4-dr., $500°*. 


"56 Montclair 4-dr., $1,150*. 
’53 Montclair 4-dr., $365. 

"52 Custom 2-dr., $310, $300°. 
OLDSMOBILE—'56 (98) Holiday 4-dr., $1,- 
510° (ps); (88) conv., $1,270° (ps). 

"55 (88) 4-dr., $770°. 

"54 (98) 4-dr., $885° (ps); (88) Super 
2-dr., $795°; (88) Holiday, $755°. 

"53 (88) Super 4-dr., $535° 


"52 Coronet (6) 2-dr.. $335°, $205°. PACKARD—'55 Custom (8) Constellation, 
FORD — ‘58 Thunderbird, $3,600° (ps); $910° (ps). 
Fairlane (8) 500 Victoria 2-dr., $2,065* | PLYMOUTH—'57 Savoy (8) suburban. $1,- 
(ps). 290, $1,110; Plaza (8) 4-dr., $1,085, 
'ST Fairlane (8) 500 Victoria 2-dr., $1,- $1,025. 
490° (ps), $1,335°, $1,225°; country "56 Belvedere (8) conv., $1,175*; Hard- 
sedan (8), $1,650°, $1,645°, $1,550; top, $985°. 


Custom (8) 300 4-dr., $1,360*, $1,215. 

’56 Country sedan (8), $1,320°, §1,275° 
(ps), $1,240 (ps), $1,235; Fairlane (8) 
Victoria, $1,210°; 4dr., $1,165* $1,- 
125° (ps); Country sedan (6), $1,060; 
Custom (8) 2-dr.. $910, 7820. 

‘55 Fairlane (8) Victoria 2-dr., $1,000*; 
4-dr., $880*, $605°; country sedan (8), 


"55 Belvedere (6) suburban, $925; Savoy 
(6) suburban, $705; Plaza (6) 2-dr., 
. 


'S4 Plaza suburban, $395*; Savoy 4-dr., 
$350. 
PONTIAC—'57 Star Chief Catalina, $1,- 


720°; Chieftain 4-dr., $1,555°. 
"56 Chieftain 4-dr., $1,130; Star Chief 





MICHIGAN 








GRAND RAPIDS AUCTIONS, INC. 
On M2i—One Half ae west of Grandville, 


EVERY TUESDAY—CHECKS INSURED 
At 11:30 A.M, Sharp—Dealers Only 
Auctioneer: Col. W. E. "Bill" Nagy 
"Michigan's Best" 
Phone: ARdmore 64720 





SALE EVERY FRIDAY 


CARS AT 12:30 P.M. 
TRUCKS, NOV. 14th, 11 A.M. 


DYER ; 














Checks and Titles Guaranteed 


Il years—same location—Rte. 30, 
2 miles west of Rte. 4! 


UNion 5-2361 Chicago line: REgent 1-6181 | 


ST. LOUIS AUTO 
AUCTION BARN, INC. 
3807 Easton Ave. 

| St. Louis, Mo. 
| Phone Franklin 1-3845 


SALES EACH TUESDAY 
AND FRIDAY 


We Issve Our Checks and Insure Titles 
Owned and Operated by 
BILL McCRACKEN and 


ROY McMANAMA 
We Will Buy Your Used Cars 





MICHIGAN 


APTCO 
AUTO AUCTION 


DETROIT'S 
Oldest, Largest and Very Best 


Wednesday at Noon 


19241 Dix—Toledo Highway—Route 25 
Just 2 mile from Detroit City Limits 


MELVINDALE, MICHIGAN 


INSURED CHECKS and TITLES 
PHONE: DUnkirk 3-0150 





NEW JERSEY 


CROSSROADS OF THE EAST 


N-A-D-E 


Flint Auto Auction, Inc. 
FLINT, MICHIGAN 
Exclusively for Dealers 


© “DUAL RING" 2 lines running simultane- 
ously. 


® Conveniently located in the heart of the 
automobile world. 


Ten acres of completely fenced parking 
area, 


Always a fine selection of sharp cars. 
Friendly relations prevail at all times. 
Congenial auctioneers. 

Fair management. 


MICHIGAN'S FINEST SALE 
12:30 SALE EVERY WEDNESDAY 12:30 


M. D. McCollum, Vice-President and M r 
3711 Western Road Phone CEdar 


WEDNESDAY, 11 A.M. 


NATIONAL AUTO 
DEALERS EXCHANGE 


For Fast, Accurate Directions to 


Look in LUCAD. 











(Copyright, 1958, by Automotive News) 





Catalina, $1,450° (ps). 


’55 Chieftain 4-dr., $905* (ps). 

'54 Chieftain Deluxe (8) 4-dr., $625. 

"563 Chieftain Deluxe (8) 4-dr., $400°; 
conv,, $410°*. 

RAMBLER—’57 Cross Country (8), $1,- 
545°. 


"55 Cross Country (6), $1,060*. 
"53 (6) Hardtop, $510*. 
STUDEBAKER—'58 Scotsman 
wagon, $1,350. 


(6) station 


"55 Commander (8) 2-dr., $575*. 
MISCELLANEOUS—'56 International %- 
ton pickup, $850 (ps); Willys Jeep 
dispatcher, $625. 
‘53 Willys Jeep wagon, $700. 


DAYTONA BEACH, FLA. 


Florida Auto Auction. Sale every Tues- 
day. Prices are for sale of Oct. 28. 

Consignment of cars was off a little 
today. As we had new dealers from sev- 
eral sections of the state and Georgia here 
for the first time, we had no trouble 
getting all the good cars sold. 


BUICK—'56 Century Riviera 2-dr., $1,335*° 
(ps); conv., $1,160° (ps); Super 2-dr., 
$1,300° (ps). 

"55 Special 2-dr., $870* (ps) 

CADILLAC—'56 (62) coupe de Ville, $2,- 
425° (ps). 

"54 (62) sedan de Ville, $1,360° (ps). 
j "53 (62) conv., $615° (ps). 
| "S21 (62) conv., $425° (ps), $315° (ps). 


NEW YORK 





| Thruway Auto Auction, Inc. 


| Route 188 Buffalo, New York 
EVERY TUESDAY 
Insured Checks — Insured Titles 


Fast, Accurate Market Reports 
| Phone: HOboart 4700 Al Clements, Owner 
Flying Dealers — Land at Buffalo Air-Park, 
5 miles south of Buffalo Municipal Airport. 
Herd surface runway - Unicom Radio. Auction 
is only five minutes away. Call us, we'll 
| pick you up. 











NEW YORK CITY'S 


Shyline Aulo Auctions. 


EXCLUSIVELY FOR AUTO DEALERS 
You are 100% safe because all titles 
and checks are insured. 


EVERY TUESDAY 12:30 P. M. 
GREENPOINT AVE. & PROVOST ST. 
BROOKLYN 22, N. Y. 

Tel. EVergreen 3-4800 


Auctioneers—David B. Spielman 
John W. Becker 


NEW YORK STATE'S OLDEST 
NATIONALLY KNOWN 


TIM ANSPACH 


Dealer Auto Auction 
Albany 5, N. Y. 


Ev Monday — I! O'Clock 
80 car sale average 


All Titles and Checks Guaranteed 


LAFAYETTE—Syracuse Auto Auction, 
Center of Empire State. Check and 
Title Protection. (Wed.). 


NORTH CAROLINA 





Leading U. $. Auto Auctions, Dealers | RALEIGH — Mann's Auto Auction 


Sale, Rt. 5. Ph. 3-1564, Titles. & 
checks guaranteed. Mon. 10 A. M. 








CHEVROLET—’58 Impala (8) 2-dr., $1,. 
815. 
’57 Bel Air (8) 4-dr., 2 at $1,675* (ps), 
$1,525° (ps). 
"56 Bel Air (6) conv., $1,365*; 4-dr., 
$1,000*; Bel Air (8) Hardtop, $1,160*: 
Nomad, $1,320*; Two-ten (6) coupe, 


$1,250*; Two-ten (8) 2-dr., $920; One. 
fifty (6) Handyman, $975. 

"55 Bel Air (8) Hardtop 2-dr., 
Two-ten (8) 4-dr., $700. 

’54 Bel Air (8) 2-dr., $650°. 

’53 Bel Air (6) 4-dr., $470*° (ps), $450. 

*52 Deluxe 2-dr., $210*. 

’51 Deluxe 4-dr., $210*. 


3760; 


CHRYSLER — '56 Windsor 2-dr., $1,300* 
(ps), $1,225°*. 
’55 Windsor 4-dr., $980°*. 
*54 NY 4-dr., $640* (ps). 
CONTINENTAL—'58 conv., $4,000* (ps); 
Mark VIII 2-dr., $4,000° (ps). 


DeSOTO—’57 Firedome 4-dr., $1,600* 
DODGE—’55 Royal (8) Sierra, $850* 
’54 Royal (8) 4-dr., $450, $365°*. 
FORD—’58 Fairlane (8) 500 4-dr., $2,200* 

(ps); country sedan (8), $2,010* (ps), 


(ps). 


‘57 Fairlane (8) 500 Skyliner, $1,920* 
(ps); Victoria 2-dr., $1,500* (ps); 2- 
dr., $1,335; Fairlane (8) Victoria 2-dr., 
$1,135*; Custom (6) 300 2-dr., $1,100, 

*56 Fairlane (8) club sedan, $1,175*; 
conv., $1,130*; 4-dr., $900, $870* 

"55 Custom (8) ranch wagon, $1,000*, 
$800; 4-dr., $605; Fairlane (8) 4-dr., 
$910* (ps). 

54 Crest (8) Victoria 2-dr., $860*; Cus. 


tom (8) 2-dr., $350. 


'53 Custom (6) 4-dr., $350. 


LINCOLN — ‘57 Capri Hardtop, $2,535* 
(ps). 
MERCURY—’57 Turnpike Cruiser 4-dr., 
$1,925* (ps). 
'56 Custom station wagon, $925*; 4-dr., 
$820°. 


"54 Monterey 4-dr., $280°. 
"52 Custom 4-dr., $110. 
NASH—’'55 Ambassador (8) 2-dr., $1,000*. 


OLDSMOBILE—’57 (88) Super 2-dr., §2,- 
000° (ps); (88) 4-dr., $1,719° (ps). 
"56 (88) Holiday 2-dr., $1,315° (ps); 


4-dr., $1,300° (ps). 
"55 (98) Star Fire, $1,275° (ps). 
"653 (88) 2-dr., $250°. 
PACKARD—'55 Clipper 4-dr., $570°*. 
PLYMOUTH — ‘55 Belvedere (8) 4-dr., 
$645; Plaza (6) station vagon, $560*; 
2-dr., $455. 

PONTIAC—’'57 Chieftain 2-dr., 
"56 Star Chief 4-dr., $1,000° 
lina 4-dr., $1,075° (ps). 
RAMBLER—’'5S Rebel (8) 2-dr., 
"56 Custom (6) 4-dr., $1,260°*. 

"55 Super (6) 2-dr.. $600. 
MISCELLANEOUS—'57 Ford pickup, $985. 
"53 Ford pickup, $350. 


CHICAGO 


Arena Auto Auction. Sale every Tuesday. 
Prices are for sale of Oct. 28. Terrific 
sale. Percentage excellent. Prices good all 
day. Sold 431 cars from 561 vonsignments. 

(Continued on Page 40, Col. 3) 


$1,.540° 
ps); Cata- 


$1,500. 





OHIO 





MONTPELIER AUTO AUCTION CO. 
MONTPELIER, OHIO 
Sele Every Monday, 12:30 P.M. 
“WE NEVER miss” 


Your Good Will—Our Most Valuable Asset 
On U. S. Route 20A Phone 5-9535 





PENNSYLVANIA 





MANHEIM 
AUTO AUCTION, INC. 
Manheim, Penn. 
On Route No, 72 
5 miles South of Pennsylvania Turnpike 
Sale Every Friday—i0:00 A.M. 


%& Dual Lane Selling 
%& Auction Checks 
%& Titles Guaranteed 


Issued 


Patronize the 


NATION'S LARGEST AUCTION 
Phone Manheim MOhawk 5240! 








WASHINGTON 





SOUTH SEATTLE AUTO AUCTION 


10644 E. Marginal Way Seattle 88, Wash. 
Phone PArkway 5-6490 


SALE EVERY WED. 11 A.M. 
“WE HAVE BUYERS!" 


“Take Home a Guaranteed Auction Check” 
Bill Johnsen Bob McConkey 


Crossroads 


+ «+ where they meet . . . buyers 


new and used car 
dealers. They meet at the dealer auc- 
tions of the nation . . . and on the 
pages of Automotive News. 


and sellers... 


You will reach both groups through 
an ad in Automotive News. 

























ARE GU GETTING READY 
a 
FOR WINTER TOO? 


Last winter’s unprecedented demand for BLUE CORAL inspired 
this ad. May we suggest that you lay in a good supply of BLUE 
CORAL now for the winter months ahead? By doing so now 

you will be assured of a busy, successful service department. 
Now is the ideal time to remind your customers of BLUE 
CORAL’S incomparable all weather protection for fine car fin- 
ishes. Tell them of BLUE CORAL’S overwhelming acceptance by 
the world’s leading manufacturers of fine cars. . . . With just one 
BLUE CORAL TREATMENT they will agree that BLUE CORAL is the 
peer of all paint preservatives! Your customers will show their appre- 


om 
ciation by making many return visits to your service department! 4B fj , i fj 


Now is the time to look ahead, to plan ahead! The creators of 
BLUE CORAL are ready to deliver your WINTER SUPPLY of 
BLUE CORAL..... NOW! 








’ © H.D.T. COMPANY FACTORS, INC. 


H. D. T. COMPANY FACTORS, INC. . Creators of the Blue Coral Treatment . WHITE PLAINS, NEW YORK 
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, 


MOS] $2,385* (ps); 


JODERN 
Ville, $2,100* 
$1,980° 


(ps), $1 
(ps). 


sedan de 
(ps); conv., 


Ville, $1,810* (ps). 
Ville, $1,490° 
$1,295* (ps 


coupe de 
"54 (62) coupe de 
(60) Special 4-dr., 
CHEVROLET 
$2,300° (ps); Hardtop 4-dr., $2 
| (ps); 4-dr., $2,005° (ps); 2-dr., 
800°: Impala (8) Hardtop, 
(ps); 2-dr., $2,135°; conv. 
Biscayne (8) 4-dr., $1,855°, $1 
Biscayne (6) 2-dr., $1,840*°, $1, 
$1,735. 
‘ST Bel Air (8) Hardtop 4-dr., $1 
(ps), $1,720°; Hardtop 2-dr., $1, 
$1,450*, $1,400°; conv., $1,625°*, 





(62) coupe de Ville, $2,- | 
400° (ps), $2,310* (ps), $2,265° (ps); | 


,995* 


"55 (60) Special 4-dr., $2,055* (ps); (62) | 


(ps); 
). 


58 Bel Air (8) sport coupe, 


,115* 
$1,- 


$2,300° | 
$2,125* ; 


755; 


805*, | 


730° 
570° 


$1,- 


600°; 4-dr., $1,615*; Bel Air (6) 4-dr., 


Used-Car Auction Prices 


(Continued from Page 38) 





BUICK—’58 Super Riviera 4-dr., $2,605* | CHRYSLER—’57 NY conv., £2,000* (ps). | 
| | Lj (ps); Special Riviera 2-dr., §$2,365*. | °'56 NY 4-dr., $1,155* (ps), $1,150* (ps). 
o ’57 RM Riviera 2-dr., $2,040* (ps); Rivi- | DeSOTO—’'58 Firesweep Sportsman, $1,- 
era 4-dr., $1,930*° (ps); Super Riviera 995° (ps). 
4-dr., $1,920* (ps); Special Riviera 2- ’57 Firesweep Sportsman, $1,995* (ps), 
/ dr., $1,810*, $1,750*, $1,625° (ps); | $1,875* (ps), $1,790* (ps); 4-dr., $1,- 
Riviera 4-dr., @2,705*; 2-dr., $1,400*; | 335*; Firedome Sportsman, $1,600*. 
Century Riviera 2-dr., $1,770*. ‘56 Firedome Sportsman, $1,200* (ps). 
"56 Special Riviera 2-dr., $1,535* (ps); | 55 Firedome Sportsman, $930* (ps). 
conv., $1,470*; RM conv., $1,425* (ps); | DODGE—’57 Sierra (8), $1,750*; Coronet 
Super Riviera 4-dr., $1,320* (ps); 4- (8) Hardtop, $1,630*; 4-dr., $1,590*; 
i dr., $1,300*; Century Riviera 4-dr., Custom (8) Lancer 4-dr., $1,475". 
$1,250°, $1,230° (ps). 56 Coronet (6) 2-dr., $815. 
'55 Special Riviera 4-dr., $1,075*; Cen- | 55 Royal (8) Lancer, $1,020*. 
_ ~ ——_— tury Riviera 2-dr., $1,950*; Super 4-| EDSEL—’58 Ranger (8) ‘iardtop 4-dr., 
N e AS] Pa ¢ % dr., $995*: Riviera 2-dr., $990°. $1,935* (ps); Hardtop 2-dr., $1,870*, 
" i ~ ‘54 Century Riviera 2-dr., $835*; Super $1,680. 
4-dr., $650*° (ps). | FORD—’58 Thunderbird, $3,750* (ps), $3,- 
"53 Super Riviera 2-dr.. $500*° (ps). 450° (ps), $3,415* (ps), $3,400* (ps); 
~ CADILLAC—’58 (62) sedan de Ville, $4,-| country sedan (8), $2,155*; Fairlane 
. 160° (ps); coupe de Ville, $4,150° (ps). | (8) 500 Victoria 2-dr., $2,010* (ps). 
‘ "57 (62) sedan dg Ville, $3,325° (ps),| °57 Thunderbird, $2,560* (ps), $2,230*, 
ei, ay VE - as $3,305* (ps), §3,160* (ps), $3,140*| $1,930* (ps); country squire (8), $1,- 
™ (ps), $2,840° (ps) 900* (ps); country sedan (8), $1,750* 
"56 Eldorado conv., $2,450* ‘ps); Seville, | (ps), $1,715*, $1,680*, $1,650* (ps); 


Fairlane (8) 500 Victoria 4-dr., $1,- 
705* (ps), $1,375*; Victoria 2-dr., $1,- 


620* (ps), $1,550°; Skyliner, $1,685* 
(ps); conv., $1,530°*; ranch wagon (6), 
$1,300; Custom (8) 300 4-dr., $1,260°; 
j Custom (8) 2-dr.. $1,255*, $1,200°*. 
56 Thunderbird, $2,100* (ps); country| 
| squire (8), $1,290* (ps); Fairlane (8) 
Victoria 4-dr., $1,265* (ps), $1,100°; 
Victoria 2-dr., $1,150*, $1,145° (ps); 
conv., $1,125* (ps); 4-dr., $1,070° 
(ps), $1,020*; country sedan (8), $1,- 
130*: Custom (8) Victoria, $1,075*. 
'55 Country sedan (8), $960°; Fairlane 
(8) 2-dr., $940°: 4-dr., $765. 
’54 Custom (6) 2-dr., $610; 4-dr., $600 
LINCOLN — ‘57 Premiere 4-dr., $2,625* 
(ps); Hardtop 2-dr., $2,610° (ps), $2,- 
| 575° (ps). 
‘56 Premiere Hardtop, $1,100° (ps) 


$1,675°; Hardtop 4-dr., $1,610°, $1.-| +55 Capri Hardtop, $1,100*, 31,000* (ps). 
TENNESS 505°; Two-ten (8) Hardtop, $1,575. | me RC UR Y—'57 Communter, $1,830*; 
Saab iso: $1,530° (ps); One-fifty (6) 2-dr., $1,-' Montclair Hardtop 2-dr., $1,770* (ps), 
295°, $1,255, $1,100. $1,725 (ps); 4-dr., $1,700* (ps); 2- 
‘56 Bel Air (8) conv., $1,265*; Hardtop, | dr., $1,685° 
$1,210°; 4-dr., $1,085°; Bel Air (6)/ +56 Montclair Hardtop 4-dr., $1,295*, $1,- 
Hardtop, $1,140°; Two-ten (8) Delray, 280° (ps), $1,205* (ps), $1,300°, $1,- 
$1,255°; Hardtop, $1,185*; 2-dr., $1,- 150° (ps): Monterey Hardtop 2-dr., 
130°. $1,090*, $1,080*; Custom 2-dr., $1,- 
'S5 Bel Air (8) Hardtop, $1,055*, $1,- 930. " 
015°; conv., $1,050°; 4-dr.. $975°; ‘55 Monterey Hardtop 2-dr., $905*; Mont- 
Nomad, $1,005*; Two-ten (6) 4-dr., clair conv., $900* (ps). 
$960; 2-dr., $910° ‘54 Monterey station wagon, $660°; 4- 
"54 Bel Air 4-dr., $665; Two-ten 4-dr., dr., $610° (ps). 
$640° NASH—’57 Custom (8) country club, $1,- 





AL DEMENT CHEVROLET 
Birmingham, Alabama 


co. 





GET READY FOR WINTER NOW 


Why let snow, slush, and rain stop your car sales? 
Kar-Show provides a low-cost means of over-head 
protection that permits selling to continue un- 
abated. 


Ed Mollinson, vice-president of Al Dement 
Chevrolet Company says: “It doesn’t snow often 
in Birmingham, but we had 6 inches in February, 
1958—and in spite of it, we were able to display 
cars under our Kar-Show in good condition, clean, 
and ready to go.” 


Based on savings on maintenance costs alone, 
Kar-Show is self-liquidating in just two years! 
Costs on the average less than $250 per car 
installed. 


Get fully illustrated brochure from any dis- 
tributor listed below, or write direct to us. No 
obligation, of course. 


Steel Builders, Inc. Box 5157, Columbus, Ga.—FA -4-2452 


ATLANTIC STEEL CO. 
P. O. Box 1714 
Atlanta 1, Ga. TR 5-3441 


or any of these distributors 


FABRICATED METAL PRODUCTS CO. 
104 Bauer Ave. 
Louisville, Ky. TW 6-1840 


P. O. Box 268 
Sioux Falls, S. D. 8-2331 


NORTH CENTRAL STEEL BUILDERS 


cen cama STEEL PRODUCTS CO.STEEL BUILDERS SOUTHWEST DIV. WEST COAST STEEL BUILDERS 


Ave. 
Netcong, N. J. NE 2-2333 


34152 Milton 
Dallas 5, Texas EM 8-1831 


2456 Van Ness Ave. 


San Francisco, Cal. OR 3-1517 





780°. 
*56 Custom (8) country club, $1,245°. 


OLDSMOBILE—’5S (88) Super Holiday 4- 
dr. $2,650° (ps); conv., $2,495; (88) 
Holiday 4-dr., $2,600° (ps). 


*S7 (88) Super Fiesta, $2,360° (ps); Holli- 


day 4-dr., $2,025° (ps); (98) Holiday 
4-dr.. $2,030° (ps), $1,950° (ps); 2- 
dr. Holiday, $1,810° (ps). 

'56 (98) Holiday, $1,510° (ps); (88) 
Super 4-dr., $1,430° (ps), $1,365° (ps), 
$1,.360° (ps); (88) 4-dr., $1,175° (ps). 

"55 (98) conv., $1,150° (ps); Holiday, 
$1,085* (ps); 4-dr., $1,020°; (88) Holl- 
day, $1,140° (ps). 

54 (98) Holiday, $1,100° (ps); 4-dr., 
$900° (ps), $890°; (S88) 4-dr.. $875°. 

PLYMOUTH—'5S8 Belvedere (8) Hardtop 4- 
dr., $2,145°*, $2.050° (ps); Hardtop 2- 
dr $2,110° (ps); Savoy (8) 4-dr., 
$1,550. 

"ST Belvedere (8 )Hardtop 4-dr., $1,545° 
(ps); 4-dr., $1,480°, $1,435° (ps), $1.-/ 
420°: Savoy (8) Hardtop 4-dr., $1,- 
325°. 

"56 Belvedere (8) Hardtop 4-dr., $1,010°*, 
$1,000° (ps); suburban (8), $895 

"5S Plaza (6) station wagon, $820; Bel- 
vedere (8) Hardtop, $730*. | 

PONTIAC—’57 Star Chief 4-dr., $1,715*; 
Catalina 4-dr., $1,555°; Chieftain Cata- 
lina 2-dr., $1,590° (ps) 

"56 Star Chief Catalina 2-dr., $1,290°. 

'55 Chieftain Catalina 2-dr., $825°; Star 
Chief 4-dr., $800° (ps). 

"54 Star Chief 4-dr., $540°. 

'53 Chieftain (8) 4-dr., $505°. 

RAMBLER—’'58 Cross country (8), $2,100°. 

‘S57 Cross country (8), $1,700°, $1,600°. 

"56 Cross country (6), $1,245*. 

"55 Cross country (6), $1,060*° 


| STUDEBAKER—'5S Silver Hawk (8) 2-dr., 
$1,900°. 


PORTLAND, ORE. 


Portiand Auto Auction, Inc. Sale every 
Tuesday. Prices are for sale of Oct. 28. 
BUICK—’57 Special Hardtop 2-dr., $1,650*. 

56 Special Hardtop 2-dr., $1,210°*. 

’55 Century Hardtop 4-dr., $1,250°, $1,- 

095° (ps); Hardtop 2-dr., $1,090°; Spe- 





cial Hardtop 2-dr., $1,075*; 4-dr., $1,- 
065*, $975*, $940°. 

"54 Special Hardtop 2-dr., $905*; 2-dr., 
$750*; Super Hardtop 2-dr.. $835° 


(ps); 4-dr., $725° (ps). 
*52 Super 4-dr., $190°*. 
’51 RM Riviera 2-dr., $320*; Super Hard- 


top 2-drr.. $220*. 
OCADILLAC—’ 57 (62) coupe de Ville, $3,- 
715° (ps). 


’49 4-dr., $270°. 
CHEVROLET—'58 Biscayne (8) 4-dr., $1,- 
825*; Delray (6) 2-dr., $1,675. 
'S7 Bel Air (8) Hardtop 2-dr., $1,930*, 
(ps), $1,655*; Two-ten (8) 2- 
dr., $1,385. 
*56..Two-ten (8) 4-dr., $1,050°. 
‘55 Two-ten (6) station wagon, $1,180. 
’54 Two-ten Delray, $735°. 
53 Bel Air Hardtop 2-dr., $635*; conv., 
$560°; 4-dr., $525*, $460°, $430°* (ps). 
"51 2-dr., $200*. 
DeSOTO—’52 Firedome 4-dr., $310*. 
DODGE—'57 Coronet (8) Hardtop 2-dr., 
$1,685°*. 
‘55 Royal (8) Lancer Hardtop 2-dr., $1,- 
080* (ps). 
*53 Coronet (8) Hardtop 2-dr., $385*. 
FORD—’57 Country squire (8), $1,920*, 
$1,905* (ps), $1,850* (ps), 2 at $1,- 
800*; Fairlane (8) 500 Victoria 2-dr., 
$1,820* (ps), $1,800*; Custom (8) 4- 
dr., $1,270; Custom (6) 4-dr., $1,000. 
’56 Park Lane (8), $1,375; Custom (8) 
ranch wagon, $1,345*; Fairlane (8) 4- 
dr., $1,215*; 2-dr., $1,100*. 
’55 Country squire (8), $1,140; Fair- 
lane (8) Victoria 2-dr., $1,075*; 2-dr., 
= 4-dr., $795*; Main (8) 4-dr., 


$700. 
*54 Custom (8) ranch wagon $795*. 
°53 Main (6) ranch wagon, $650*; Cus- 
tom (8) 2-dr., $530* (ps). 
$340°*. 


*52 Custom (8) 2-dr., $370*, 
*49 Custom (8) 2-dr., $170. 
(Continued on Page 42, Col. 2) 


















The Dynamic 
Inexpensive 
Way to 


FREE 
SAMPLES 


"Billboard" 
Your business 
Your letterhead re. 
quest will bring 
Products samples of our 
Today! revolutionary 


FLAT SURFACE 
Stag Slen, the 
newer, better ball. 
point pen PLUS »¢ 
sample of the Sien-. 
ell, our FLAT SUR- 
FACE mechanical 
pencil! Each features 
the same extra-large 
FLAT SURFACE area 
where your sales mes- 
sage can really be read! 
Your choice of colors, 
pocket or pad clips, and 
your advertising message 
is printed In 1 or 2 colors 
—or embossed in 25K Gold 
or Stiver! 


Rush Your Letter For Sam- 
ples Teday! (no jobbers, 
please). 


Slencil 


1000 Reed St. © Orange, Mass. 








| BLITZ 


BATTERY CHARGERS 
Are Money Makers For Any Shop 
because they are 

right and 


i 


| 





| 
| 


| 





BLITZ ELECTRIC CO., Inc. 


S718 Wentworth Ave., Chicege 21, Ii. 








How Much Should 
| A Dealer Spend 


ee 
| For Advertising ? 
: The answer to 
this and count- 
less other ques- 
tions is in “The 
Automobile 
Dealer” by 
Martin H. Bury. 
This valuable 
book, now in its 
second printing, 
has been ac- 
claimed the 
“bible” of its field. Order now with 
coupon. If, after 10 days, you are 
not convinced that this book merits 
being a worthwhile, permanent ref- 
erence, return it and your money 
will be refunded. Send for your 
copy now before it slips your mind. 

| PHILPENN PUBLISHING COMPANY 

| 1750 N. Broad St., Philadelphia 21, Pa. | 


| Send copy (copies) of the new book, | 
| “The Automobile Dealer" 


AUTOMOBILE 














| C 1 enclose check covering books at 
$5.20 each 

| 0) Send books C.O.D., plus postage 

| 

| Name 

1 

| Street. 

I 


L Ee 

















| 
| 
| 
| 
| 
| 
| 
| 
¥a 





Poi 
sig: 





To GM Dealers... 


Now’s the time to 


TALK ABOUT GLASS! 


eee Se There’s so much more of it in ’59 models that it’s a bigger-than- 
sass ever sales feature. ‘The sweeping, sculptured curves of Safety 
PLATE Glass add immeasurably to the car’s beauty. ..add 
Point out this etch . . . Safety P-L-A-T-E . . . the greatly to visibility. 

sign of quality on every window of every GM car. What an opportunity to talk about — and sell — E-Z-EvE 
as a profitable option. This glass is scientifically tinted to reduce 
glare, so fatiguing to eyes...to filter out hot sun rays for 

cooler summer driving. And zé/’s PLATE glass, too! 

Talk Safety P-L-A-T-E to every prospect. It’s the five-letter . 
word that football fans hear Saturday afternoons on televi- 
sion...the word Perry Mason fans heard for a year. ..the word 

SS tens of millions of people associate with quality. 
~ set Bad pe seme he 7 eons pha lana Tune in College Football, Saturdays, NBC-TV, 175 stations. 


Now offered with a shaded band to reject sun rays. 


ee 


acres 





Next best thing to avr conditioning... 


I=-Z-EYIE SAFETY | °°: GIASS 


LIBBEY*> OWENS-+-FORD GLASS COMPANY TOLEDO 3, OHIO 


Manimi a, . 











A Tool for Opening Cars— 


According to Lenko, Inc., Minneapolis, 
its car-opening tool is designed to open 
locked cars in 30 seconds. Made of cad- 
mivm-plated spring steel, the device is in 
the form of two strips joined at one end 
by a rivet. At the working end of the 
botiom strip, an extra piece is riveted 
beck from the end. The tips of the bottom 
strip and spring piece are in the form 
of a “U" for engaging the car lock 
button. The device can be used on all 
General Motors cars and many models of 
Ford Motor Co., Chrysler Corp., Stude- 
boker-Packord and American Motors cars, 
according to Lenko. 
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Used-Car Auction Prices 





(Continued from Page 40) 


HUDSON—'55 Hornet (6) 4-dr., $745°*. 
MERCURY—’57 Monterey Hardtop 2-dr., 
$1,730*. 
'56 Monterey Hardtop 4-dr., $1,515* (ps). 
’55 Montclair Hardtop 2-dr., $1,205*, 


$1,100*; Monterey Hardtop 2-dr., $1,- 
155°. 

‘54 Monterey Hardtop 2-dr., $785*. 

’53 Monterey 4-dr., $450*. 

OLDSMOBILE—'58 (98) Holiday 4-dr., $2,- 
715* (ps). 

’S7 (88) Super Holiday 4-dr., $2,050° 
(ps). 

"56 (88) Super Holiday 4-dr., $1,595° 
(ps). 

5S (88) Super Holiday 4-dr., $1,295* 
(ps); 4-dr., $1,130° (ps). 

"54 (88) Super 4-dr., $955; (88) 4-dr., 
$715*. 

’52 (88) 4-dr., $350°. 

PACKARD—’53 Cavalier (8) 4-dr., $340*. 
PLYMOUTH—’'56 Belvedere (8) 4-dr., $1,- 
230°. 

'55 Belvedere (6) station wagon, $1,230*; 
Belvedere (8) Hardtop 2-dr., $1,160*; 
Savoy (8) 4-dr., $805*. 

"53 Cranbrook 2-dr., $355, $275*. 

*50 station wagon, $130. 

PONTIAC—’57 Chieftain 2-dr., $1,310*. 

’56 Chieftain Safari, $1,485*; Star Chief 
Catalina 2-dr., $1,390° (ps), $1,265° 
(ps). 

'53 Chieftain Deluxe (8) 4-dr., $330*. 

"51 Chieftain (8) 2-dr., $100. 


Coming—December 1 


Order Your Extra Copies Today 
Automotive News 
AUTO SHOW ISSUE 


FOR 1959 


@ Photographs Of All 1959 Automobiles 
@ Specifications On All U. S. Cars 
@ Complete Truck Section 


@ Comparative 


Price Chart 


@ Latest Engineering Developments 
@ Market Trends 


EXTRA COPIES AVAILABLE ON 
ADVANCE ORDER ONLY.................. 


ALL IN FULL COLOR 


TS ‘ace 


Please Send Check With Your Order 


Automotive News 


DEPT. A 965 EAST JEFFERSON 
DETROIT 7, MICH. 





What Do Customers Say to 
“Outsiders” About You? 





fi 
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RAMBLER—’55 Cross Country (6) 
54 Custom (6) Hardtop, $706 
"61 Custom (6) Hardtop, $220°. 

WILLYS—’52 station wagon, $345. 
'51 station wagon, $370*. 

MISCELLANEOUS—’55 Chevrolet (8) de- 

livery sedan, $675; Ford (8) courier, 


$1,050. 
a’ 


$580. 
54 Chevrolet %-ton pickup, $600. 
"53 Chevrolet %-ton pickup, $590. 
BUFFALO 


Thruway Auto Auction, Inc. Sale every 
Tuesday. Prices are for sale of Oct. 28. 
Consignment still up on cars even though 
there seems to be a shortage on most 
new-car dealers’ lots in this area. Consign- 
ment seems to be coming from outside 
our general area. Sold 76 cars from 106 


consignments. 
BUICK—’56 Century Hardtop 2-dr., $1,- 
330° (ps); Special 4-dr., $1,205°*. 
‘55 Special Hardtop 2-dr., $940*. 
"4 = ak conv., a } Special 2-dr., 
$380°*; Hardtop 2 -dr., $435°. 
"53 ates 4- dr., $330°, $325°. 
CHEVROLET—'Sé Bel Air (8) 4-dr., $2,- 
025° (ps 
"57 Bel v4 (8) 4-dr., $1,550*; Two-ten 
(8) 4-dr., $1,105. 
56 Bel Air’ (6) conv., $855*. 
"55 Bel Air (8) 2-dr., $775. 
"54 Bel Air conv., $525; 2-dr., $390; 
Two-ten 2-dr., $295. 
*53 Bel Air 2-dr., $350°; 4-dr., $300. 
"52 One-fifty 2-dr.. 2 at $180*. 
DeSOTO—’'56 Firedome 4-dr., $1,000*. 


"52 Firedome (8) club coupe, $130*. 


DODGE—'55 Royal (8) Hardtop, $825°. 

"53 Coronet (6) 2-dr., $305*; Meadow- 
brook (6) 2-dr., $275°*. 

"62 Coronet (6) conv. $100°; Meadow- 
brook (6) sedan, $100. 

FORD—'57 Fairlane (8) 500 4-dr., $1,470*; 
Victoria 2-dr., $1,440° (ps); 4-dr., $1,- 
425°. 

"56 Fairlane (8) Victoria 2-dr., $1,050*; 
2-dr., $940°. 

"55 Country squire (8), $930; Fairlane 
(8) conv., $820°; Fairlane (6) conv., 
$670*; Custom (8) 2-dr., $710; Main 
(8) 4-dr., $510. 

"54 Custom (8) 4-dr., $490, $460°. 

"53 Crest (8) Victoria, $350°; Main (8) 
2-dr., $290°. 

HUDSON—'55 Wasp (6) 4-dr., $660*. 

"54 Hornet (6) 4-dr., $200 (ps). 


MEROURY- 
(ps). 
"56 Monterey Hardtop, $1,075*. 
‘55 Monterey station wagon, $1,025. 


'S7 Monterey Hardtop, $1,404* 


"52 Custom 2-dr., $135. 
NASH—'53 Statesman (6) 4-dr., $130. 
SS ~56 (88) Holiday 4-dr., $1,- 
"55 (88) 4-dr., $995°. 
"54 (98) 4-dr., $700° (ps); (88) 4-dr., 
$525. 
PACKARD—'56 Clipper Hardtop, $800°. 
PLYMOUTH—'57 Savoy (6) 2-dr. $995. 
"55 Belvedere (8) conv., $620; Savoy (6) 
2-dr., $680°. 
PONTIAC—'56 Chieftain 4-dr. $950°. 


‘SS Star Chief 4-dr., $925*; Chieftain 2- 


dr., $640. 

'S4 Star Chief 4-dr., $455°; Chieftain 
4-dr., $430°. 

"53 Chieftain (8) station wagon, $445°; 
Chieftain (6) 4-dr., $255*; 4-dr., $195. 

"52 Chieftain (6) 2-dr., $150°. 


"50 Chieftain 4-dr., $280. 
RAMBLER—'5S6 Super (6) 
$715. 
"53 Super (6) station wagon, $300. 
MISCELLANEOUS — ‘55 Dodge %-ton 
pickup, $475. 


SEATTLE 


South Seattle Auto Auction. Sale every 
Wednesday. Prices are for sale of Oct. 29. 


‘ross country, 


BUICK—'57 Super Riviera 2-dr., $1,800* 

(ps); 4-dr., $1,695°. 

"56 Super Riviera 4-dr., $1,425*; Special 
4-dr., $1,050°. 

"55 Century Riviera 2-dr.. $1,100*° (ps). 

"54 Century Riviera 2-dr.. $760°; Super 
4-dr., $610°. 

"52 Super conv., $265°; Special 2-dr., 
$265°. 

"S51 Special 2-dr., $225°. 

"50 Special 4-dr.. $155*, $120°. 


CADILLAC—'57 
400° (ps). 

"54 (62) coupe de Ville, $1,490* (ps). 

"53 (62) sedan de Ville, $895* (ps). 

"51 (62) sedan de Ville, $425°, $405°. 

CHEVROLET—'58 Brookwood (8) station 
wagon, $2,205* (ps); Bel Air (8) 
Hardtop, $2,150* (ps). 

"57 Bel Air (8) sport coupe, $1,920*; 
4-dr., $1,830°; Two-ten (8) station 
wagon, $1,680; Hardtop, $1,650°. 

"56 Bel Air (8) Hardtop 4-dr., $1,450°; 
Hardtop 2-dr., $1,415*; 4-dr., $1,360* 
(ps), $1,250*; " Two- ten’ (8) 4-dr. $1,- 
355*; 2-dr., $1,170*; One-fifty (6) 2- 
dr., $980. 

"54 Bel Air Hardtop, $800*; 2-dr., $795; 
station wagon, $785; Two-ten 4-dr., 


(62) sedan de Ville, $3,- 


$595°. 
"53 Bel Air 4-dr., $580, $520°; Two-ten 
4-dr., $510, $210; conv. $450 
"52 Deluxe club coupe, $270. 
"51 Bel Air conv., $320*. 
"50 Deluxe 2-dr., $140. 
OHRYSLER—'56 NY 4-dr., $1,495° (ps). 
"52 Windsor sport coupe, $360°. 
DeSOTO—'55 Firedome 4-dr., $940*. 


DODGE-—'57 Coronet (8) sport coupe, $1,- 


875* (ps). 

*55 Royal (8) sport coupe, $930*. 

"53 Coronet (8) 2-dr., rrga4s; Meadow- 
brook (6) 4-dr. $195; $130. 


FORD—'58 Fairlane (8) ‘500 4- dr., $2,200° 
(ps), $2,080°. 

57 Fairlane (8) 500 Victoria 4-dr., $1,- 
835* (ps); 4-dr., $1,685°; country se- 
dan (8), $1,630. 

"56 Country sedan (8), $1,390*; ranch 
wagon (8), $1,230* (ps); Custom (8) 
4-dr., $970*, $950*; Fairlane (8) conv., 
$1, 195°; 2-dr., $1, 065* (ps). 


"55 Country sedan (8), $1,240, $1,225*; 
of ane (8) Crown Victoria, 


Crest (8) Victoria, $790*; Main (8) 
2-dr., $415. 
"51 Crest (8) Victoria, $250*; Main (8) 


2-dr., $165; station wagon, $160* 
HUDSON—'53 Hornet (6) 4-dr. $335°. 
oe Monterey Hardtop, $1,- 
’55 Monterey station wagon, $1,200*; 
Hardtop, $1,190*, $1,175°*. 


"564 Monterey Hardtop, $840* (ps), $820*. 


10, 1958 


NASH—'54 Statesman (6) 4-dr., $470*. 


OLDSMOBILE—’57 (88) 4-dr., 
*56 (98) Holiday 2-dr., 
Holiday 4-dr., 


"55 (98) 


°54 (88) Super 4-dr., 


$1,290* 
(88) 4-dr. Holiday, $1,145*. 


$925°. 


$1,630°. 
$1,695* (ps). 


(ps) ; 


’53 (88) Super Holiday 2-dr., $810* (ps); 
2-dr., $445. 
"52 (88) 4-dr., $195*; (98) 4-dr., $165*. 
PLYMOUTH—’58 Custom (8) Suburban, 
$2,590°. 
* _e (8) Suburban, $1,665*, $1,- 
+58 —_— (8) 4-dr., $750*; Savoy (6) 
4-dr., $620. 
"54 Belvedere (6) 4-dr., $695*; Plaza 
(6) 4-dr., $315. 
°53 Plaza (6) 4-dr., $405. 
‘52 Savoy station wagon, $395. 
PONTIAC—’58 Chieftain 2-dr., $2,370*. 
’56 Chieftain Catalina 2-dr., $1,350°. 
‘55 Chieftain Safari, $1,035* (ps); 2-dr., 
$930°. 
RAMBLER—’58 Custom (6) cross coun- 
try, $2,330*; Super (6) cross country, 
$1,970*. 


"56 Super (6) cross country, $1,540*. 


"55 Custom (6) 
$1,075°. 


cross country, 


$1, 


240°, 


ee ae oe 57 Golden Hawk (8) 4- 
$530°. 


$1,880° (ps 
+55 “Gemmeanter ¢ 


WILLYS—’55 Jeep, 
’54 station wagon, 


"52 Jeep, $620. 


). 

(8) 4-dr., 
$950. 
$605. 


’47 station wagon, $165, $100. 


MISCELLANEOUS—’57 Chevrolet 
$1,375; Ford (6) courier, 


ton pickup, 
$1,050. 


(6 


"56 Ford %-ton pickup, $895. 
"55 Ford %-ton pickup, $730, $715. 
$435. 


"53 Ford %-ton 


panel, 


FLINT 


Flint Auto Auction. Sale every Wednes- 


day. Prices 


» %- 


are for sale of Oct. 29. 


Cars were selling like the proverbial hot 
cakes and prices gained some of the pre- 
vious losses sustained last week. Sold 183 
cars out of 253 consignments. 
BUICK—’58 Special 4-dr., 


"S57 RM 4-dr., 
730° ; 
(ps). 

"56 Super 
$1,220° 
$1,400° 


(ps); 
(ps); 


Hardtop, $1,100*; 
Riviera 2- 
Riviera 2-dr., 


cial 

"55 Special 
$630°; Special 
d 


$2,040° 


Riviera 2-dr., 
Century station 
4-dr.. 
$1,060° ; 
$1,175. $1,090. 
$965*, 
$950°, $840°; 


Special 
dr., 


4-dr., 


r., $880°, $805° (ps). 
"S54 Century station wagon, $800; Spe- 


cial 
$625°. 


Riviera 2-dr., 


2-dr., 


$2, 


(ps); 
station wagon, §$2,000* (ps); 
Special Hardtop, $1,350*, 


$735° ; 


400°. 


$1,435° 


$1, 


Speci 


"53 Super station wagon, $450*; 
Special 4-dr., 


Riviera 2-dr., 


$230. 
CADILLAC—'56 (62) conv., 


$290°; 


$2,260°. 


Century 
4-dr., 
$1,710* 


$1,- 


(ps), 
agon, 
285° ; 
Spe- 


$790*, 


2- 


al 4- 


Super 


CHEVROLET—'5S Bel Air (8) sport coupe, 


Used Imported 
Cars 


Albany 


Hiliman—'57 Husky wagon, $820. 


Opel—'56 station wagon 2-dr., 


Renaalt—'58 Dauphine 4-dr., 


SAAB—'58 2-dr., $ 


Wartburg—'58 wagon, 


1,250. 


$1,300. 


$850. 
$930. 


Bordentown, N. J. 


Hiliman—’'57 Husky, $750. 


MG—’58 Hardtop, 
"54 conv., $1,000. 


$1,875. 


Volkswagen—'58 Sunroof, $1,550. 


Buffalo 
Metropolitan—'58 conv., $1,190. 
Renault——'57 4-dr., $940. 
Volkswagen—'57 2-dr., $995. 

Chicago 


Metropolitan—'58 Hardtop, 
Volkswagen—'58 sports coupe, $2,150, se- 


dan, $1,660, 


$1, 


650. 


$1 


250. 


Daytona Beach, Fla. 


Fiat—'58 2-dr., 
Simea—'58 2-dr., $ 


$1,015. 


1,315. 


Sunbeam—'57 Rapier 2-dr. Hardtop, $1,- 


310° (ps). 


Los Angeles 


Fiat—’'58 Bus, 


'55 Husky, $535. 
"53 Minx 4-dr. 
Me F 


"56 coupe, $885. 
*54 coupe, $555. 
MG—’'57 Roadster, 

"54 Roadster, $91 


$950. 
Hiliman—'57 conv., 


$1,075. 


$400. 
tropolitan— coupe, $1,325. 
"57 coupe, $1,035. 


$1,680. 
0. 


"51 Roadster, $535. 


Renault—'58 4- -dr., 


$1,350. 


Sunbeam—-'57 Rapier sport coupe, $550. 
Triumph—'56 roadster, 
Volks wagen—'58 Karmann-Ghia, $2,240. 


"57 conv., $1,520. 
"56 coupe, 
Volvo—’57 2-dr., 


$1,840; 2-dr., 
$1, ‘365. 


$1, 


185. 


Mason City, = 


Hiliman—’58 Minx 


wagon, 


$1,6 


Volkswagen—'58 sedan, get 508, 751,000, 


’S7 sedan, $1,350, 


$1,295. 


56 sedan, $1,095, $1,030. 


New York 


daguar—'53 Mark 


vir 


4-dr., $575. 


Portland, Ore. 


Metropolitan—’55 Hardtop, $670. 
Volkswagen—'58 2-dr., $1,560. 


Triumph— 
Volkswagen—'56 2 


-dr., 


$2,050. 
$1,255, 


$1,230. 


Warehouse Point, Conn. 


MG—’58 roadster 
Vauxhall—’58 4-dr., 


Volkswagen—’58 Sunroof 


$1,600. 
$1,200. 


$1,450. 


— 


$2,060* (ps); Yeoman (8) station 
wagon, $2,050*. 

57 Bel Air (8) ‘station wagon, $1,790*; 
Hardtop, $1,670*, $1,535*; sport coupe, 
$1,625* (ps); Two-ten (8) 4-dr., 5Si,- 
515*, $1,390°; club coupe, $1,450; "Two- 
ten (6) 2-dr., $1,200, $1,185; 4-dr., 
$1,175; One-fifty (6) 2-dr., $1,220. 

56 Bel Air (8) club coupe, $1,215*; 
4-dr., $1,190*%; Two-ten (8) station 
wagon, $1,185*; 2-dr., $920; Two-ten 
(6) Hardtop, $1,100*; 2-dr., $1,030*; 
4-dr., $900. 

’55 Two-ten (8) 4-dr., $900*; 2-dr., $415, 
$695; Del Ray 2-dr., $640; Two- ten (6) 
4-dr., $800, $590; ‘Bel Air (8) 4 dr., 
$865*, 2 at $755, $625° (ps); club 
coupe, , 

'54 Bel Air 2-dr., $510*; $300°*; 
One-fifty 2-dr., $225. 

’53 Bel Air 2-dr., $360°; 4-dr., $200*; 
Two-ten 2-dr., $330°; 4-dr., $200. 

CHRYSLER—'57 NY conv., $2,155* 

’55 Windsor club coupe, $925. 

DeSOTO—’'57 Firesweep (8) 4-dr., 
(ps). 

56 Firedome Hardtop, $1,100* (ps) 

DODGE—’55 Custom Royal 4-dr., $565* 
(ps). 

"54 Coronet 4-dr., $305. 

FORD—’'58 Thunderbird, $3,335*; Fairlane 
(8) conv., $2,480° (ps); Custom (8) 
4-dr., $1,750; 2-dr., $1,505. 

"57 Skyliner (8) conv., $2,025* (ps); 
Country Sedan (8) station wagon, $1,- 
740*, $1,475*; Fairlane (8) 4-dr., $1,- 
660* (ps), $1,540°, $1,515° (ps), $1,- 
410; conv., $1,415* (ps); 2-dr., $1,310; 
Custom (8) 2-dr., $1,280*, $920; 4-<r., 
$1,380°. 

"56 Thunderbird, $1,950*; Country Squire 
(8) station wagon, $1,365* (ps); 
Country Sedan (8) station wagon, $1,- 
340° (ps); Fairlane (8) Hardtop, §1,- 
235°; 2-dr., $750; Custom (8) 4-dr., 
$1,020*; Main (8) 2-dr., $885, $850 

"55 Country Squire (8) station wagon, 
$1,115*; Fairlane (8) Hardtop, $535; 
2-dr., $835; 4-dr., $650°; Ranch Wagon 
(6) station wagon, $725; Custom (8) 
2-dr., $680° $595; 4-dr., $625; Main 
(8) 2- dr. $655. 

‘54 Custom (8) 4- dr., $485°, 
$415; club coupe, ” $400; Custom (6) 
club coupe, $400; 4-dr., $290. 

'53 Custom (8) 2-dr., $310; Custom 
2-dr., $280. 

IMPERIAL—’'58 Hardtop, $3,530° (ps) 

LINCOLN—’'56 Premiere 2-dr., $1,435. 

MERCURY—'57 Monterey 4-dr., $1,230. 

‘56 Custom 2-dr., $1,125*°; Monterey club 
coupe, $1,115* (ps); Montclair 2-dr., 
$1,100°. 

'SS Monterey club coupe, $825*. 

NASH—'55 Ambassador 4-dr., $710*. 

"53 4-dr., $245. 

OLDSMOBILE—’58 (88) Holiday 2-dr., 
335°. 

"56 Super (88) 4-dr., 
coupe, $1,120. 

"55 (88) 4-dr., $1,015. 
’54 (98) Holiday club coupe, $720° (ps); 
Super (88) 4-dr.. $645°, $600° (ps). 

‘53 (88) Holiday club coupe, $380° (ps); 
Super (88) 2-dr.. $330°; 4-dr., $265° 
(ps); (98) 4-dr., $325° (ps). 

PACKARD—'53 Clipper 2-dr., $210. 

PLYMOUTH—'57 Savoy (8) 4-dr., $1,220*, 
$1,130°. 

"56 Suburban (6) station wagon, $1,010°. 

‘SS Plaza (6) station wagon, $750; Bel- 
vedere (8) club coupe, $675; conv., 
$615*; Suburban (6) station wagon, 
$565; Savoy (8) club sedan, $555. 

"54 Plaza (6) station wagon, $550; Bel- 
vedere (6) 4-dr., $455. 

PONTIAC—'58 Chieftain 4-dr., $1,965°. 

‘ST Star Chief Hardtop, $1,660° (ps); 
Chieftain Hardtop, $1,600°. 

"55 Chieftain 4-dr., $730. 
"54 Chieftain 4-dr., $570°*, $380. 

"53 Chieftain station wagon, $395, $205°; 
4-dr., $250. 

RAMBLER—’'58 4-dr., 

"56 4-dr.. $1,200. 

STUDEBAKER — ‘54 Commander 
$290. 


4-dr., 


(ps). 


$1,580° 


$415; 2-dr., 


(6) 


$2,- 


$1,340° (ps); club 


$1,675. 


4-dr., 


ALBANY 


Tim Anspach Dealer’s Auto Auction. Sale 
every Monday. Prices are for sale of Oct. 
27. Weather: Cold and rainy. Car prices 
continued strong here today despite the 
four-day rain and snow storm hampering 
retail trade. Retailers were paying big 
prices for nice low mileage clean cars. New 
car dealers were also spot buying to keep 
their salesmen busy until new cars start 


to roll. Sold 132 cars from 181 offered. 
BUICK—'57 Super Riviera 2-dr., $1,850° 
(ps). 
"SS Super 2-dr., $1,050° (ps); Holiday 
2-dr., $925; Special 2-dr. $960°. 
"4 Super Riviera 2-dr., $590°; Special 
4-dr., $550°. 
"53 Super conv., $300°. 
"52 Special Riviera 2-dr., $360. 
CADILLAC—'57T (62) sedan de Ville, $3,- 
260° (ps), $3,170° (ps). 
"56 (62) coupe de Ville, $2,440° (ps), $2,- 
200° (ps), $2,075° (ps). 
"54 (62) coupe de Ville, $1,500° (ps), $1,- 
400° (ps). 
"53 (62) coupe de Ville, $885° (ps). 


"52 (62) sedan de Ville, $210°. 
"S51 Fleetwood 4-dr.. $390° (ps). 
CHEVROLET—'58 Bel Air (8) 4-dr., $2,- 
100* (ps); Hardtop 4-dr., $1,950°; 
Biscayne (8) 2-dr., $1,720. 

"57 Two-ten (6) 2-dr., $1,200, $1,175; 
One-fifty (6) 4-dr., $1, 180; Bel Air (8) 
4-dr.. $1,125°. 

"56 Two-ten (8) station wagon, $1,300*° 
4-dr.. 2 at $1,175*°; One-fifty (6) 2- & 
$1,045; Bel Air (8) 4-dr., $790 

’SS Bel Air (8) 2-dr., $1,075°; conv., $1,- 
040° (ps); Bel Air (6) Hardtop, $1,- 
075*; Two-ten (6) 4-dr., $700. 

"54 Bel Air 2-dr., $675, $575; conv., 
$525°; 4-dr.. $500°, $485°; Two-ten 
4-dr., $440°,” $330°*; 2-dr., $400. 

53 Two-ten 4-dr., $430°; Bel Air 4-dr., 


$350. 

*52 Two-ten 2-dr., $230; Special Deluxe, 
$120. 

CHRYSLER—’'55 NY 4-dr. station wagon, 
$1,260* (ps); Windsor 4-dr., $815* 
(ps). 

"54 NY 4-dr., $470°. 


CONTINENTAL—’58 Mark VIII 4-dr., $4,- 
175* (ps). 
DeSOTO—'56 Firedome 4-dr., $1,275* (ps). 
’55 Firedome 4-dr., $980*. 
"54 Firedome 4-dr., $370*. 
DODGE—’57 Sierra’ (8), $1,600* (ps). 
"55 Custom Royal (8) Lancer 4- dr., $990° 


(ps). 
FORD 58 Fairlane (8) 500 conv., $2,000*; 
Victoria 4-dr., $2,095* (ps). 

’57 Country sedan (8), $1,675*; Fairlane 
(8) 4-dr., $1,670* (ps), $1,220*; 2-dr., 
$1,425*; Fairlane (8) town sedau, 
$1,590*; Del Rio (8), $1,370. 

56 Fairlane (8) Victoria 2-dr., $1,250* 


(Continued on Page 43, Col. 1) 
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(ps), $1,125*; Custom (8) 4-dr., $920*, 
$510. 

55 Thunderbird, $1,540*; Fairlane (8) 
conv., $750°; 2-dr., $735 (ps); country 

sedan (8), $1,135°. 

-s Custom (8) ranch wagon, $630°; 4- 
dr., $600*; 2-dr., $400; Main (6) 2- 
dr., $250. 

"53 ¢ ‘rest (8) Victoria 2-dr., $500*, $450*; 
Main (8) 2-dr., $325*; Custom (8) 4- 
dr., $320; Custom (6) 2-dr., $250*; 
country _—s (8), $280. 

LUNCOLN— Cosmopolitan 4-dr., $590°*. 

MERCURY — 58 Monterey 4-dr., $780*; 
conv., $690° (ps); Custom (8) 4-dr., 
$200°. 

OLDSMOBILE—’56 (98) 4-dr., $1,630* (ps); 
(88) Super 4-dr., $1,230° (ps); (88) 
4-dr., $975°. 

"BH (88) Super 4-dr., $1,100, $900°; 
conv., $1,050° (ps); (88) 4-dr., $1,- 
010°; Holiday 2-dr., $985°. 

‘54 (88) Holiday 2-dr., $780°; (98) 4- 
dr., $500°. 

"52 (98) 4-dr., $550°, $200°. 

PACKARD— 55 Clipper 2-dr., $800*. 

PLYMOUTH—’56 Plaza (8) station wagon, 
$1,080*; Savoy (6) 4-dr., $1,060; Savoy 
(8) 4-dr., $1,050°. 

‘55 Belvedere (8) 2-dr., $900° (ps), 
750°; Belvedere (6) 2- dr., $690; Savoy 
(8) 2-dr., $690°; Plaza (8) 4- dr., $500. 

"4 Belvedere (6) 4-dr., $550*. 

63 Cranbrook (6) 4-dr., $325, $160; 2- 
r., $220. 

PONTIAC—'56 Chieftain Safari, $1,300*; 
Catalina 2-dr., $1,060°. 

"55 Chieftain 2-dr., $750*. 

"63 Chieftain (8) coupe, $360° (ps); 
Chieftain (6) 2-dr., $160°; 4-dr., 
$140°. 

‘62 Chieftain (6) station wagon, $160*. 

RAMBLER—’'57 Custom (8) cross country, 
$1,600°; 4-dr., $1,250. 

‘56 Custom (6) cross country, $970; 4- 
dr., $860. 

'S5 Super (6) cross country, $835°. 

‘63 Super (6) suburban, $360°. 

MISCELLANEOUS— 57 Volkswagen panel, 
$850. 


NEW YORK 


Skyline Auto Auction. Sale every Mon- 
day. Prices are for sale of Oct. 27. 

Market very good in New York area as 
dean and sharp cars remain ‘n short sup- 
ply. Cars crossing block were sold for top 
dollar. Sold 68 cars out of 98 consign- 
ments 
BUICK—"56 Special Hardtop, $1,000°. 

"S56 Super Hardtop, .§775* (ps); Special 

2-dr., $745°, $695°. 

‘4 Super Hardtop, $540°; Riviera coupe, 
$460°; 4-dr., $265°. 

"S3 Super 4-dr., $265*. 

CADILLAC—'S6 coupe de Ville, $2,200° 
(ps). 

"S63 (60) 4-dr., $460° (ps). 

"S62 (62) 4-dr., $375° (ps). 
CHEVROLET ‘58 Impala (8) Hardtop, 

$2,035° (ps). 

‘ST Bel Air (8) 4-dr., $1,410°; Two-ten 
(8) station wagon, $1,285; 4-dr., $1,- 
175. 

‘6 Bei Air (8) 4-dr., $1,175° (ps); 
Two-ten (8) 4-dr., $980°; conv., $795*. 

‘SS Two-ten (8) 4-dr.. $860° (ps). 

‘SS Two-ten 4-dr., $365° (ps); 2-dr., 
$275. 

"62 Deluxe 4-dr., $180°. 

DeSOTO—'53 Firedome (8) 4-dr., $305. 

DODGE—'52 4-dr., $150. 

FORD—'55 Fairlane (8) 2-dr., $775*; Cus- 
tom (8) 4-dr., $590. 

"53 Custom (8) 4-dr., $400; Fairlane (8) 
Hardtop, $330°. 

"S62 Main (6) 4-dr., $260. 

BUDSON—'53 Hornet 4-dr., $200°. 

‘S2 Hornet Hardtop, $145*. 

LINCOLN—'57 Premiere Hardtop, $2,100° 


(ps). 
MERCURY—'57 Monterey Hardtop, $1,475* 
(ps); 2-dr., $1,350°. 
'S6 Montclair Hardtop, $1,010°. 
‘SS Montclair Hardtop, $825 (ps), $815 
(ps), $715° 

‘54 Custom Hardtop, $460°. 

"53 Custom 4-dr., $275. 
OLDSMOBILE — ‘57 (88) conv., $1,800° 

(ps). 

‘SS (88) 4-dr., $1,050° (ps); Holiday 

coupe, $700°. 

"HM Super (88) 4-dr., $635°. 

"S52 (98) 4-dr., $110°. 

PLYMOUTH—'56 Belvedere (8) conv., $1,- 
200° (ps). 

"SS Belvedere conv., $770*; 4-dr., $480°; 

Savoy 4-dr., $490°. 

"SS 2-dr.. $270; 4-dr., $185, $130. 

PONTIAC —'55 Star Chief coupe, $945 
(ps), $755°. 

‘4 Star Chief Hardtop, $560°. 

"53 Chieftain 4-dr., $125°. 

‘52 Hardtop, $185°; 4-dr., #120°. 
RAMBLER—'52 Hardtop, $150. 
STUDEBAKER — '55 Statesman Hardtop, 

$1,150* (ps). 

"54 Champion Hardtop, $500. 
WILLYS—’53 station wagon, $135. 


DETROIT 


Apteo Auto Auction. Sale every Wed- 
Resday. Prices are for sale of Oct, 29. 
BUICK—'58 Special 2-dr., $2,210*. 

"ST RM sedan, $2,000° (ps); Super 2-dr., 
$1,925* (ps); Century conv., $1,810* 
(ps); sedan, $1,700*; Special 2-dr., 
$1,690° (ps). 

"56 RM sedan, $1,325* (ps); Century 2- 
dr. $1,200*; Special 2-dr., $1,190°. 
55 RM sedan, $900° (ps); Special 2-dr., 

$700°. 

"53 Special sedan, $325. 

CADILLAC—'58 coupe de Ville, $4,000* 
(ps), $3,975° (ps). 

"ST (62) conv., $3,175* (ps); club coupe, 
$2,960* (ps). 

"56 sedan de Ville, $2,290° (ps). 

"55 (62) club coupe, $1,800° (ps). 

53 (62) club coupe, $725*; coupe de 
Ville, $710* (ps). 

CHEVROLET—’58 Nomad station wagon, 
$2,290; Bel Air (8) sedan, $1,980° 


(ps). 
‘ST Bel Air (8) club coupe, $1,645*, $1,- 
600°; Two-ten (8) station wagon, $1,- 
; 625°: 2-dr., $1,205, $1,200, 3 at $1,100. 
56 Bel Air (8) conv., $1,285* (ps); 
Two-ten (8) club coupe, $1,075; 2-dr., 


$840. 
"55 One-fifty (6) 2-dr., $580. 
a Bel y Aye 
One-fifty station wagon, $385. 
ae Windsor sedan, $1,420° 
ps 


Used-Car Auction Prices 
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’56 Montclair sedan, $1,175*; 
Hardtop, $1,160* (ps) ; sedan, $1,140*. 





conv., $1,250° (ps) 


Monterey . 
"53 (62) conv., $575* (ps). 















When the temperature drops, sell Quaker State Light! It pro- 
vides the full-bodied protection of SAE-20 oil with 10W easy 
cold weather starting ability. This 100% pure Pennsylvania 
motor oil assures dependable performance all through the 


coldest winter months. Assures customer satisfaction and 


repeat business ’ too QUAKER STATE OIL REFINING CORPORATION, OIL CITY, PA. 


Member Pennsyivania Grade Crude Oil Association 
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aan ae sedan, $950*; Monterey club Model Breakdown 51 (62) 4-dr., $305* 
: $900. CHEVROLET—’58 Bel Air (8) Hardtop, 
53 sedan, $310. Of Auction Averages $1,980*, $1,975*; 4-dr., $1,710; Del 
ee eee ee ae ag Nov., 1958  Oct., Sept., Ray (8) 2-dr., $1,590; Biscayne (6) 
,_$1,700*; sedan, $1, (ps); 2-| Model To Date 2-dr., $1,575. 

dr., $1,695*, $1,750*; Super (88) club - ae as *57 Two-ten (8) 4-dr., $1,720*, $1,675° 
coupe, $1,700* (ps). 1D5B........000.. $2,269 $2,416 $2,443 (ps), $1,350° (ps), $1,300; Bel Air (8) 
56 (88) sedan,, $1,425* (ps), $1,180*| 1967.............. 1,572 1,566 1,614 Hardtop, $1,660°, $1,625° (ps); conv., 

51 sedan, $105. ims PS)- 1956 1052 1,122 1,192 Pe ae ey Sa anaeee | 
DeSOTO—'57 Firedome 2-dr., $1,710* (ps). | "55.,,(88), sedan, $1,190%; club coupe,| ggg °°” ‘308s ‘000 | “pay, $1,100; ‘Two-ten (8) 2:00 $e 
"54 Firedome sedan, $395* (ps). es ee | Eres 851 (ps), $1,100; Two-ten (8) 2-dr., $1,- 
sna coupe, $180. 54 (98) coupe, $875* (ps); Super (88)| 1964.............. 522 553 596 am $1,100*, $1,050*, $835; Dei Ray 
ion Coronet (8) conv., $2,115* -dr., . 953 333 354 362 club’ coupe, $1,150*; 4-dr., $735; One- 

51 Res ee PLYMOUTH.'s “Boleed ag i982 Fas 221 242 243 56 Be (Ou tS) Hard 

yal sedan, $1,750*. —'58 Belvedere (8) sedan, $2,-| 220@------+----+ ’55 Bel Air (8) Hardtop, $975; Two-ten 

On hae as: Revei ectin,| .e, OO or |, Seponaiae 168 180 198 | (8) 2dr. $800, $710; One-mfty (8) 

eat: 5785" (ps). = Beavetore (8) Hardtop, $1,575* (ps), Overall enema 2-dr., $770. 
EL—'58 Citation sed . (ps); club coupe, $1,400, $1,- CHRYSLER—’ - 
Pacer sedan, $2,000" (ps). ‘|, 360°; Plaza (8) sedan, $1,140. Average $ 868 $ 911 $ 945 (oe ie Oo, 
wae Gamnserdird, $3,180° (ps); os Fm nog Flam Py $1,115. ’55 Windsor 4-dr., $1,035* (ps). 
airlane (8) conv., $2,150*, $2,145°: ere an. . voy sedan, DeSOTO—’57 Fireflite 4-dr., $1,590* ( , 
- -dr., $1, a" Ranch Wagon os sta- +58 codan, $335. oe and —_ aen on a = was ’56 Firedome 4-dr., $1,225* (ps), $1.130° 

,. tion wagon, $2,020* (ps). F rm. Prices skyrocketed on all 1 and (ps). 

a $2,460* (ps); Fairlane rewrsta0— 58 Star Chief coupe, $2,725* =. cars = to the acute shortage. Sold ’55 Firedome Hardtop, $1,175* (ps) 

r., $1,500%, $1,490*, $1,445*; ‘ percent of 457 consignments. 53 4-dr, $300*: Hardtop, $230*, — 
conv., $1,400*; Custom (8) sedan. $1,- 57 Star Chief sedan, $1,665* (ps);| BUICK—’58 Estate Wagon station wagon, | DODGE—'57 Coronet (8) 2-dr., $1,650° 
oa " $1,110. , oa $1,515*. $2,550° (ps), $1,320°. 

566 Country Sedan (8) ‘ eftain club coupe, $925*. o— & ‘ 56 Coronet 4-dr., $955*; 2- *, 
$1,295: Fairlane (5) Hardtop, Si fs0,| 755 Chieftain station wagon, $890. OT Spee Hare See, Fo). SSS | ‘86 Royal Hardtop $850°, $890," Coronet 
$1,100; ‘conv., $1,115¢ (ps): Bide’ $1: | «54 Chieftain station wagon, $800* (ps). Sn0) SES SED, Sedeees Caen 4-dr., $275. ; : 

110, $1,075°,” $965; Custom (6) sedan, | "AMBLER—'5S sedan, 2 at $1,600, $1,-| 4 SM ga70° (ps); Special. ‘Hardtop, te raphe one: $225. 
50. i ps), , ps); Special Hardtop, '52 station wa, 

'S5 Ranch Wagon (8) station wagon,| 54 Station wagon, $1,680°. $1,370° (ps), $1,250°; Century Hard-| FORD—'58 Fairlane (8) Hardtop, $2,050°*. 
$890"; Custom (8) 2- dr., $700*. $675. 56 sedan, $1,170*. top, $1,175* (ps). ‘57 Thunderbird Hardtop, $2,700* (ps); 

‘54 Ranch Wagon (8) station wagon, | gq¢o station wagon, $765. Sa en eee Gee, oe oe Country Squire (8) station wagon, $1,- 
$590, $480; Custom (8) sedan, $430°. STUDEBAKER—’53 Champion sedan, $240. $920° (ps), $900*, $875*; Super Hard- 890* (ps), $1,820° (ps); Fairlane (8) 

"53 Custom (8) 2-dr., $385, Main ‘cn ‘$ao0e oo, $995° (ps), $910° conv., $1,720*, $1,700*, $1,590* (ps); 

hom pe” BORDENTOWN, N. J. | iSots "iar, Freie teay? SO" 0] Barely She, rt tae 

"49 2-dr., $120. National Auto Dealers’ Exchange. Sale| ’54 Century 4-dr., $750° (ps). 600° (ps), $1,475; Custom (6), $985 34 

HUDSON_’55 Hornet sedan, $690°. every Wednesday. Prices are for sale of | CADILLAC—'S6 Eldorado Hardtop, $2,600° “acer Sedan (8) station wagon, 

bl . . (ps). ,225*; Ranch Wagon (8) station 

—T a. Montclair sedan, $1,775*,| Another banner day at NADE; saw the| 55 (60) 4-dr., $1,685* (ps). wagon, $1,180°; Fairlane (8) Hardtop, 
much needed clean sharp cars bringing "54 coupe de Ville, $15 575° (ps); (62) (Continued on Page 44, Col. 2) 
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Record Rambler Cargo 


Shipped to Swiss, Swedes 


KENOSHA, Wis.—The largest 
single ocean shipment of Ramblers 
in history got under way last week 
with the loading of 150 cars bound 
for Rambler distributors in Sweden 
and Switzerland. 

Forty of the cars will go to 
Automobilwerke Franz A. G., Zur- 
ich, Switzerland, and 110 will go to 
Bilagarnes Inkopscentral, Stock- 
holm. M. L. Hudson, director of 
American Motors Corp., automotive 
export sales, said high fuel costs 
and the narrow roads in overseas 
markets have contributed to the 
popularity of the Rambler. 


The back pages of every issue of AUTO- 
MOTIVE NEWS contain the WANT AD 
Section. Others are profiting from AUTO- 
MOTIVE NEWS WANT ADS! Are You? 
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Used-Car Auction Prices 





(Continued from Page 43) 


$1,150*, $1,120°; 4-dr., $1,020° (ps); 
club sedan, $990*; Custom (8) 2-dr., 
$980*, $850°; Main (8) 2-dr., $685. 

’55 Ranch Wagon (6) station wagon, 2 
at $775* (ps); Fairlane (6) club sedan, 
$670°. 

HUDSON— 50 conv., $110. 

LINCOLN—’53 Capri 4-dr., $315. 

*52 Capri 4-dr., $285°. 

MERCURY—’56 Montclair 4-dr., $1,300, 
$870*; Custom Hardtop, $1,065°; 4-dr., 
$800°. 

*55 Monterey Hardtop, $885*; Montclair 
conv., $745, $640* (ps). 

"54 Monterey Hardtop, $605*, $525. 

’53 Monterey Hardtop, $320°*. 

"52 Monterey Hardtop, $275°*. 

NASH—’'55 Statesman 4-dr., $610*. 

‘53 Statesman 2-dr., $380; 4-dr., 
$185, $170. 


$190, 


NOW THE BEST LUGGAGE CARRIER COSTS 
YOU LESS—BECAUSE WE PAY THE FREIGHT 


Full Length 72” Platform. Your Total Cost .* . 


Half Length 48” Platform. Your Total Cost. . 


All ALUMINUM—no 
95% assembled. 
mediately via Railway Express. 


zinc or white metal. 
Returnable on sight—Gwvaranteed two yeors. 


Check These 
Prices Against 
Other 

All Aluminum 
Carriers 


... . $69.00 
.. . $49.00 


Installed in a half hour. Shipped 


Shipped im- 


LCAMELL, Co. 29 tiverty st, tttie Ferry. mJ. 


We also supply wood Grain Decals for Fords, Mercurys 








| 


OLDSMOBILE—’58 (98) Hardtop, $2,725* 


(ps). 
’57 (98) 2-dr., $2,360* (ps), $1,890° (ps); 


’55 Special Riviera 2-dr., $1,060° (ps); 


RM Riviera 2-dr., $1,050* (ps); Cen- 
tury Riviera 2-dr., $975* (ps); Super 
Riviera 2-dr., $965* (ps). 

’54 RM Riviera 2-dr., $750* (ps), $715* 
(ps); Super Riviera 2-dr., a 
"563 Special 2-dr., $500; Super 4-dr., 

$450°, $325°. 


52 RM Riviera 2-dr., $230* (ps). 
CADILLAC—’58 (62) coupe de Ville, $5,- 
100* (ps), $4,440* (ps). 
’57 (60) Special 4-dr., $3,800* (ps), $3,- 
770* (ps), $3,700* (ps); (62) sedan de 
Ville, $3,685* (ps); coupe de Ville, $3,- 


(88) Hardtop, $2,020° (ps). 650* (ps), $3,535*° (ps), $3,405* (ps), 

*56 (88) Hardtop, $1,400* (ps), $1,375* $3,350* (ps), $3,200* (ps); 4-dr., $3,- 
(ps), $1,360° (ps); conv., $1,275° (ps). 350* (ps). 

°55 (88) Hardtop, $1,150° (ps), $925° ’56 (62) conv., $2,550* (ps), $2,200° 
(ps). (ps); (60) Special 4-dr., $2,510*° (ps); 

"54 (88) 4-dr., §$770* (ps); Hardtop, (62) coupe de Ville, $2,400* (ps), $2,- 
$700*. 260° (ps). 

’53 (88) Hardtop, $410*. ’55 Eldorado conv., $2,285* (ps); (60) 

"52 (98) 4-dr., $220° (ps). Special 4-dr., $2,060* (ps); (62) sedan 

"51 (88) Hardtop, $205°. de Ville, $1,925* (ps). 

PACKARD—'S4 4-dr., $610 (ps). "54 (60) Special 4-dr., $1,640° (ps); (62) 
°653 4-dr., $205°. coupe de Ville, $1,610* (ps). 
PLYMOUTH — ’'58 Suburban (8) station ’53 (60) Special 4-dr., $950* (ps), $885* 
wagon, $2,260* (ps); Belvedere (8) (ps). 
Hardtop, $2,035*. "52 (62) conv., $810* (ps). 

"57 Belvedere 4-dr., $1,675* (ps); conv., "50 (62) coupe de Ville, $310*. 
$1,500*; 2-dr., $1,440°, $1,200°; Savoy "49 (62) sedan de Ville, $270*; coupe 
Hardtop, $1,290*%, $1,100; 4-dr., $1,- de Ville, $130*. 
230°, $1,170, $1.030°. "47 (62) coupe de Ville, $150*; (60) Spe- 

"56 Belvedere 4-dr., $1,070*; Savoy 4- cial 4-dr., $135*. 
dr., $1,070*, $760; Suburban station| CoMEVROLET—’5S Impala (8) 2-dr., $2,- 
wagon, $870. 600° (ps), $2,530° (ps); conv., 2 at 

"55 Belvedere sedan, $710, $655. $2,230* (ps); Bel Air (8) sport sedan, 

PONTIAC—’57 Star Chief Hardtop, $1,- $2,200° (ps), $2,165* (ps). 
650°; Chieftain Hardtop, $1,630°. 57 Corvette (8), $2,910, $2,450; Two-ten 

"56 Chieftain Hardtop, $1,230°; Star (8) Townsman, $1,835*, $1,795*; 4-dr., 
Chief Hardtop, $1,200° (ps). $1,520*, $1,510*, $1,455*; Bel Air (8) 

55 Chieftain 2-dr., $830°, $800. sport coupe, $1,800*, $1,635*; sport 

"53 4-dr., $350°. sedan, $1,750*; One-fifty (6) Handy- 

’51 2-dr., $200°. man, $1,610; 2-dr., $1,000; Two-ten 

RAMBLER—’57 Super 4-dr., $1,120. ; 


’55 station wagon, $1,000; Deluxe 2-dr., 
$625. 
54 2-dr.. $440. 
"52 Hardtop, $255 
STUDEBAKER—'55 Champion 2-dr., $460*. 
WILLYS—’50 station wagon, $280, $225. 
MISCELLANEOUS — '57 Chevrolet %-ton, 


$910. 

"56 Chevrolet panel $675. 
"55 Chevrolet %-ton pickup, $670. 
53 Kaiser 4-dr., $140. 


LOS ANGELES 


Los Angeles Dealer Auto Auction. Sale 
every Tuesday. Prices are for sale of 
Oct. 28. 

BUICK—’5S Super Riviera 2-dr.. $2,600*° 
(ps), $2,495° (ps); Special Riviera 4- 
dr., $2,350° (ps). 

"57 Century Riviera 4-dr., $1,900* (ps); 
Riviera 2-dr.. $1,770*, $1,600°; Special 
conv., $1,875* (ps). 

"56 Special Riviera 4-dr., $1,185°, $1,- 


160°. 
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GENERAL OFFICE: 12 Depot Square, Engelwood, N.J. 
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(6) 2-dr., $1,100 
'56 Two-ten (8) Townsman, $1,480*, $1,- 


465*: sport sedan, $1,385*; Bel Air (8) 
sport sedan, $1,345*; conv., $1,300*° 
(ps); 4-dr., $1.235°; Two-ten (6) 
Townsman, $1,335*; 2-dr., $1,115; One- 
fifty (6) Utility sedan, $785. 

'55 Corvette, $1,860; Bel Air (8) sport 
coupe, $1,235*, $1,185*; Bel Air (6) 


4-dr., $900; One-fifty (8) Utility sedan, 


$685*: One-fifty (6) 4-dr., $685°*. 

’"54 Two-ten Handyman, $700*; 4-dr., 
$505*. 

"53 Bel Air sport coupe, £510; 4-dr., 
$400*; Two-ten 2-dr., $480, $395°*, 
$350, $295. 

'52 Styleline Deluxe 4-dr.. $370, $335°, 
$320°; Special 4-dr., $150 

‘51 Bel Air coupe, $235*; Styleline De- 


luxe sedan, $235, $175 
"50 Styleline sedan, $285, $205; business 
coupe, $175; conv., $175*; 4-dr., $115*. 
‘49 Fileetline Special 2-dr., $120. 


CHRYSLER—’'57 Saratoga Hardtop 2-dr., 
$2.385° (ps). 
"55 Windsor 4-dr., $1,035* (ps). 
"54 Windsor Deluxe 4-dr., $675* (ps). 
"53 Windsor (6) 4-dr., $280°. 
"51 NY (8) 2-dr.. $250°; 4-dr., $135°*; 
Saratoga (8) 4-dr.. $130° (ps) 

DODGE—’'57 Custom Royal (8) Lancer, 
$1,925* (ps); Coronet (8) Lancer 4- 
dr., $1,535°*. 

"56 Coronet (8) Lancer 2-dr., $1,250; 2- 
dr., $890°. 

"653 Coronet (8) Hardtop, $400* 

"52 Meadowbrook (6) 4-dr., $165. 

"50 Coronet (6) 4-dr., $135°. 

EDSEL—’58 Corsair 2-dr.. $1.985° (ps); 
Pacer Hardtop 4-dr., $1,855* (ps), $1,- 
810° (ps). 

F 0 R D—’58 Thunderbirrd, $4,085° (ps). 
$3.840° (ps), $3,715° (ps), $3,680° 
(ps), $3,.650° (ps), $3,610° (ps), $3.- 
605° (ps), $3,.350°; Fairlane (8) 500 
Skyliner, $2,605* (ps); Victoria 2-dr., 
$2,235° (ps), $2,230° (ps). $2.100° 
(ps), $2,085*; conv., $2,175* (ps); 
town sedan, $2,120*, $1,830*°; country 
sedan (8), 2 at $2,350° (ps), $2,300° 
(ps). 

"ST Fairlane (8) 500 Skyliner, $2,175* 


(ps), $2,025° (ps); Victoria 2-dr., $1,- 
775° (ps). $1,755* (ps), $1,700° (ps). 
$1,685°, $1,670° 2 at $1,650° (ps), 
$1,615° (ps), $1,600° (ps): town sedan, 


$1,545°; club sedan, $1,500*; country 
sedan (8), 2 at $1,850° (ps); Custom 
(8) 300 2-dr.. $1,830°; 4-dr., $1,300*, 


$1,150; ranch wagon (8), $1,530° (ps); 
Custom (6) 4-dr., $960. 

"56 Country Squire (8), $1,450° (ps); Fair- 
lane (8) Victoria 2-dr., $1,325°, $965°; 
club sedan, $1,150° (ps), $1,085° (ps). 
$1,020°; conv., $1,000°; 4-dr.. $1,115* 
(ps); country sedan (8), $1,250°; Cus- 
tom (8) ranch wagon, $1,125*; 2-dr., 
$725°. 

"55 Thunderbird, $1,925* (ps); Fairlane 
(8) Victoria 2-dr., $950°; town sedan, 
$950*, $870*; club sedan, $850°; 4-dr., 


$785°*, $550; conv., $550°; Main (6) 
ranch wagon, $905*; business coupe, 
$580°; Custom (8) 4-dr., $535. 


*54 Crest (8) Victoria 2-dr.. $635*, $595°; 
Main (8) 2-dr., $475; Custom (8) 4- 
dr., $360°; Main (6) 4-dr., $340; busi- 


ness coupe, $330; Custom (6) club 
coupe, $275. 
"53 Country Squire (8), $455°*; Custom 
(8) club coupe, $415; 4-dr., $265°*; 


Main (8) 2-dr., $385°. 
"52 Custom (8) 2-dr., $330°; 4-dr., $305; 


Main (8) ranch wagon, $305*. 

"51 Crest (8) conv., $205; Custom (8) 
4-dr., $160°. 

"50 Crest (8) 2-dr., $325*; Custom (8) 
2-dr., $110*. 


*49 Custom (8) 2-dr., $115*; 4-dr., $100*. 
’47 Deluxe (8) 4-dr., $185. 


HUDSON—’'52 Hornet (6) 2-dr., $110*. 


IMPERIAL—'57 Crown Imperial South- 
hampton 4-dr., $3,000* (ps); 4-dr., $2,- 
«400° (ps). 

LINCOLN — ’'57 Premiere coupe, $2,760* 

(ps). 

"53 Capri coupe, $475* (ps), $425*; Cos- 
mopolitan coupe, $395*, $345°*. 

MERCURY—’58 Colony Park, $3,000* (ps) ; 

Monterey 4-dr., $2,165* (ps). 

*57 Turnpike Cruiser 2-dr,, $2,250* (ps); 
4-dr., $1,995*° (ps); Commuter, $2,085* 
(ps); Montclair coupe, $2,025* (ps); 
Monterey coupe, $1,890* (ps); 2-dr., 
$1,475*; Phaeton, $1,825* (ps). 

"56 Montclair coupe, $1,360*%; Custom 
Phaeton 4-dr., $1,200*; sport coupe, 
$1,040*. 

"55 Custom station wagon, $1,120*; 
Montclair coupe, $970* (ps); Monterey 
coupe, $885*, $605*. 

*54 Custom 2-dr., $505*. 

"53 Monterey coupe, $455*, $450*, $320°. 

"51 Custom club coupe, $225*, $190, $155; 
4-dr., $145*; sport coupe, $120*. 

"50 club coupe, $125°*. 

OLDSMOBILE—’57 (88) Super cenv., $2,- 


005* (ps); (88) Holiday 2-dr., $1,925* 
(ps). 
’56 (88) Holiday 4-dr., $1,415* (ps); (88) 


Super Holiday 4-dr., $1,410* (ps); Hol- 
iday 2-dr., $1,405* (ps), $1,315* (ps), 
$1,300* (ps). 


— 


$1,329 
$1,060"; 4 


55 (88) Super Holiday 4-dr., 
(ps); (88) Holiday 4-dr., 
dr., $950°; 2-dr.. $835. 

’54 (88) Super Holiday 2-dr., $950* (ps); 
(98) 4-dr., $815° (ps). 

53 (88) Holiday 2-dr., $635*; 
$460*; 4-dr., $350*; (98) Holidsy 2% 
dr., $585° (ps), $375*° (ps); cony,, 
$415* (ps); (88) Super Holiday 2-dr, 

$400°; 4-dr., $375*. 


2-dr., 


"52 (88) Super conv., $345*; (98) t-dr, 
$150*. 

"51 (98) 4-dr., $165*; Holiday 2-dr, 
$160*; (88) 4-dr., $140*. 

PACKARD—’'55 Clipper Constellation §1,. 
050° (ps), $995* (ps). 

PLYMOUTH — '58 Custom (8) suburban, 
$3,000* (ps); Fury (8) Hardtop, $2. 
500* (ps); Belvedere (8) conv $2,. 
220* (ps), $2,200* (ps). 

"57 Belvedere (8) 4-dr., $1,685* (ps), 
$1,655* (ps); Hardtop 4-dr., $1,655* 
(ps); club sedan, $1,385*; Savoy (8) 


4-dr., $1,335*, $1,175*; Savoy (6) club 
sedan, $1,120. 
"56 Deluxe (6) suburban, 
(8) 2-dr., $755. 
’54 Plaza suburban, $625. 
"53 Savoy suburban, $375*. 
"52 Cranbrook club coupe, $255*. 
’51 Cambridge 4-dr., $190. 
’50 suburban, $220. 
PONTIAC—’57 Super Chief Catalina 2-dr, 
$1,695*. 7 
"56 Star Chief Catalina 2-dr., $1,395* 
(ps), $1,375* (ps); Catalina 4-dr., $1,. 
285* (ps); Chieftain Catalina 2-dr,, 
$1,095°*. 
"55 Star Chief conv., $850* (ps), $840*: 
Catalina 2-dr., $800* (ps). 4 
"54 Star Chief Catalina 2-dr., $655* (ps); 
Chieftain Deluxe 4-dr., $450*. 
"53 Chieftain Deluxe (8) 4-dr., $375*, 
$300°; 2-dr., $325°*. 
RAMBLER—’58 Super (6) 4-dr., $1,700. 
"55 Custom (6) 4-dr., $725. 
STUDEBAKER—'57 Golden Hawk (8) 
Hardtop, $1,675* (ps). 
'55 Commander (8) sedan, $780*. 
"53 Commander (8) Starliner, $400"; 
Champion (6) 4-dr., $315*. 
MISCELLANEOUS—'58 Ford Ranchero, 
$1,995* (ps), $1,790. 
’57 Chevrolet %-ton pickup, $1,175: Ford 
—s $1,450°; Willys pickup, $1,- 


$990°*; Plaz 


"56 Chevrolet %-ton pickup, $885; Dodge 
%-ton pickup, $750; GMC %-ton pick- 
up, $875; Powell %-ton vickup, $305. 

"55 Chevrolet %-ton pickup, $675: Ford 
1%-ton stake, $1,035; %-ton pickup, 
$565. 

"54 International 


%-ton stake, $595. 


WAREHOUSE POINT, CONN. 


Southern Auto Sales, Inc. Sale every 
Wednesday. Prices are for sale of Oct. 29. 
Market still holding strong on clean cars. 
Lack of new car delivery has brought on 


this condition. Older models getting 
cheaper. 
BUICK —'57 Century Hardtop, $1,630° 
(ps); Special Hardtop, $1,590*. 
"56 Super Hardtop, $1,110* (ps); RM 
conv., $1,100* (ps). 
"55 Super Hardtop, $875* (ps); Special 
Hardtop, $795*. 
"54 Special Hardtop, $660*. 
"53 Super 4-dr., $340°. 
CADILLAC—'57 (62) 4-dr., $3,150° (ps). 


"53 (62) conv., $830* (ps). 
CHEVROLET—'57 Two-ten (8) station 


wagon, $1,600°; 4-dr., $1,260; 2-dr., 
$1,100. 

"56 Corvette, $1,620*°; Bel Air (8) Hard- 
top, $1,190. 


"55 Two-ten (8) 4-dr., $775°. 
"54 Two-ten 4-dr., $625, $500, $470; 2- 
dr., $490; Bel Air Hardtop, $625; One- 


fifty 2-dr., $305. 
"53 Two-ten 4-dr., $365*; Bel Air 4-dr., 
$240°*; One-fifty 2-dr., $195. 
DeSOTO — '56 Fireflite Hardtop, 
(ps). 
"50 Custom 4-dr.. $145*. 


$1,300° 


DODGE—’53 Meadowbrook station wagon, 
$190. 

FORD —'58 Fairlane (8) conv., $1,900* 
(ps). 

‘57 Custom (8) station wagon, $1,550*, 


$1,425, $1,360*; Custom (6) 2-dr., $1,- 
250. 

"56 Custom (8) station wagon, 
Main (8) 4-dr., $600. 

"55 Main (8) station wagon, $665; Fair- 
lane (8) 4-dr.. $645°; Custom (8) 2- 
dr., $515°, $465. 

’54 Custom (8) Hardtop, $660°; 
$440; 4-dr., $425, $360, $315. 

’53 Main (8) station wagon, $400; Main 
(6) 2-dr., $375, $315, $255, $180; Cus- 
tom (8) 2-dr., $200, $185, $180. 

HUDSON—'56 Hornet 4-dr., $750*. 

"55 4-dr., $410. 

MERCURY—’55 Monterey station wagon, 
$1,080* (ps). 

’54 Custom Hardtop, $600*. 

*53 Custom 4-dr., $470*. 
NASH—’'54 Ambassador 4-dr., 
OLDSMOBILE—'57 Super (88) 

$1,670*. 

"55 (88) Hardtop, $1,200* 
(88) Hardtop, $850°*. 

"54 (98) conv., $635*° (ps). 
PACKARD—’55 Clipper 4-dr., $530*. 
PLYMOUTH—’56 Suburban station wagon, 

$880*; Savoy 4-dr., $760. 

’55 Suburban station wagon, $805. 

’54 Savoy 4-dr., $395. 

’53 Suburban station wagon, $220; Cran- 
brook 4-dr., $140. 

PONTIAC—’56 Chieftain 4-dr., 

*54 Chieftain (8) 4-dr., $310*. 

’53 Chieftain Hardtop, $200*, $175*; 2- 
dr., $220* (ps). 

RAMBLER—’55 station wagon, $975*, 
$850*, $740; 4-dr., $675. 

’54 station wagon, $715. 

’51 Hardtop, $195. 

STUDEBAKER—’54 Champion 4-dr., $315. 
MISCELLANEOUS — '55 Chevrolet %-ton 
pickup, $630. 

’54 Henry J sedan, $105. 

"51 Ford %-ton pickup, $190. 

* * * 


$1,275; 


conv., 


$305. 
Hardtop, 


(ps); Super 


$1,025*. 


— Auctions in Brief — 


DETROIT 
Motor City Auto Auction. Sale every 
Monday (Oct, 27). Still steady. Cars are 
scarce. Sold 81% of 356 cars consigned. 


* * * 
INDIANAPOLIS 
Ken schaefer Auto Auction, Inc, Sale 
every Thursday (Oct. 30). Weather: Cool 


and sunny. Prices firm; demand very good 
here as buyers bought up 79% of the 
consigned cars. 

* * 


JENISON, MICH. 

Grand Rapids Auction. Sale every Tues- 
day (Oct. 28). Market still very solid on 
clean and sharp cars. Consignment still 
light for number of buyers, but activity 
very good. 
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That old new-car fever's here again. . . 
. .. so watch for AUTOMOTIVE NEWS’ Auto Show Issue of 1959 models coming December 1 


Again this year the editors of AUTOMOTIVE 

NEWS will publish their annual Automobile Show 

Issue. Here’s what you as an advertiser can look 

forward to in this greatest selling issue of the year: 

1. Every American automobile featured in beauti- 
ful full-color. 

2. Additional illustrations showing principal models 
of each make and top selling features. 


3. A complete section on trucks showing new models 
and other data. 


4. Feature stories about industry suppliers including 
new developments on ’59 models. 


5. Engineering and styling developments. 


6. Prices and specifications of all American auto- 
mobiles. 


7. Advertising news on each make including plans 
for 1959. 


These, and other outstanding features will make 
the December 1 issue of AUTOMOTIVE NEWS 
the most thoroughly read of the year by more than 
44,000 automobile men. For this reason alone, you 
won’t want to miss it. What’s more, over 2,500 
additional copies will be mailed to factory executives 
and their advertising agencies. 


This is the issue which is a favorite of many 
advertisers who want to show their products in 
three or four color. Using full-color is easy in 
AUTOMOTIVE NEWS and costs much less than 
you might think. If you have any kind of three 
or four color plates, your AUTOMOTIVE NEWS 
representative can show you how to utilize these 


in the show issue and, in most cases, completely 
eliminate production costs. 

Don’t miss this big selling issue! Your AUTO- 
MOTIVE NEWS representative has complete de- 
tails. Why not call today! 


NEW YORK: Edward Kruspak, Howard E. Bradley, Ray 
Billingham, Murray Hill 7-6871 


CHICAGO: J. Goldstein, Bill Gallagher, State 2-6273 


DETROIT: R. L. Webber, William R. Maas, Roy Holihan, 
Woodward 3-9520 


SAN FRANCISCO: Jules E. Thompson, Douglas 2-8547 
LOS ANGELES: Robert E. Clark, Hollywood 3-4111 
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The most influential publication in the automotive industry. 


RESERVE SPACE NOW 
1959 AUTO SHOW ISSUE 


Published: Dec 1, 1958 
Closing Date: Nov. 19, 1958 
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Auto Advertising 


By Martin L. Whitmyer 
Staff Writer 

Things are looking up for the 
U. 8S. auto industry in 1959, accord- 
ing to two automotive sales chiefs. 

Edward E. Rothman, sales and 
promotion director on the Ford 
Motor Co. public relations staff, 
told newspaper promotion men at a 
luncheon meeting of the National 
Newspaper Promotion Assn. in De- 
troit they must learn to compete 
not only with each other and radio 
and television, but with an elec- 
tronic computer. 

“The average cost of auto ad- 
vertising has gone from $11.50 per 
in 1950 to $30.69 in 1957 so 
advertising must look to 
and circulation figures com- 
by a digital computer,” 
Rothman said. “And you must 
see that the figures are competi- 
tive,” he said. 

Byron J. Nichols, Chrysler Corp. 
group vice-president, speaking at 
the same meeting, predicted sales 
of 5.4 million cars in 1959, includ- 





Va. Notes Sharp Drop 


In Vehicle Inspections 


RICHMOND, Va. — Despite an 
increase in total registrations in 
the state, a survey has revealed 


that motor-vehicle inspections | 
this fall are running some 70,000 | 


below those for the fall of 1957. 
This trend could lead to the worst 
last-minute jam in the program’s 
history, State Police said. 

The new inspection system, ef- 
fective Jan. 1, 1959, will permit 
car owners to select any of the 
year’s first six months for inspec- 
tion and submit their vehicles 
for reinspection six months later. 








ing imported models amounting to 
about 400,000 units. 

“The economy is moving up and 
forward on a broad front,” 
Nichols said. “Helping to push it 
ahead is a mood of optimism 
among consumers as well as 
businessmen. 

“If this confidence surges far 
enough, it is possible that auto sales 
in 1959 will exceed our most opti- 
mistic expectations,” Nichols said. 

* e * 


U. S. Cars Answer Need 


“The comfortable, well-appointed 
‘horseless carriage’ as we know it 
and as Detroit will build it, will be 
the American family car for some 
years to come, according to W. D. 
Moore, director of advertising and 
sales promotion for Dodge. 

Speaking on “Horsepower, Horse 
Sense and the Horseless Carriage,” 
before The Adcraft Club of Detroit, 
Moore said, “experts on what's 
wrong with the American auto are 
more vocal now than ever before” 
and “never have so many heard so 
much from so few.” 

“But,” he added, “Mr. and Mrs. 
America show no great desire to 
trade the rambling ranch house 
for the bungalow of depression 
days. Likewise, the vast majority 
want a six-passenger car which 
can carry the whole family in 
comfort and style.” 

The American car, according to 


| Moore, is powered to provide satis- 


fying responsiveness and to cruise 
easily at highway speeds without 


working up a lather. It’s big and! 


capable, he said, “because it is 
used widely for vacation, business 
travel and for going places in the 
kind of comfort and security people 
like.” 

Moore said American car styling 
is conceived to convey motion, and 


why w= 
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that “seems more logical than 
designing to look static.” 

Outlining the Dodge advertising 
program, Moore said the firm uses 
all major media as much and as 
often as it can. He pointed out 
Dodge is not afraid to break the 
convention barrier in car advertis- 
ing and, for example, has dunked 
the auto in a California bay, fired 
it out of a circus cannon and 
landed an airplane on it. 

He said he does not believe there 
is such a thing as a poor medium 
for advertising cars “if you take 
advantage of the unique character- 
istics inherent in each.” 

* 


Dodge Pre-Sells Women 


Dodge has been doing a pre-sell 
on its 1959 models in over 70,000 
beauty shops all over the country 
by means of a _ three-dimensional 
viewer placed in their waiting 
rooms and salons. 

Accompanied by a letter from M. 
C. Patterson, Dodge general man- 
ager, the Stere-O-Card was offered 
as something different from the 
usual fashion magazines to read 
while waiting or sitting under the 
dryer. Six actual color photographs 
of the new Dodge can be seen in 
three dimensions. A sales pitch for 
the new Dodge is on the outside, 
and the front of the viewer carries 
a tipped-on actual sample of the 
upholstery in the new cars. 

This is the second year Dodge 
has used this device. Last year 
Dodge covered barbershops all over 


the country in the same manner. 
> > = 


Porter Moves Ad Setup 

The publicity and advertising 
functions of H. K. Porter Co., Inc. 
are being transferred to the Pitts- 
burgh headquarters in the new 
Porter Building at Sizth and 
Grant Streets. 

Corporate publicity and public 
relations in the New York area 
will continue to be handled at 
Wallach-Coz Associates, Inc., 60 
E. Forty-second St., New York, a 
public relations and marketing 
firm which will begin operating 
on Nov. 1. 

. > > > 
Agency Fee Setup Questioned 


Ben R. Donaldson, former director 
of institutional advertising for Ford 


Motor Co., took advantage of a day | 


in his honor at the Detroit Adcraft 
Club to call for a re-examination 
of the present agency fee system 
in the light of present-day business 
relationships. 

Donaldson said many top exec- 
utives look askance upon the 15 
percent paid by media, and “in 
light of all the changes that have 


been made over the years we can | 


well afford to ask ourselves a 
few questions about our present 
commission system.” 

One of the first questions ought to 
be, “What does the agency do for 
me and how well does it do the 
job? Is it receiving adequate com- 
pensation, or are we paying too 
much for its services. When these 
questions have been answered in- 
telligently then the question of 
compensation can be dealt with. 

“I don’t think that anyone can 
answer the question of just how 
advertising agencies should be com- 


pensated for the work they do.| 
Every situation differs. The need | 


now is for advertisers to determine 
their objectives, their requirements 
of an agency and the value of the 
service the agency renders,” Don- 
aldson said. 

= 


= * 
Safety Writers Cited 

Three writers for large metro- 
politan daily newspapers in Vir- 
ginia, Michigan and New York have 
been named winners of the three 
$500 first place awards in the 1958 
Newspaper Safety Writing Compe- 
tition of the American Trucking 
Assns. 

The grand prize winners were: 
James Baker, of the Richmond 
News Leader, first in the single 
story category; Harry Taylor, of 
the Detroit Times, first in the edi- 
torial class, and Walter Froehlich, 
of the Buffalo Courier-Ezpress, first 
for series of stories. 

Altogether, nine cash prizes total- 
ling $2,700 and 22 merit citations 
were given for articles and editor- 
ials which were judged most effec- 
tive in promoting highway safety. 

* +. 


Newspapers Still a Mainstay 
“Newspapers are still the adver- 
tising mainstay of the automobile 
companies,” said Burton Durkee, 
executive vice-president of Bots- 





ford, Constantine & Gardner, Port- 
land, Ore., in a speech before the 
Oregon Newspaper Publishers Assn. 
meeting of admanagers in Portland. 
Durkee was director of advertising 
and sales promotion of the Chrys- 
ler and Imperial divisions of Chrys- 
ler Corp. until joining BC&G last 
August. 

With “the Big Three” spending 
over $100 million a year in news- 
paper advertising alone, the larg- 
est of any media expenditure in 
their industry, Durkee discussed 
the competitive struggle with net- 
work television. 

“If you want an appraisal of the 
selling methods used by your com- 
petition, I think perhaps I would 
rate the television industry as being 
the strongest, if not the most in- 
genious.” 

Imaginative promotion is needed 
if newspapers are to obtain their 
rightful share of automotive adver- 
tising, according to Durkee. “Like 
any other selling effort, its effec- 
tiveness dies when it becomes 
monotonous.” 

= = + 


White Picks Agency 


The Cleveland office of Fuller 
& Smith & Ross Inc. has been 
named advertising agency for 
White Truck and Autocar divi- 
sions of White Motor Co. It is 
effective Feb. 1. 


* + * 


New Times Campaign 


The nation’s biggest resort and 
travel advertising mediu m—The 
New York Times—has embarked on 
an intensive campaign to stimulate 
vacation travel and to promote its 
own resort and travel pages. 

Advertisements in 27 newspapers 
—and in the Times itself—will spot- 
light specific resort areas and tell 
readers to “head for a happy holi- 
day. See America’s biggest vacation 
guide every Sunday.” 

In addition to the Times, the 
campaign will run in 22 New York 
City and suburban newspapers, and 
in newspapers in Boston, Philadel- 


| phia and Chicago. Radio spots will | 


be carried on New York City sta- 
tions as well as on the 11 FM sta- 


PMP SPECIALS! ! 


—. 


tions throughout New York ‘tate 
that comprise the WQXR network. 
+ * * 


Personnel Changes 


James Cope, former Chrysler 
Corp. public relations vice-pres-. 
ident, to president of Selvage @ 
Lee, Inc., public relations firm with 
offices in New York, Chicago and 
Washington. James P. Selvage, 
founder of the organization, be. 
comes board chairman, and Morris 
M. Lee continues as executive vice- 
president. .. . J. P. Schaupner jr, 
assistant advertising manager since 
1955, to merchandising manager of 
Cadillac, replacing W. T. LaRue, 
who was promoted to assistant gen- 
eral sales manager... . J. L. Thorn. 





J. D. Schaupner 

hill, former director of Chevrolet 
truck advertising for Campbell- 
Ewald, to associate account super- 


James Cope 


visor; M. J. Sandling to account 
executive on cars; H. N. Duda suc- 
ceeds Thornhill on trucks; C. F, 
| McLaughlin to Sandling’s former 
post of account executive over the 
| merchandising group, and T. A. 
Tucker from head of Chevrolet field 
services to assistant account exec- 
utive on trucks. . . . William T. 
Scott, group advertising and sales 
promotion manager of Atlas Powder 
Co., Wilmington, Del., and Harry 
L. Darby, vice-president of Winner 
Mfg. Co., Trenton, N. J., to chair- 
man and vice-chairman respectively 
of the public relations committee 
| for the Reinforced Plastics division 
of the Society of the Plastics In- 
dustry, Inc. 





The back pages of every issue of AUTO- 
MOTIVE NEWS contains the WANT AD 
SECTION. Others are profiting from 
AUTOMOTIVE NEWS WANT ADS! Ar 
you? 


Low Prices on 


Top Quality MUFFLERS 


1949, Series 


49-52 Pass. except Conv. Standerd Shift 


50, 70, Super, Roadmaster 
1950-52, All 1953, Series 40, Special 


LIST YOUR 
_ PRICE COST 


$13.00 $5.10 
3.95 


50-53 with power glide except Conv. . 
Truck 1950-56, 6-cyl., 2-2 Ton, All GMC Truck, 


53, 6-cyl., 


54-57, 6 & 8 cyl., Pass. and 
except Conv. & Duals 


49-53, 6 & & Cyl., All Models 1954, 6 Cyl., 
Fairlane, 55, 56, All Models 


1954, 8 Cyl, All Models 
55, 56, 8 Cyl., 


1949-51, 8 Cyl., All Models 


See 8 St, Custom & Medalist 2 Dr. Sed., Cu: 
4 Dr. Sed. & Hardtop, Single Exhaust 

1956, 8 Cyl, Montclair, Monterey, Dual Exhaust sys. .... 

1955, 8 Cyl., MC Custom Single Exhaust System 

1955, MC, Montclair, Monterey Dval Exhoust System 


PONTIAC 


PMP 0992 PONTIAC, 1955, All Models 


CADILLAC 
PMP 3159 


Except Fairlanes, Caav. & Station Wagons 
Truck, 1948-53, 6-8 Cyl., 2-2 Ton, All 


Va-¥%q Ton, FC 100, FC 150, 100-22, 150-22, 


Station Wagon 


4.10 
5.25 
5.25 
5.25 
4.35 


9.10 
11.60 
11.60 
11.60 

9.10 


All Models 


10.64 4.75 





7.65 
7.25 
7.65 
7.25 


16.36 
16.36 
16.36 
16.36 





PONTIAC, 1934-54, All Models 
PMP 0867 KAISER, 1946-47, All Models 
FRAZER, 1947-48, All Models 


4.00 
5.15 


ear = Sed. 





MERCURY 
PMP 6236 


1954 8 Cyl., MB (Exc. Monterey Conv.) 160 HP 





PLYMOUTH 
PMP 2279 


PMP 2281 wegen, 


Lancer, Exc. 


1955-56 (8) Single, Exc. Conv. 
DESOTO, 1956 (8), Firedome, $-24, Firefilite and Estate 
Factory Equipped duals 
1956 (8), D63-1, D-63-3, Coronet, Cust. Royal, 


duals 


PLYMOUTH, 1956 (8), P-29 or Savoy, Belvedere, 
Factory equipped duals 


Exc. Conv., 


PLYMOUTH, 1949-56 (6), Exc. Conv. Cpe. 
DODGE, 1949-56 (6), Exc. Roadster 


Conv. Cpe. & 8 Pass. Sedan 
DESOTO, 1949-52 (6), Exc. 
& 8 Pass. 


All Prices F.O.B., N. Y. 


1146 EAST NEW YORK AVE. 


Conv., Cpe. 


Sedan 
— 1949-52 (6), Exc. Conv., Cpe. 
Pass. Sedan 


BROOKLYN 12, NEW YORK 
Slocum 6-8501 














Keeping 
The hig ones 
rolling 1s 
our business 
00! 


The Post carries more truck advertising... 
more tire and tube advertising...more gasoline, 
oil and lubricant advertising than any other 
magazine. From one leading “steers 
carrier to another, we salute the 
American Trucking Association. 
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Current Prices on U. S. Cars - 





(Copyright, 1958, by Automotive News) 
1959 MODELS 

BUICK—LeSabre—4-dr. sed., $2,804; 2- 
$2,740; 4-dr. hardtop, $2,925; 
$2,849; conv., $3,129; 4-dr. 
wag., $3,320. Invicta—4-dr. 
; 4-dr. hardtop, $3,515; 2-dr. 
hardtop, $3,447; conv., $3,620; 4-dr. 2-seat 


stat. wag., $3,841. Electra — 4-dr. sed., 
$3,856; 4-dr. hardtop, $3,963; 2-dr. hard- 
top, $3,818. Electra 225—4-dr. Riviera sed 


(6-window hardtop), $4,300; 4-dr. hardtop, 
$4,300; conv., $4,192. (Twin-tarbine Dyna- 
flow standard on Invicta, BHlectra and 
Blectra 225. Power steering and power 
brakes standard on Electra and Electra 
225.) 


CADILLAC — Sixty Two —4-dr. hardtop 
(6-window), $5,080; 4-dr. hardtop (4-win- 
dow), $5,080; 2-dr. hardtop, $4,892; conv., 
$5,455; Sedan de Ville 4-dr. hardtop (6- 
window), $5,498; Sedan de Ville 4-dr. hard- 
top (4-window), $5,498; Coupe de Ville 2- 
dr. hardtop, $5,252. Eldorade—Brougham 
4-dr. hardtop, $13,075; Seville 2-dr. hard- 
top, $7,401; Biarritz conv., $7,401. Sixty 
Spectal—4-dr. hardtop, $6,233. Seventy-Five 
—S-pass. sed., $9,533; 


Car-Buying Plans 
Show Big Gain, 
Survey Shows 


NEW YORK.—A big increase in 
the number of persons who say they 
are planning to buy new or used 
cars in the next six months has 
been turned up in a survey of con- 
sumers. 

The increase was noted in the 
first report on a continuing study 
of consumers carried on by News- 
week magazine and the National 
Industrial Conference Board, an 
economic research group. 

The report said that the number 
Planning to buy a car increased by 
20 percent between a consumer 
check-in February and March and 
a second survey in July and August. 

Most recent returns indicate the 
percentage was rising even faster 
in September, Newsweek said. 

Almost half of those interviewed 
in February-March said that it 
was a bad time to buy a car. By 
July-August, the group had dropped 
to 35 percent. 

The magazine said it remains to 
be seen how much of the improve- 
ment can be traced to seasonal en- 
thusiasm as new-model-introduction 
time approaches. No other signif- 
ieant changes in consumers’ plans 
to buy products other than cars 
were noted in the survey. 


limousine, $9,748. 
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2-seat Sport, $3,020.75; 
Sport, $3,130.50. 


PONTIAC—Catalina—4-dr. 
2-dr. sed., $2,633; 
2-dr, hardtop, $2,768; conv., 
2-seat stat. 


(Hydra-Matic, power steering, power brakes 
standard on all models). 


CHEVROLET — (Prices are for six- 
cylinder models. For V-8s, add $118.) 
Biscayne—4-dr. sed., $2,301; 2-dr. sed., 
$2,247; util. sed., $2,160. Bel Air—4-dr. 
sedan., $2,440; 2-dr. sed., $2,386. Impaia— 
4-dr. sed., $2,592; 4-dr. hardtop, $2,664; 
2-dr. hardtop, $2,599; conv., §2,849. Sta- 
tion Wagons—2-dr. 2-seat Brookwood, §$2,- 
571; 4-dr, 2-seat Brookwood, $2,638; 4-dr. 
2-seat Parkwood, $2,749; 4-dr, 3-seat 
Kingswood, §2, 852; 4-dr. 2-seat Nomad, 
$2,897. Corvette—hardtop cpe. or conv. 
(V-8 std.), $3,875. 


CHRYSLER—Windsor—4-dr. sed., $3,- 
204; 4-dr. hardtop, $3,353; 2-dr. hardtop, 
$3,289; conv., $3,620; 4-dr. 2-seat stat. 
wag., "$3,691; "4-dr. 3-seat stat. wag., $3,- 
878. Saratoga—4-dr. sed., $3,966; 4-dr. 
hardtop, $4,104; 2-dr. hardtop, $4,026. 
New Yorker—4-dr. sed., $4,424; 4-dr. hard- 
top, $4,533; 2-dr. hardtop, $4,476; conv., 
$4,889.50; 4-dr. 2-seat stat. wag. $4,997; 
4-dr. 3-seat stat. wag., $5,212. 300-E—2-dr. 
hardtop, $5,318.50; conv., $5,748.50. 
(TorqueFlite, power steering, power brakes 
standard on Saratoga, New Yorker and 
300-E. ) 


DeSOTO—Firesweep—4-dr. sed., $2,904; 
4-dr. hardtop, $3,038; 2-dr. hardtop, $2,- 
967; conv., $3,315; 4-dr. 2-seat stat. wag., 
$3,366; 4-dr. 3-seat stat. wag., $3,508. 

-dr. sed., $3,234; 4-dr. hard- 
top, $3,398; 2-dr. hardtop, $3,341; conv., 
$3,653. Firefilte—4-dr. sed., $3,763; 4-dr. 
hardtop, $3,888; 2-dr. hardtop, $3,831; 
conv., $4,152; 4-dr. 2-seat stat. wag., $4,- 
216; "4-dr. 3-seat stat. wag., $4,358. d- 
ventarer—2-dr. hardtop, $4,427; conv., - 
749. (Torquefiite standard on Fireflite and 
Adventurer. Power and power 
brakes standard on Adventurer.) 


DODGE—Coronet Six—4-dr. sed., 
586.50; 2-dr. sed., $2,515.50; 2-dr. 
top, $2,643.50. Coremet V-8—4-dr. sed., 
$2,707; 2-dr. sed., $2,636; 4-dr. hardtop, 
$2,841.50; 2-dr. hardtop, $2,764; conv., 
$3,089. -dr. sed., $2,934; 4-dr. 
hardtop, $3,068.50; 2-dr. hardtop, $2,990. 
Custom -dr. sed., $3,144.75; 4-dr. 
hardtop, $3,279.25; 2-dr. hardtop, $3,200.75; 
conv., $3,421.50. Station Wagons—4-dr. 2- 
seat Sierra, $3,103; 4-dr. 3-seat Sierra, 
$3,223.50; 4-dr. 2-seat Custom Sierra, $3,- 
318; 4-dr. 3-seat Custom Sierra, $3,438.50. 

EDSEL—(Prices are for V-8 models. 
Deduct $83.70 for six-cylinder Rangers; 
deduct $96.50 for six-cylinder stat. wags.) 

-dr. sed., $2,683.50; 2-dr. sed., 
$2,629; 4-dr. hardtop, $2,755.50; 2-dr. 
hardtop, $2,690.50. Corsair—4-dr. sed., $2,- 
812; 4-dr. hardtop, $2,884.50; 2-dr. hard- 
top, $2,819; conv., $3,072. Station Wagons 
—4-dr., 2-seat Villager, $2,971; 4-dr., 3- 
seat Villager, $3,054.70. 


FORD—(Prices are for six-cylinder mod- 
els. For V-8s, add $118.) Custem 300— 
4-dr, sed., $2,273; 2-dr. sed., $2,219; busi- 
ness sed., $2,132. Fairlane—4-dr. sed., $2,- 
411; 2-dr. sed., $2,357. Fairlane 500—4-dr. 
sed., $2,530; 2-dr. sed., $2,476; 4-dr. hard- 
top, $2,602; 2-dr. hardtop, $2,537; conv., 
$2,839; retractable hardtop (V-8 standard), 
$3,346. Station Wagons 2-dr. 2-seat 


$2,- 
hard- 


. 2-seat Country 
Sedan, $2,678; 4-dr. 2-seat Country Sedan, 
$2,745; 4-dr. 3-seat Country Sedan, $2,829; 
4-dr. 3-seat Country Squire, $2, Thun- 


derbird—(V-8 standard) —2-dr. hardtop, 
$3,696; conv., $3,979. 
IMPERIAL—Custom—4-dr. sed., $5,016; 


4-dr. a $5,016; 2-dr. hardtop, #.,- 
Crown—4-dr. sed., $5,647; 4-dr. 


, $6,- 





dr, 


902; 2-dr. sed., $2,837; 4-dr. hardtop, $3,- 
036; 2-dr. hardtop, $2,958; conv., $3,286; 
4-dr. 2-seat stat. wag., $3,365. Super 88— 
4-dr. sed., $3,178; 4-dr. hardtop, $3,405; 
2-dr, hardtop, $3,328; conv., $3,595; 4-dr. 
2-seat stat. wag., $3,669. Series 98—4-<dr. 
sed., $3,890; 4-dr. hardtop, $4,162; 2-dr. 
hardtop, $4,086; conv., $4,366. (Hydra- 
Matic, power steering, power brakes stand- 
ard on Series 98.) 


stat. wag., 


4-dr. 


005; 2-dr. sed. 
138. Bonneville —4-dr. hardtop, $3,333; 2-dr. 
hardtop, $3,257; _ $3,478; 4-dr. 2-seat 


$1,835; 2-dr. 
seat Deluxe stat. wag., $2,060; 2-dr. 2-seat 
Super stat. wag., $2,145. 
sed., $2,098. Super Six—-4-dr. sed., $2,268; 
hardtop, $2,343; 
wag., $2,562. Custom Six—4-dr. sed., $2,- 
383; 4-dr. 2-seat stat. wag., $2,677. Rebel 
V-8—Super—4-dr. sed., $2,398; 4-dr. 2-seat 


wag., 


$3,53 


Super sed., 


4-dr. 


4-dr. 


4-dr. 


sed., 


aadiaianeiiccnnetiaena tae Deluxe sed., 
$1,920; 2-dr. 


Deluxe Six—4-dr. 


3-seat 


sed., $3,- 


2-seat stat. 


$2,704; 
hardtop, $2,844; 
$3,080; 4-dr. 
$3,101; 4-dr. 3-seat stat. 
wag., $3,209. Star Ohief—4-dr. 
$2,934; 4-dr. hardtop, $3,- 


2-d 


081. 


top 
2- 


ger, 


conv., 
hardtop, $3,577; 


r. 


$2,721; ; , 
$2,840; 2-dr. hardtop, 


power steering, 
all models.) 


—- 


power brakes standard og 


Y¥—Medalist—4-dr. sed., & 617; 


Montelair—4-dr. 


muter, 


$3,635 ; 
$3,775. 


$3,944; 


hardtop, $3,365; 
$3,536; Turnpike Cruiser 
Turnpike Cruiser 
hardtop, $3,495. Park Lane—4-dr. 

2-dr, hardtop, $3,867; 

$4,118. Station Wagons—2-dr. 2-seat 
$3,035 ; 


4-dr. 
(Multi-Drive M 


2-dr. 


4-dr. 


hardtop, §$: 


lard. 
cony., 
som. 


2-seat Commuter, 
$3,105; 4-dr, 3-seat Commuter, $3,201; 2-dr. 
2-seat Voyager, $3,535; 4-dr. 2-seat Voya- 
2-seat Colony Park, 
ere-O-Matic, ower 
steering, power brakes standard on Park 
Lane; Mere-O-Matiec standard on Montclair, 
Voyager and Colony Park.) 


dues - stat. wag., $2,692; Custom—4-dr. sed., $2,- 

oak Guede te (On six-cylinder models, | 513: 4-dr. hardtop, $2,588; 4-dr. 3-seat| PACKARD —4-dr, sed., $3,212; 2-dr, 
° ra V-8 engine). Savoy Six ° » 
stat. wag., $2,807. Ambassador—Super— hardtop, $3,262; 4-dr. 2-seat stat. wag, 

—4-dr, sed., $2,282.75; 2-dr. sed., $2,232; | 4. dr, sed., $2,587; & dr, 2-seat stat. wag.,| $3,384. Hawk-—2-dr. hardtop, $3,995, 
business cpe. (V-8 not offered), $2,142.75. | g9.981. Custom—4-dr. sed., $2,732; 4-dr.| (Fil and power brakes are stand- 
Be! Six—4-dr. sed., $2,439.75; 2-dr. | hardtop, $2,822; 4-dr. 2-seat stat. wag.,| ard on all models.) 
sed., $2,389.25; 4-dr. hardtop, $2,524.75; $3,026; 4-dr. 2-seat hardtop stat. wag., 
2-dr. hardtop, $2,461.25. Station Wagon | ¢3'116. STUDEBAKER—Scoteman 6—4-dr., sed., 
Six—2-dr. 2-seat Deluxe, $2,574.25; 4-dr. f $1,874; 2-dr. sed., $1,795; 2-dr. 2-seat stat, 
—— Deluxe, $2,641; 4-dr. 2-seat Custom, 1958 MODELS wag., $2,055. Chaeapton 6 — 4-dr. = 
$2,761.50. Plymouth V-8—(On the follow- a . as $2,253; 2-dr. sed 1 Commander V-8 
ing models, a V-8 engine is standard and Gr bastion Gaeta: Dar oe eens: —4-dr. sed., $2,378; 2-dr. hardtop, $2.493; 
a six-cylinder engine is not available.) conv $6,283 (Turbo- Drive. power steer- | 4-ar. 2-seat’ Provincial stat. wag., $2,644 
Belvedere — conv. $2,814.25. Fury — 4-dr. ing, ‘power brakes standard on all models.) President V-8—Classic 4-dr. sed., $2,639 


sed., $2,690.50; 4-dr. hardtop, $2,771.25; 
2-dr. hardtop, $2,714.25. Sport Fury—2-dr. 
hardtop, $2,927.25; conv., $3,125.25. Sta- 
tion Wagons—2-dr. 2-seat Custom, §$2,- 
814.25; 4-dr. 3-seat Custom, $2,990.75; 4- 





LINCOLN—Capri—4-dr, sed., $4,951; 4- 


. sed. 
$5,565; 2-dr. hardtop, $5,318. (Turbe-Drive, 


352; 
$3,282. 
Hawk. Heater standard on 


2-dr. hardtop, $2,695. Hawks—Silver Hawk 
6 cpe., $2,219; Silver Hawk V-8 cpe., $2, 
‘Golden Hawk V-8 2-dr. 


hardtop, 


(Overdrive standard on Golden 
‘Seoteman.) 
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“The information contained in this report has been compiled | from official ‘state documents. Every reasonable precaution has been 
qorcted to insure accuracy of this report to the extent of the registrations received 


R. L. Polk & Co. cannot assume any liability by reason of inaccuracies or omissions. mar f L. Polk & 


There has been an interruption in the report for Or 
tember. When they become available, revised totals wil 


. Year-to-date 
be issued by R. L. 


‘olk & Co 


and tabulated at gf ite time the report is published. 


es do not include Oregon figures for July, August or Sep 
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a Sale... 




















..theresS nothing so powerful as an idea 


Better Homes and Gardens makes more sales because it gives people more buying ideas 


Any magazine worth the paper it’s printed on has a specialty. BH&G’s 
specialty is ideas about better living. How to plan and do and buy 
things to make family life more enjoyable—at home or away from home. 
The family members who read Better Homes and Gardens (an 
average of 15% million every month) are eager for BH&G’s brand 
of what-to-do and how-to-do-it ideas. In the pages of their favorite 
idea magazine, reality becomes 
more fascinating than fiction. 






That’s why so many BH&G readers “live by the book” —and that 
means they buy by it, too. 

In Better Homes and Gardens’. climate of ideas, advertising is 
particularly inviting and persuasive. Any product—from automobiles 
to zinc ointment—that can help families to live more pleasantly or 
abundantly can be profitably advertised in BH&G. Meredith of Des 
Moines . . . America’s biggest publisher of 
ideas for today’s living and tomorrow’s plans 








During the year 1/3 of America reads 
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AUTOMOTIVE NEWS, NOVEMBER 10, 1958 


sable Income Upswing.. . 





Economist Sees Hope 


Of 7-Million Year 


(Continued from Page 8) 


have distributors and retailers for 
certain foreign makes. 

2. Two “outstanding” six-cylinder 
European models have not yet been 
introduced in the U. S. by General 
Motors (Vauxhall Cresta and Opel 
Kapitan). 

3. Deliveries are still “substan- 
tially delayed” on the Volkswagen. 

4. “High market values of sec- 
ond-hand Volkswagens and Ram- 
blers are symptoms of an as yet 
unsaturated market.” 

Brems defined small cars as 
those with a wheelbase of 108 
inches or less. Whatever is true of 


Here’s ALL YOU NEED to 
REPAIR your HYDRAULIC JACK! 





JACK REPAIR KITS & JACK OIL 


Save Money—try a Jack-Pack! 
No more big jack repair bills. 

No more high freight charges. 

No more long tie-ups 

of equipment. 


== 


MAFG. COMPANY 


ORDER FROM 
2115 N. MARIANNA AVE. | 
YOUR JOBBER! OS ANGELES 32, CALIF. 





Make passersby stop, look, COME IN AND 
BUY. Priced within every dealers budget. No 
Pit—No Holes. Just plug into nearest elec- 
trical outiet. For indoor or outdoor display. 
Write for free literature. 
AMERICAN STAGE EQUIPMENT 
805 East 134 St., Bronx 54, N. Y. 





Ready Made Auto Headlinings 


Send Samples you want matched. 
Hundreds of factory matching colors. 
ANY CAR or $9 00 Prepaid Or 
STATION WAGON . c.0.D. 
ANY COLOR. 
Leatherette Headlinings $15.00 Prepaid 
ALEXANDER AUTO HEADLINING CO. 
5440 Monte Vista St., Los Angeles 42, Calif. 


Protect Your Showroom Fleer With D & M Under Cer Covers 


MOTOR MASTER provucts'core. 
BOX 96., DEFIANCE, OHIO 


1 UNDERSTAND | CAN MAKE MORE 
MONEY BY HANDLING THE FOLLOW- 
ING AUTOMOTIVE ITEMS. PLEASE 
SEND DETAILS. 
OGENUINE BLUE CROWN SPARK 
PLUGS. 
OMOTOR MASTER UNIVERSAL 
JOINT KITS. 
NAME 
STREET 
CITY & STATE 





large models, models in this cate- 
gory appear “quite sensitive to 
price,” a factor which should be 
of interest to major U. S. producers 
if they enter the small car market, 
he said. 


“Rambler sales in California are 
merely one-fifth of imports (foreign 
cars), while they are 2% times 
imports in Wisconsin,” Brems de- 
clared, “Other factors, admittedly, 
may be at work. Californians are 
perhaps more internationalist than 
Midwesterners. But it is difficult to 
believe that price is not a major 
factor.” 


On the East and West Coasts, 
Brems explained, the public can 
buy foreign makes at the port of 
entry, paying little additional trans- 
portation charge, if any. Transport 
charges for Ramblers, in contrast, 
give it a price advantage in the 
Midwest, he said. 

Economic recovery will con- 
tinue into 1959, but there are no 
signs of another boom in con- 
sumer buying like 1955, Prof. 
George Katona, of the University 
of Michigan, told the conference. 

Katona, who heads the economic 
program of the U-M survey re- 
search center, observed that the 
proportion of families encouraged 
to buy durables by rising incomes 
was lower than during most past 
years, and the proportion of fami- 
lies discouraged by unemployment, 
shorter working hours or lower 
profits was higher. 


He emphasized, however, that the 
Center would report new data on 
consumer income and buying atti- 
tudes later this month. 


Katona pointed out three factors 
contributing to a relatively favor- 
able outlook for automobile sales: 

1. Consumer debt is less burden- 
some now—many families have paid 
off the installments on their pres- 
ent cars. 

2. The proportion of families 
owning a relatively new car—say, 
a model less than three years old— 
is smaller now than at any time 
since 1956. 

3. Consumer attitudes toward 
prices have im proved— more 
people believe it’s a good time to 
buy because they do not think 
automobile prices are rising. 
(Still, many people consider auto 
prices “too high.”) 

Katona said that public reaction 
to new models, a fourth element in 
the auto outlook, cannot as yet be 
appraised. 

“It remains to be seen whether 
the 1959 models will stimulate many 
people to carry out their cherished 
dream of becoming a two-car fam- 
ily,” he said. 

According to currently available 
indications, improvement in auto- 
mobile and other consumer durable 
sales in 1959 will probably be rela- 
tively modest, he concluded. 

“Worrying about a boom or im- 
posing credit controls does not ap- 
pear justified at this time,” he said. 

Edmund A. Mennis, research di- 
rector for the Wellington Co., Phil- 
adelphia, manager of the Welling- 
ton Fund, predicted that the general 
business recovery will continue 
through next year, although the 
rapid rate of recovery this spring 
and summer probably will not con- 
tinue. 

“The rate of advance may be 
perceptibly slower in 1959, although 
the recovery may broaden out,” he 
said. 

Starhl W. Edmunds, Ford divi- 
sion manager of economic studies, 
told the conference that dollar 
output of goods and services will 
climb rapidly in the next few 
months and reach a record high 
in 1959. 

Car sales, he said, could add as 
much as an additional $2 billion in 
retail value to the economy. Among 
factors tending to boost car sales 
he listed a moderate increase in 
real income, higher used-car prices 
early in the model year, the sub- 
stantial reduction of consumer debt 
in 1958 and higher savings of con- 
sumers. 

A University of Michigan eco- 
nomics professor, John B. Lansing, 
also said the nation’s output of 





goods and services would climb in 
1959. He predicted a 5-percent in- 
crease. 


Two speakers said that popular 
fears of inflation may prove to be 
unfounded. 


Robert W. Storer, vice-president 
of Detroit's Manufacturers Na- 
tional Bank, said the nation may 
see “no significant price inflation” 
during 1959. 

Another banker, M. Dutton More- 
house of Brown Brother, Harriman 
and Co., New York, said “the price 
level over the next few years will 
be relatively stable.” He added that 
predictions of inevitable and con- 
— inflation may not prove 
rue. 


Herbert Stein, director of the 
research division of the Committee 
for Economic Development, said 
the recovery from the 1957-58 re- 
cession may have given support to 
mistaken complacency about the 
nation’s ability to recover from 
recessions. 


He said the recent downturn 
came at a time when a number 
of factors were ready to start the 
recovery — increased defense 


Safety Foundation 
Names Chairman, 


Seven Directors 


CHICAGO.—Stanley Hope, former 
president of Esso Standard Oil, has 
been elected board chairman of the 
Automotive Safety Foundation, suc- 
ceeding Lt. Gen. Levin H. Campbell 
jr.. who retired after Serving six 
years as chairman. 


A member of the foundation’s 
board since 1954, Hope also has 
been vice-chairman, representing 
the petroleum industry, and a mem- 
of the ASF operating commit- 

ee. 


John F. Gordon, newly elected 
president of General Motors Corp., 
was chosen as a member of the 
operating committee, succeeding 
Harlow H. Curtice, former GM 
president. 

Curtice and four other retired 
board members who have been ac- 
tive in leadership of the foundation 
since its establishment in 1937 were 
named honorary trustees. The 
others include Alfred P. Sloan jr., 
honorary GM board chairman; Al- 
exander Fraser, former president of 
Shell Oil Co.; B. E. Hutchinson, 
former chairman, finance commit- 
tee, Chrysler Corp.; and Paul G. 
Hoffman, former president, Stude- 
baker Corp. 

Gordon also was named to the 
board of trustees. Other representa- 
tives of the automobile industry 
added to the board include H. E. 
Churchill, president, Studebaker- 
Packard Corp.; J. J. Timpy, vice- 
president, American Motors Corp., 
and Harry A. Williams, managing 
director, Automobile Manufacturers 
Assn. 

New trustees from the automo- 
tive parts and accessory industry 
include James Falvey, president, 
Electric Auto-Lite Co.; R. A. Stran- 
ahan jr., president, Champion Spark 
Plug Co., and John D. Wright, pres- 
ident, Thompson Products Co. 
James F. Oates jr. president, 
Equitable Life Insurance Society, 
wes named to the board represent- 
i. life insurance companies. 

o 





ASF Elects Chairman— 


Stanley Hope, left, who recently retired 
as president of Esso Standard Oil Co., 
was elected board chairman of the Auto- 
motive Safety Foundation at its annual 
meeting in Chicago. Hope, shown here 
with J, O. Mattson, foundation president, 
succeeds Lt. Gen. Levin H. Campbell as 
the foundation's chairman. 


spending, higher payments under 
the farm program and more lib- 
eral Government support to hous- 
ing. 


“These conditions will not always 
be present and I am not sure that 
we are intellectually prepared to 
find substitutes or even recognize 


the need for them,” he warned. 


GMAC Earnings 
Climb as Volume 
Shows Decrease 


NEW YORK.General Motors 


Acceptance Corp.’s profit for the 
first nine months of this year was 
more than $9 million above earn- 


ings in the like period of last year 


despite a falloff in financing vol- 
ume. 


Profit for the nine months was 
put at $40.2 million this year, com- 
pared to $31 million last year. 
Earnings in the third quarter were 
$12.2 million this year and $9.3 mil- 
lion last year. 

The improved results were traced 
to a lower average interest rate 
paid on borrowings, higher earn- 
ings of the insurance subsidiary 
and smaller provisions for losses. 

Retail installment contracts pur- 
chased in the first nine months of 
this year totalled $2,395.3 million, 
compared to $2,874.8 million in the 
like period of last year. 

New wholesale business in the 
nine-month periods amounted to 
$3.702.4 million this year and $4,- 
498.4 million last year. 

Retail receivables outstanding on 
Sept. 30 totalled $3,328 million, com- 
pared to $3,615.7 million a year 
earlier. Wholesale credit outstand- 
ing on Sept. 30 amounted to $392.7 
million, compared to $657.6 million 
a year earlier. 








FTC Charges 
Capital Dealer 
With Ad Frauds 


WASHINGTON.—A local used- 
car dealer was charged by the 
Federal Trade Commission with 
misrepresenting the interest rates 
and guarantees on the automobiles 
he sells. 

Cited in a Commission complaint 
is Lester C. Carr, the sole owner of 
Classic Motors, Inc., 619 Massa- 
chusetts Ave. N. W. Carr formerly 
operated as Carr Discount, Inc, 
until April of this year when he 
sold that business, the complaint 
notes. 

The complaint alleges to be false 
Carr’s newspaper advertising that 
used cars are offered at “bank rate 
financing” and carry a “100 percent 
parts and labor guarantee” or “100 
percent blue seal guarantee.” 

The complaint charges that most 
purchasers must pay financing rates 
higher than those customarily 
charged by banks. Nor are these 
used cars unconditionally guaran- 
teed as claimed; many are not 
guaranteed at all, and any guaran- 
tee made by Carr is subject to con- 
ditions and limitations, the com- 
plaint states. 

Also false is the claim that the 
U. S. Government certifies sales to 
military personnel, the complaint 
alleges. 

Carr is granted 30 days in which 
to file answer to the complaint. A 
hearing is scheduled Jan. 6 in 
Washington before an FTC hearing 
examiner. 


Cameron Adds Toyopet 

Cameron Pontiac, Inc., Sacra- 
mento, Calif., has been awarded a 
franchise for the Japanese Toyopet. 


Pricing Compliance Plea 
Made to Warehouse Men 


KANSAS CIT Y.—Robert S&S. 
Weber, legal counsel for the Auto- 
motive Warehouse Distributors 
Assn., told about 300 association 
members at the llth annual con- 
vention here last week that auto- 
motive price discrimination laws 
“were written to be followed by 
everyone.” He urged AWDA mem- 
bers to conform with the associa- 
tion’s rules on the subject. 

Weber presented a complete re- 
view of all Federal Trade Commis- 
sion investigations of price discrim- 
ination in the automotive industry 
and noted that at least six manu- 
facturers had violated trade prac- 
tices. 

He said the AWDA would con- 
tinue to survey its members by 
using an annual questionnaire on 
which warehouse distributors 
must answer five questions con- 
cerning their sales connections 
and practices. Violation of the 
association’s bylaws would mean 
the member’s resignation. he said. 

In a joint meeting, the ware- 

house distributors and manufac- 
turers agreed that both should 
work more closely together and 
that the manufacturer’s advisory 
council organized three years ago 
had helped in that respect. 

Charles E. James, executive vice- 
president of the Kansas City Bank 
and Trust Co., served as moderator 
of a panel discussion on warehouse 
inventories. Distributors were told 
how the Small Business Adminis- 
tration Act recently passed by Con- 
gress could help them get additional 
financing for distribution outlays. 

New AWDA officers elected were: 
President, Thomas S. Perry, At- 
lanta; first vice-president, Ernest 
A. Tapp, Kansas City; second vice- 
president, Robert S. Weber, Mil- 
waukee; secretary, Bernard Bock, 
New York; treasurer, Paul L 
Livoni, Los Angeles, and Walter 
Devine, Boston, immediate past 
president of the association and 
ex-officio member of the board. 

Other board members elected 
were: A. P. Walter, Chicago; 
John Vida, Philadelphia; J. R. 
McLean jr., Norfolk, Va.; F. R. 
Middleton, Fremont, O., and Don 
M. Hanson, i 

Members elected to the manu- 
facturer’s advisory council were: 
Jack F. Whitaker, Whitaker Cable 
Corp., Kansas City, chairman; J. B. 
Bushyhead, Moog Industries, Inc., 
co-chairman; Walter Nash, Monroe 


Auto Equipment Co.; James Flana- 
gan, Pratt Industries; Richard 
Wolff, Automotive Transmission 
Parts: T. H. Everett, Monkey-Grip 
Sales Co., and Sydney Smith, K and 
W Products. 

More than 400 members attended 
the sessions. 


Auto Pape 


r Shows 
$181 Million Dip in 
Month, FRB Says 


WASHINGTON. — Consumer in- 
stallment credit declined $74 million 
during September, the Federal Re- 
serve Board reported. Installment 
credit outstanding on Sept. 30 was 
$33,158 billion, a drop of $257 mil- 
lion in a year. 

The decline in the credit total 
resulted primarily from a decrease 
in automobile paper. This category 
stood at $14,444 million at the end 
of the month, down $181 million 
during September and down $1,112 
million from the year-earlier total. 

All other types of installment 
credit increased during the month. 
These types are personal loans, re- 
pair and modernization loans and 
other consumer goods paper. 

The auto paper was held in this 
manner: Sales finance companies, 
$6,601 million—down $129 million 
for the month and down $956 mil- 
lion for the year. Commercial 
banks, $6,198 million—down $52 
million for the month and down 
$186 million for the year. 


Oct. Jeep Sales 
Hit 2-Year High 


TOLEDO.—Retail sales of Jeep 
vehicles in October were the high- 
est of any month since December, 
1956, according to C. W. Moss, gen- 
eral sales manager of Willys Sales 
Corp. ; 

It marked the third successive 
month of rising retail deliveries 
and was coupled with the largest 
monthly volume of factory sales to 
dealers since November, 1955, Moss 
said. 

Jeep special equipment, accesso- 
ries and parts sales also were at 
a new high and reached the highest 
dollar volume ever recorded by the 
company, he announced. 
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Here’s Score on Accessory Prices 


(Continued from Page 1) 


Most owners want a radio, and 
nearly 70 percent in this field insist 
on automatic transmission. 

* * * 

ADIO, transmission and heater 
R add $323 to the price of a Ford, 
$337 to a Plymouth and $363 to a 
Chevrolet. Rambler Six prices them 
at $351 and Studebaker at $350. 

In each case, the total includes 
pushbutton radio, fresh-air heater 
and lowest-priced automatic 
transmission offered by the manu- 
facturer. 

Ford and Chevrolet charge $118 


—_— 


Obituaries 


Charles H. Jenkins, 77; 
All-Make GM Dealer 


AULANDER, N. C.—Charles H. 
Jenkins, 77, pioneer auto dealer and 
for two years a director of the 
North Carolina Automobile Dealers 
Assn., died at his home here Nov. 
1 of an apparent heart attack. 

He entered the automobile bus- 
iness here in 1912 and later ex- 
tended dealerships to several other 
jocalities in this section. He was 
the only dealer in the U. S. who 
handled all of General Motors’ 
products under one roof. He was 


a former state senator. 
. 2 © 


Peter F. Mack Sr., 84; 
Pioneer Illinois Dealer 


CARLINVILLE, Ill. — Peter F. 
Mack sr., 84, one of the first auto 
dealers in Illinois, died Oct. 31. His 
firm, Mack Motors, Inc., has been 
a Ford dealership since 1938. 

Mr. Mack entered the auto busi- 
ness in 1919 and had been a Chev- 
rolet, Dodge, Chrysler and Plym- 
outh dealer before receiving the 
Ford franchise. 


E. Alex Molenske, 58; 


Ohio Ex-President 


YOUNGSTOWN, O.—E. Alex 
Molenske, 58, three-term president 
of the Ohio Automobile Dealers 
Assn., died here Oct. 29. He also 
had been president of the Youngs- 
town Automobile Merchants Assn. 

President of Trinity Motors 
(Edsel-Rambler), he also had auto 
agency interests in Akron and 
Pittsburgh. He once sold Franklins 


and was an antique car collector. 
7 = > 


Robert W. Appleton 





BUFFALO.—Robert W. Appleton, 75, 
former director of purchasing for the 
oid Pierce-Arrow Motor ‘o., died Oct. 25 


in Hollywood, Calif. 
* * * 

Morris E. Wire 
LOCKPORT, N. Y.—Morris EF. Wire, 69, 
who formerly operated an auto dealership 


here. died Oct. 27 in Lake Worth, Fila. He 
founded the dealership in 1925 and re- 
tired in 1955. 


* * 
Henry F. Bickerstaff 
RICHMOND, Va.—Henry F. Bickerstaff, 
% head of Joseph L. Bickerstaff's Sons, 
Oldest auto jobber firm in Richmond, died 
Oct. 28. The firm was founded by his 

father. 
* * * 
Robert O. Forrest 

HILLSBORO, N. C.—Robert Oswin For- 
rest, 54. owner and operator of Eno Chev- 
Tolet Co. here, died at his home Oct. 25. 

* * * 
John H. Truett Jr. 

NEW ORLEANS.—John H. Truett jr., 
67, used-car dealer, died Oct. 29 of a heart 
attack, He was the brother of the late 
F. E. Truett, who had the Nash dealership 
here in the early ’20s. 

* * 


* 
Duke Barington 
MINNEAPOLIS. — Carr C. (Duke) Bar- 
nm, who formerly was president of 
Barington Chevrolet Co. here until it was 
Sold last year, was killed Oct, 30 in an 
auto accident while on a duck hunting 
trip in North Dakota. 
* * * 
Carl Stuhlreyer 
BELLVUE, Ky. — Carl 3tuhlreyer, 54, 
comptroller and secretary of Grote Mfg. 
Co., died Oct. 24. He also was vice-presi- 
dent and president-elect of the Motor & 
Equipment Manufacturers Assn. 
* 


* * 
Daniel John Doody 
CHICAGO. — Daniel John Doody, 65. 
former automotive advertising manager of 
the Chicago Sun, died Oct. 28. 
* * * 
James P. Ryan 
CAZENOVIA, N. Y.—James P. Ryan, 
42, died Oct. 30 in Oneida City Hospital 
after a brief illness, He had operated a 
dealership here for many years, 
* * * 


Charles B. Spase 
SYRACUSE, N. Y.—Charies B. Spase, 
f engineer of automotive development 

at Lipe-Roliway Corp., died here Oct. 9. 
He had been an authority in the design and 
application of heavy-duty automotive 
hes for more than 40 years. During 
World War II, he developed, tested and 
Put into production a clutch unit which 
Was used in the Army’s M-3 tank. 


more for a V-8 engine than for a 
six, while Plymouth’s price is 
$119.50 on models where both power 
plants are offered. 


Rambler gets $130 more and 
and Studebaker charges $135 on 
the units which are available with 
a choice of engines. 

+ > * 

-: THE medium-priced field, the 

transmission-s t e e rin g-brakes- 
radio-heater package costs from 
$555 to $585 on Pontiac, Mercury 
Monterey, Buick LeSabre, Oldsmo- 
bile 88 and Super 88 and Chrysler 
Windsor. 


Dodge Coronet buyers pay $504, 
and the DeSoto Firesweep price 
is $530. In these series, Power- 
Flite transmission ($189) may be 
selected instead of TorqueFlite 
($227). 

Edsel, which also has two trans- 
missions, offers these five options 
for $454, which is comparable to 
the amount charged in the low- 
priced field. 


Transmission, brakes and steer- 
ing are standard on many of the 
more expensive series in the me- 
dium-priced field and on all models 
in the luxury class. Radios and 
heaters, however, are standard only 
on Continentals and Cadillac El- 


dorados. 


* * * 


equipment charges boost- 

ing sticker prices by several 

hundred dollars, many dealers un- 

doubtedly will order more stripped 

models from the factory in an 

effort to keep the sticker as low 
in most cases. 


Dealer installations of power 
brakes, power steering and radios 
will increase, but heaters will 
continue to be factory installed 
in most cases. 


A Midwest Ford dealer remarked 
last week, “I wouldn’t order a car 
without a heater unless the cus- 
tomer insisted on it.” 


In a nationwide survey, Avromo- 
tTrve News found dealers almost 
evenly divided on the question of 
ordering more stripped models to 
keep the sticker price low—47 per- 
cent said they would request more 
such cars, while 53 percent said 
the sticker law will not change 
their ordering policies. 

> > a 
ANY dealers who will order 
just as they did before the 
sticker law commented that labor 
rates make it too expensive to in- 
stall power equipment in their 
own shops. 

Among those voicing this senti- 
ment were a Western Chevrolet 
retailer and Chrysler-Plymouth 
dealers in New York and Massa- 
chusetts. 


A Michigan Ford dealer said 
he will continue to order most 
cars without power brakes, but 
not simply to lower the sticker 
price. “It’s hard to sell a cus- 
tomer on power brakes,” he said. 
“If they’re on the car, we often 
have to throw ’em in for noth- 
ing.” 

An Ohio Big Three dealer who 
plans to order more stripped units 
also commented on labor rates. He 
said dealer-installed power steering 
costs him $12 more than factory in- 
stallation. 

In Detroit, a Chevrolet dealer 
who had been switching power 
steering and power brakes from 
car to car when needed, said he 
will order more stripped units and 


* * * 


How Equipment 



























Automatic 
Transmission* 

0 RI S| $199.10 
ae 189.60 
Plymouth ........... ... 189.10 
Rambler Six ..... ... 199.50 
Studebaker ........ .-. 199.50 
a .. 189.60 
Dodge Coronet .... ... 189.10 
RI a isdicainai ... 23L34 
Buick LeSabre ........... ... 220.38 
Mercury Monterey ...... .. 225.80 
DeSoto Firesweep ............ 189.00 
Oldsmobile 88, Super 88.... 231.34 





*—Figures are for lowest-priced automatic transmission Offered by these makes. 


rely on factory-supplied steering 
and brake kits to take care of 
orders for these options. 
= * + 
MAJOR equipment items, 
many dealers feel they make 
more profit if the item is factory 
installed than if it is dealer in- 
stalled, although a _ Detroiter 


snorted: “The profit is the same in 
each case—zero.” 
Radios are an exception. Deal- 


ers in several lines said they pre- 
fer to buy their radios from out- 
side suppliers, Some mentioned 
savings as high as $20 per unit. 

Ford division undoubtedly had 
that in mind when it cut radio 
prices drastically this year. A ’59 
Ford pushbutton radio retails for 
$58.50, compared with $77.10 last 
year. Plymouth’s retail price is $73, 
and Chevrolet’s is $84. 

Chevrolet dealers reportedly can 
get a better price by ordering 
factory radios in large lots. This 
is said to bring the wholesale price 
in line with that of radios furnished 
by other makers. 





By Parts Makers... 


Auto Pattern Fought 


(Continued from Page 2) 


to separate bargaining locally. 
After a strike, the firm reached an 
agreement following the auto pat- 
tern. 

Another pattern settlement was 
reached by Warner gear division, 
Borg-Warner Corp., at its Muncie 
(Ind.) plant. The firm supplies 
automatic transmissions to Amer- 
ican Motors Corp. 

A number of major suppliers have 
yet to settle their differences with 
the union. 

Electric Auto-Lite Co., Toledo, a 
major source of electrical com- 
ponents for Chrysler Corp., is de- 
manding contract concessions from 
the UAW. The company already is 
faced with a big loss of its auto 


business because of Chrysler’s de-| 


cision to put the work into its 
own plants. 

Sealed Power Corp., Muskegon, 
Mich., was hit by a strike after the 
company demanded improvements 
in work standards. 

Employes at American Metal 
Products Co., Detroit, have been on 
strike since Sept. 26 in a dispute 
over the working agreement. The 
company supplies seat assemblies 
and other products. 

A strike at Pittsburgh Plate 
Glass Co., if it continues much 
longer, will affect Chrysler Corp. 


and AMC customers for auto win-| 


dow glass. 
> > > 


Local Votes S-P Strike 


-* OTHER labor news, the UAW 
has announced that members of 
Local 5 have voted to authorize a 
strike at Studebaker-Packard Corp. 

Local 5 and S-P have been 

negotiating on a new contract to 
replace the one that expired on 
Sept. 1. 

T. Forrest Hanna of Local 5 said 
the routine strike vote is still sub- 
ject to approval by the interna- 
tional union. He said it would be 
used “only at the discretion of the 
local’s executive board.” 

Negotiations on a new contract 
reportedly have been held up be- 
cause of failure to reach agree- 
ment on pay issues. Union officials 
refused to discuss the issues, but it 
was reported that management 


Foam Cushioning Up 10% 


AKRON.—Goodyear’s foam prod- 
ucts division has announced price 
increases on foam cushioning, ef- 
fective Dec. 1. The increases, ac- 
cording to a company spokesman, 
will vary according to different 
sizes or types of cushioning, but 
will be at a minimum of approxi- 
mately 10 percent. ; 


Prices Compare 


Power Power Pushbutton Fresh-Air 
Heater 


Steering Brakes Radio 
$75.35 $43.05 $ 84.00 $ 80.25 
715.30 43.20 58.50 74.50 
76.60 42.60 73.00 74.40 
69.50 37.95 715.65 76.00 
68.86 37.66 79.90 71.00 
81.80 43.25 64.95 74.45 
92.15 42.60 86.50 93.55 
107.50 43.00 101.65 101.65 
107.50 43.00 102.13 102.13 
107.50 43.75 87.00 91.40 
106.30 42.60 94.20 97.80 
107.50 43.00 101.65 101.88 
107.60 43.50 99.80 101.90 
Std. Std. 164.60 128.70 
Std. Std. Std. Std. 
Std. Std. 168.80 136.30 
Std. Std. 164.20 129.00 





asked the union to freeze pay rates 
at the current level for one year. 


On the dealership front, union 
attempts to win representation were 
defeated in two out of three na- 
tional Labor Relations Board elec- 
tions. 


In Brooklyn, service shop em- 
ployes at Kinney Motors, Inc. 
(Chevrolet), voted 20-9 against 
representation by UAW Local 259 
and 55, the petitioners. 


In Philadelphia, Machinist Dis- 
trict 1 lost by a 48-6 vote after 
petitioning for an election among 
maintenance and service em- 
ployes at Degnan Chevrolet, Inc. 

In Des Moines, Teamsters Local 
| 90 received all six votes in a repre- 
sentation election among all re- 
conditioning specialists, car wash- 
ers, car polishers, lot men car 
jockeys and maintenance men at 
Friedman Motors, Inc. (Chrysler- 
Plymouth). 


Chrysler Shifts 
Biggers, Seidel, 
Piot, Van Dagens 


DETROIT. — Four new assign- 
ments in Chrysler Corp’s general 
sales office were announced by E. 
C. Quinn, general sales manager. 


R. L. Biggers was appointed di- 
rector of government and military 
|} automotive product sales. He will 
|continue as president of the com- 
pany’s Fargo fleet sales division. 


N. W. Seidel was named director 
of fleet sales. 


M. L. Van Dagens moved up to 
director of sales training. 


L. W. Piot became manager of 
MoPar dealer sales. 

Biggers has been associated with 
| the automobile industry since 1919 
|} and with Chrysler Corp. since 1930. 
|He was made president of Fargo 
| in 1937. 
| Seidel joined Chrysler in 1929 in 
the sales department of the fleet 
sales division. 

Piot joined MoPar division 
1941. 

Van Dagens joined Chrysler in 
1935 as a district service repre- 
sentative. 


Speakers Named 
For NADA Talks 


In New Orleans 


WASHINGTON. — Speakers for 
two NADA management service 
conferences in New Orleans Nov. 
13-14 have been announced. 


The Nov. 13 conference on “Con- 
trolling Profits” will be addressed 
by: 

Dave Reese, Dave Reese Oldsmo- 
bile, Drexel Hill, Pa; Bob Mc- 
Adams, Hippodrome Motors, Nash- 
ville; Walter Kelly jr.. Kelly Motor 
Co., Marietta, Ga.; F. Earl Wallace, 
Earl Wallace Ford, Inc., Delray 
Beach, Fla. 

J. Parker Taylor, Gaynor-Taylor, 
Inc., Stratford, Conn.; J. A. Thomp- 
son, Leased Vehicles, Inc., Atlanta, 
and Paul Herzog, NADA research 
director. 

For the “Vehicle Leasing” pro- 
gram Nov. 14, the following panel 
discussions are slated: 

“The Business of Leasing Autos 
and Trucks,” “Actual Case History 
of a Small Dealer’ and “Nuts and 
Bolts of Auto and Truck Leasing.” 
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YOUR CUSTOMERS CAN TELL THE 


DIFFERENCE 


. .. when they change to WoLr’s 
Heap. And it’s an important dif- 
ference to them. It’s an important 
difference to you, too, because 
satisfied customers keep coming 
back for more. Be sure to stock, 
display and sell Wo.r’s Heap, 
100% Pure Pennsylvania—the 
superior premium quality motor 
oil that makes the difference. 

@ Lower oil consumption 

@ Smoother engine performance 
®@ Satisfied customers 

@ Greater profits 


sty 
b=) 
WOLF'S HEAD OL REFINING CC 








Sewite 
BUILD Y BUSINESS 


WITH STEMAC INDIVIDUALIZED 


DEALER NAME PLATES 


Identified and satisfied cus- 
tomers 


Typical 
details on request. 


Aorgiere - Ftemat nc. 


5434 So, Delaware, Littleton, Colo, 








the JOHN O. MUNN CO. 
Aad we'll send you the correst issue of cur 


Monthly ADVERTISING and 
SALES PROMOTION SERVICE 


@ DON'T SELL just half your dealership! 
Alert dealers have profited by ovr 
ideas since 1919. 

YOUR FIRM NAME is your only 


natural . Your most valv- 
able asset, exclusive sales tool! 
EVERY MONTH you will receive o 
file folder pocked with ideas for new 
and used car sales - service and lube 
promotions - ne , radio and 
direct mail > 

MUNN AUTOMOBILE NEWS- 
LETTER, authoritative digest of 
industry news is FREE with each issue 
of the marketing service! 


MOTOR IDEAS 


the JOHN O. MUNN CO 











GET THE MOST 
FOR YOUR MONEY 


WITH A M ANLEY 


THE PIONEER IN 
WRECKERS 
3 to 20 . 
Ton S 


@® 3 Ton to 20 Ton models available 
from stock 
ENGINEERED FOR 
STRENGTH AND DURABILITY 


Mantey—A Division of Dept. 
AN-11-4 


Motors Corp. 
1234 N. 62nd St., Milwaukee, Wis. 
Please send detailed information 
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The Man Behind the Wheel... 





Sales Testing the Imports 


(Continued from Page 8) 


Buzzing across Texas at a steady 
45 or 50 miles an hour in a tiny 
car would not be pleasure, and 
we'd be the last one to suggest 
comfort of the 600 is in any way 
acceptable for such use. Around 
town, and short rural trips, yes. 
Across the country, no. 

We didn’t test the 500, which has 
much the same interior dimensions 
of the 600. The 500 has a twin- 
cylinder air-cooled engine in the 
rear putting out 13 horsepower. 
For fun, for shopping, or for “baby” 
this would be a nice car. It is strip- 
ped and cheap, with adequate safety 
factors in a car so small. 

7 ca * 


Testing the 1100 


UR 1100 test was a little more 

extensive than our runs with 
the 600. We drove the car nearly 
500 miles in Los Angeles traffic and 
averaged 25.4 miles per gallon. 

The next question is, “What's 
an 11007” From the outside it 
looks a little like a four-door se- 
dan you've never seen before. Both 
doors are hinged at the middle, 
there’s a four-cylinder, overhead- 
valve engine in front and a trunk 
in the rear. 

Most folks commented first on) 
the lack of front door ventilators | 
and the use of clear plastic deflec- 
tors in the upper rear corners of 
the window area. Doors are not 
overly large and I had trouble get- | 
ting into the front seat, and almost 
failed to get in the back at all, 
though once in, there was adequate 
space. 

Once inside, with the seat ad-| 
justed, you'll find an interior that) 
could put a few domestic makes to} 
shame in its pleasant array of use- 
ful features. 

There's a pad along the bottom 
of the dash for tender knees, a 
complete instrument panel with) 
moving-line speedometer appropri-| 
ately marked at the best shift) 
points, toggle switches for the 
lights, an ash tray, glove box and 
shift lever on the steering wheel. 

am > 








TARTING is easy. Pull the 
choke, which is labelled with 
the international insignia for a) 
choke (looks something likt Mt. 
Vesuvius exploding), turn the key) 
and a solenoid does the work. Four 
cylinders take over and pretty soon 
you're in motion. 

Another four-speed gear box, 
with synchromesh on the top 
three gears. Performance is com- 
parable to most imports and no | 
better than you would expect | 
from a 2,000-pound car and 43 | 
horses. 
Comfort seems a debatable point 

with the 1100. Some of the test) 
panel driving the car were happy 
and comfortable. Others thought 
the car a little choppy, while tall) 
people could not drive without) 
hunching to see under a low wind-| 
shield header frame. It’s quiet and 
vibration free at all but the very 
lowest speeds. There's a handy net 
frame across the rear of the back 
seat and the interiors are well done 
in every way. 

Women were usually intrigued 
with the rear view mirror, which 
contains a tiny light. With the light 
turned on, they could comb hair 
without worrying about missing a 
stray lock or two. 

Stepping up from the 1100 to the 
1200 models you find a slight in- 
crease in bore and higher compres- 
sion ratio to improve the horse- 
power output. Sedans of the 1200 
series are lushly trimmed inside. 
Top speed of the 1200 is around 90 





miles an hour; speed of the 1100, 
around 75. 
+ * * 


Salesworthy Features 


IAT, as a line of cars, is loaded 

with sales points. On showroom 
floors the sharp paint jobs and ex- 
cellent body work show to advan- 
tage. White wall tires on every 
model (except the 500) and reason- 
able use of chrome trim makes 
them acceptable to American buy- 
ers. I'd pitch completeness of the 
package without expensive options, 
quality of the body, finish of the 
engine compartment and quietness 
of the unit construction. 

For the 600 I'd stress that it 
is a four-passenger car, has four- 
cylinders for smoothness at all 
speeds and adequate power at 
low speeds. It has a rear mounted 
engine for quietness and a won- 
derful rear seat that folds out of 
the way to provide a fantastic 
amount of luggage room. 

I'd demonstrate the hell out of 
it. Over rough roads at speed, 
around corners (and keep your foot 
in it as a coasting rear-engined car 
like to slide sideways) and up hills 
where the quiet gearbox and tiny 
four-cylinder engine will let you 
make a larger car look silly. 

Put it on a rack and show your 
prospects the independent suspen- 
sion for all four wheels, explain the 
ease of removing an engine for 


Car Tested: 
FIAT 1100 


Model: Fiat 1100 Model 1958. 

Engine: Four-cylinder, fou r- 
cycle, overhead-valve, 66.45 cubic 
inches displacement, 43 horse- 
power. Bore, 2 11/16 inches; 
stroke, 2 61/64 inches; 7 to I 
compression ratio, adjustable 
rocker arms. 

Maximum horsepower is de- 
veloped at 4,300 r.p.m., while 
maximum torque of 52 foot 
pounds is reached at 2,700 r.p.m. 
Cast iron block with aluminum 
cylinder head. 

Transmission: Column-shi ft, 
four-speed unit bolted to the 
engine block. A single-plate-type 
lever operated dry clutch is used. 
The shift pattern is unlike 
American cars. First gear is 
found in the Reverse position, 
following which Second, Third 
and Fourth are found in a se- 
quence identical to American 
cars. Reverse is obtained by put- 
ting the shift lever in neutral, 
forcing it forward toward the 
dash, then pulling it down to- 
ward the driver’s knees. 

Accessories: Radio. 

Tires: 520 by 14. Recom- 
mended pressures are 21 pounds 
front and 24 pounds rear for 
normal loading. 





total overhaul, pitch the finned 
brakes and make a point or two 


for unit construction. But remem-| 


ber, no 40-foot house trailers, sales- 
men who drive 500 miles a day or 
lead feet who want trophies at the 
local drag strip. 

Did I forget to mention that a 
600 is fun to drive? If you don’t 
think so, be sure to use one for 
at least a full week yourself. Then 
sell this fun to your customers. 
Most people are so darned tired of 
herding 5,000 pounds of metal 
around town, they’d buy almost 
anything that promised a little 
pleasure with transportation. 

+ . * 


ELLING the 1100 strikes me as 
horsepower of a different color. 








Send for Free 
Semple Folder Today 


UTLEY BROTHERS, INC. @¢ 


17631 FILER @ 


NEW DESIGNS for /757 


DESIGNED FOR IMPRESSIVE SELLING! 
BUSINESS CARDS 
IN FULL COLOR 


CARDS SHOWING ‘59 MODELS 
AVAILABLE FOR FOLLOWING DEALERS: 


© FoRD © CHEVROLET 
© PONTIAC © OLDSMOBILE 
@ BUICK 


Equolly impressive Line of cords available for 
Dodge, DeSoto, Chrysler, Edsel and Rambler 
deolers 


DETROIT 12, MICHIGAN 


The 1100 is somewhat like an 
American car, but smaller and with 
less power. Because it can be so 
easily compared, most American 
men would tend to sneer at the 
package. Here women are your best 
friends. 

Pitch ease of parking, economy 
of using regular gasoline and 24 
miles to the gallon, serviceable 
interiors, door locks that seem 
child-proof, and the safety of 
brakes almost good enough for a 
car twice the 1100's size. 


It’s almost worth your while to 
leave a wheel off a showroom 1100 
just to show every customer what 
a brake should look like. As a com- 
parison keep a comparable size 
brake drum from an American car 
handy. The Fiat 1100 brake is alu- 
minum, finned and thick enough for 
a truck, with lining to match. 

We tried diligently to fade the 
brakes, but ten severe stops from 
50 miles an hour made little differ- 
ence in their efficiency. 

Another thing that women will! 
like about the 1100 is that every- 
thing is “girl-size.” The doors are 
light, and though small for me, are 
plenty wide enough for most fe- 
males. The trunk lid and hood are 
light, lift easily, have lights for 
night loading and the catches can| 
eee without broken finger- | 
nails. 





p-, I SEEM to be going overboard 

in arrowing the 1100 for women, | 
it’s only because that’s the way we| 
see it. This is a competent little) 
car, but for men (who seem to} 
like a lot of power) it falls in the) 
never-never land of too big to be 


| fun, too little to win any stop light | 





| 


Fort Worth Loop 





derbys. 


There’s a full line of these 
Italian beauties, including two | 
convertibles, three sedans, two | 
station wagons and a sharp road- 
ster, plus more than adequate 
supplies of spare parts on both | 
coasts. 
Unfortunately, cars are still in 

short supply because of a lack of 
shipping space (Fiat has its own | 
auto-transport ships). 

In spite of the shipping problem, 
Fiat has moved to fifth spot in 
less than two years which fairly! 
well demonstrates that our affec- 
tion for the little cars is shared 
by thousands of other Americans. 


Reaction Mixed 


To °59 Show in 


FORT WORTH, Tex.—“We had 
a quieter week-end than usual,”| 
said Ed Atkinson, sales manager, 
Texas Motors (Ford), when asked | 
to comment on the display of five! 
59 Fords on Fort Worth’s down- 
town Futurama pedestrian mal! 
Oct. 23-25. 


At least 200,000 people viewed 
the cars during the three-day period 
and Atkinson could not understand 
Sunday’s subnormal volume sag. 


An opposite reaction was ex- 
pressed by Sam Fleming, Buick 
dealer, who reported that he had 
more traffic on Sunday than cus- 
tomary. He thinks many were peo- 
ple who saw his mall display and 
they came to look at other models. 
He believes he could have made 
sales had he had cars in stock. 


The pedestrian mall was set up 
on Houston St. from First to Sev- 
enth and was sponsored by the 
Downtown Fort Worth Assn. Ve- 
hicular traffic was barred in the 
section during the promotion. 
Cross-street traffic was permitted. 

Included in the displays in the 
six-block area were a 65-foot-tall 
Redstone missile, greenery, parking 
meters bedecked in gladioli, art, 
statuary, boats, airplanes, live and 
canned music. For the children, 
there were free merry-go-round 
rides, carousels and a miniature 
train. 

Downtown merchants were in 
accord that the promotion was a 
tremendous artistic success but that 
it did not appreciably increase their 














Chrysler Opens West Coast Training Center— 


The grand opening of Chrysler Corp.'s 


new sales and service training center at 


Anaheim, Calif., was the scene of a preview of the corporation's 1959 line of cars 


and trucks. More than 


1,000 Chrysler Corp. dealers and their wives, civic and 


industrial leaders took part in the ceremonies which opened the center. The facilities 
will serve all West Coast dealers and their more than 13,000 employes. 


Business Uptrend to Spur 


BOSTON. — Business is “on the 
uptrend” both in New England and 
nationally, and 1959 should be a 
year of “substantially increased 
volume” for the auto industry, GM 
Chairman Frederic G. Donner said 
last week. 

Donner and GM President John 

F. Gordon spoke to approximately 

300 New England newsmen at a 

news conference and luncheon 

preceding the opening of the 

Motorama of 1959 for a nine-day 

showing in Commonwealth Ar- 

mory. 

Donner and Gordon were awarded 
plaques by the Greater Boston 
Chamber of Commerce expressing | 
appreciation for their part in bring- 
ing the Motorama to Boston. 

“Currently we are on the up- 
trend, climbing steadily toward the 
record highs of the third quarter 
of 1957,” said Donner. “Even now 
consumers, business and govern- 
ment as a whole are spending at a 
record rate. This spending should 
translate itself into rising levels of 





|industrial activity and employ- 


ment.” 

The “renewed feeling of con- 
fidence in the air” is especially 
important to the auto industry, 
Donner said, because when public 
confidence falters people can and 
do postpone replacement of their 
cars. 


“Conversely, however, when the 


| trend is up and the outlook appears | 


brighter, confidence picks up and 
new car sales rise rapidly,” he said. 
“In our opinion, this is the situa- 
tion that exists currently. 

“Our lack of cars due to plant 
shutdowns last month has kept us 
from testing the depth of customer | 
demand, but we feel sure that it is| 
there. Certainly, the enthusiasm 
that attended the new-model intro- 
ductions throughout the country) 
and the Motorama in New York| 
gives us a tangible basis for opti-| 
mism. We believe that for our in- 
dustry 1959 should be a year of) 
substantially increased volume.” 

Business prospects also are 
“substantially brighter” in New | 
England, where industrial pro- 
duction has gained back about 
half the ground it lost between 
August, 1957, and April, 1958, its | 
low point, Donner said. 

“The employment picture is im-| 
proving, and —of considerable sig- 
nificance — consumer buying seems 
to be picking up substantially,” he 
said. “In fact, the rise in New Eng- 
land department store sales in re- 
cent months as compared with a 
year ago is appreciably greater 
than for the country as a whole. 





“This is particularly encouraging 
to us in the automobile business be- 
cause it indicates that people have 
money to spend and are willing to 


dollar volume. A similar event is| spend it.” 


planned next spring. 


Gordon cited the annual model 


Auto Sales, Donner Says 


change as a chief reason why the 
auto industry has been able “to 
make its great contribution to the 
we move and live in this 
country.” 

“If it had not been for the annual 
model change, the automobile as we 
know it today would not be pro- 
duced in volume and would be 
priced so that relatively few could 
afford to own one,” he said. 

“Our customers would have no 
incentive or reason to buy a new 
car until their old one wore out. 
Not only would this reduce the de- 
mand for new cars but it would 
drastically curtail the supply of 
used cars. And, of course, the in- 


|dustry now sells twice as many 


used cars as new cars.” 


ADVERTISEMENT 





Why It Pays to 
Follow-Up 


by: M. Pastrone 


After a number of years of having 
owned my own business, I have 
been perplexed with the problems 
of industry from both sides. With 
this in mind and taking the weakest 
point — “FOLLOW-UP” —we have 
developed a plan that works for 
you and we do all the work. 


Would you buy two left shoes? 
Systems that are worked by your 
salesman from shoeboxes are like 
two left shoes—they don’t fit the 
problem. 


We give you a method that will 
build goodwill, sales and service 
through a personalized follow up 
sales program for new and used 
cars and truck sales that will get 
results. For further detailed infor- 
mation regarding our Follow-up 
sales program you may write us 


today. 


Write to Specialized Business Serv- 
ices, Inc., P. O. Box 838, Pomona, 
Calif., and we will be more than 
happy to send you a complete Bro- 
chure which will describe the en- 
tire follow-up sales Program for 
you. Be sure and watch for our 
other ads in the coming issues of 
Automotive News for future stories 
of why it pays to follow-up. Be sure 
and write today in order to get 
your follow-up on its way. 
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Car, Truck Output Estimates 
By Automotive News 


: PASSENGER CARS 
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Week Week dan. 1 Jan. 1 

Ended Same Ended Total To To 

Nov. 8, Week, Nov. 1, Output, Nov. 9, Nov. 8, 

1958 1957* 1958* October* 1957* 1958 
AMER. MOTORS** .... 7,480 3,281 7,493 26,124 90,947 167,775 
a 7,480 3,281 7,493 26,124 86,041 167,775 
GHRYSLER CORP. .... 19,400 23,843 19,034 57,144 1,084,974 499,500 
0, 1,400 2,248 1,401 3,870 105,670 42,266 
SUEEE °: dcicasnsetsicivecbin 500 685 258 1,300 33,875 10,542 
TD sivushidedaswevenveecattuese 1,500 2,659 1,504 3,683 106,756 31,091 
SID. <cunséieceneseusteounvettined 4,500 5,767 4,480 15,6444 259,893 98,122 
ee 11,500 12,484 11,391 32,647 578,780 317,479 
FORD MOTOR*** ........ 37,965 42,382 35,608 112,962 1,622,654 929,614 
IG hichstabisiathinassotiiodvorssntins 1,350 745 1,373 4,673 51,587 14,820 
SIDEEE.. ssntsntasneewevwsesepensyetaseve 31,750 36,140 31,293 102,121 1,296,650 801,098 
EID. ' senegen csevesovcesseunsaee 690 739 557 1,775 31,559 20,179 
SEER: voxionsmeccccsnsessnees 4,175 4,758 2,385 4,393 242,414 93,517 
GENERAL MOTORS .. 60,224 65,782 32,969 56,768 2,308,323 1,638,243 
ENED sucitibidiedaidvovedinahodsiitn 9,735 10,178 7,176 13,379 335.587 185,065 
Cadillac ccvcecove | SOO 3,159 1,050 1,151 129,719 97,080 
Chevrolet ...................... 31,000 35,546 15,503 24,979 1,236,861 960,303 
Oldsmobile .................... 9,189 8,965 5,131 10,687 322,126 237,184 
TT sccnicvecesorwes 7,500 7,934 4,109 6,572 284,030 158,611 
SE MEPEDEIIEs ccccvests 2,968 1,322 2,700 8,698 64,329 35,745 
Packard . ‘ 11 . . . ‘ 4,692 1,745 
Studebaker 2,968 1,311 2,700 8,698 60,137 34,000 
128,037 136,610 97,804 261,696 5,171,727 3,270,877 


Total Cars, U. S. . 





"Revised 


**American Motors’ totals for 1957 include Nash and Hudson production. 
**Ford Motor Co. totals for 1957 include Continental production. 


COMMERCIAL CARS 


(U. S. PRODUCTION ONLY) 














Week Week Jan. 1 Jan. 1 

Ended Same Ended Total Te To 

Nov. 8, Week, Nov. 1, Output, Nov. 9, Nov. 8, 

1958 1957* 1958* October* 1957* 1968 
CHEVROLET ce 98,900 8,263 5,637 10,037 298,784 214,158 
ED a  asincniiaiinsiniios 150 125 158 652 4,870 4,905 
ls 70 7 87 339 2,476 2411 
DODGE 1,800 1,792 1,439 4,818 66,965 47,340 
FORD 7,000 6,127 7,361 29,649 297,654 191,727 
GMC - . 1,500 1,664 1,113 3,232 58,645 48,608 
INTERNATIONAL 2,335 2,198 209 7,179 104,027 78,456 
TE sdinsisssunsaccacemnecnentes 300 336 279 829 15,260 12,155 
STUDEBAKER ...... 300 108 244 983 8,332 8,109 
WHITE*** 420 330 426 1,914 16,564 14,653 
WILLYS . ii 2,150 1,574 2,172 9.354 51,618 75,924 
MISCELLANEOUS** .. 72 70 72 329 3,900 3,887 
Total Trucks, U. S. 22,594 19,197 69,815 929,095 702,333 


24,397 





Total Cars, Trucks, 





ia ...152,4384 159,204 
Total Cars, Trucks 

Canada .. ; 7,923 8,494 
Grand Total, 


Cars and Trucks, 


117,001 331,511 6,100,822 3,973,210 


5,576 20,501 355,739 290,658 


U. S. and Canada ....160,357 167,698 122,577 352,012 6,456,561 4,263,368 





"Revised. 


*“Misceliancous includes Corbitt, Marmon-Herrington, Federal, Four Wheel Drive, etc. 
**Autocar, Freightliner, Reo and Sterling are included in White totals; Brockway in 


Mack totals. 


§.B. All U, 8S. totals include cars and trucks for military orders. 


Edsel Production Hiked 
As Dealer Orders Roll In 


DEARBORN. — Increased dealer 
orders have prompted M-E-L divi- 
sion to step up Edsel production, 
C. E. Bowie, division general sales 
Manager, said last week. 

With workers on overtime six 
days a week, Edsel production will 





Legion Medal Awarded 


To Studebaker Lark 


SOUTH BEND.—The first 
American Legion Medal of Merit 
éver presented by Bendix Avia- 
tion Post 284 was awarded to the 
Studebaker Lark at the Post’s 
annual dinner last week. 


Donald E. Kidder, assistant to 
the president of the corporation, 
Teceived the award from Stanley 
W. Kile, Post commander, before 
& capacity crowd. The Lark is 
the first automobile ever to be 
so honored by the Anierican 
Legion anywhere, a Studebaker 
Spokesman said. Kile said Stude- 
baker’s bold approach to a new 
market and its responsiveness to 
the demands of the buying public 
Prompted the award. 


eR 


be increased 114 percent this 
month and 38.5 percent in Decem- 
ber, he said. 

Dealers ordered more Edsels soon 
after the first 59s were delivered at 
dealerships, Bowie said. He added 
that one Detroit-area dealer phoned 
his district manager for more cars, 
saying, “We hadn’t got the car off 
the haulaway truck before a passer- 
by bought it.” 

Orders from customers on Edsel’s 
introductory weekend totalled al- 
most half the number of cars in 
stock, Bowie said. Chicago district 
dealers sold 50 percent of their 
November sales goal in the two-day 
introductory period, he said. 

The Cincinnati district reported 
dealers asking for 50 percent more 
Edsels than they had at introduc- 
tion time, and a Tennessee dealer 
tripled his orders. 

In Wisconsin, a dealer, after his 
cars had been on display 24 hours, 
asked that his December orders be 
increased five-fold. 

Two Chicago Edsel dealers want 
the factory to ship them 10 times 
more Edsels in December than they 
will get this month, Bowie said. 
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All Makes Work Overtime... 





Car Output of 128,000 
Mark ks Year’s High 


(Continued from Page 1) 


also showed output gains or re- 
mained on par with the previous 
week’s assemblies as heavier over- 
time schedules went into effect and 
the corporation made its best out- 
put showing of the year. 

* + + 


BREAKDOWN of Chrysler 

Corp. operations, which totalled 
19,400 units last week, compared 
with 19,034 a week earlier, showed 
Dodge up from 4,480 to 4,500 as- 
semblies; DeSoto with 1,500 units 
last week, compared with 1,504 a 
week earlier; Imperial up from 258 
to 500 units, and Chrysler division 
with 1,400 assemblies last week, 
compared with 1,401 units a week 
earlier. 

General Motors jumped its out- 
put from 32,969 assemblies during 
the week ended Nov. 1 to an esti- 
mated 60,224 units last week as 
overtime schedules went into 
effect in all five car-producing 
divisions. 

In addition to the near-doubled 
output at Chevrolet, Buick raised 
its production from 7.176 units a 
week earlier to an estimated 9,735 
units last week; Cadillac was up 
from 1,050 to 2,800 assemblies; Olds- 
mobile climbed from 5,131 to 9,189 
units, and Pontiac was up from 
4,109 to 2,968 units. 

Buick, Oldsmobile and Pontiac 
divisions were scheduled to build 
cars on Saturday in Flint, Lansing 
and Pontiac, respectively, last week. 
and six-day operations also were 
scheduled for the B-O-P assembly 
units in Los Angeles, Wilmington, 
Del.; Atlanta, Framingham, Mass.. 
Linden, N. J.; Arlington, Tex., and 
Kansas City. 

= * 

TUDEBAKER continued its 

overtime operations at South 
Bend and increased its output from 

2,700 units the previous week to 
an estimated 2,968 units last week. 

Other makers who registered 
gains over the previous week were 
Mercury, up from 2,385 to an esti- 
mated 4,175 units, and Lincoln, up 
from 557 to 690 units. 

Only makers to show declines 
from the previous week were Edsel 
and Rambler. 

oa + - 

eva figures for October 

gave the industry 261,696 as- 
semblies for the month, compared 
with 132,017 units in September. 
Truck output for October totalled 
69,815 units, compared with 45,848) 
assemblies during September. | 

Canadian vehicle output totalled 
an estimated 7,923 units last 
week. GM returned to operations 
after having its output curtailed 
the previous two weeks by parts 
shortages brought on by suppliers 
in the U. S. The previous week 
saw the Canadian makers turn 
out 5,576 cars and trucks. The 
same week last year produced 8,- 
494 vehicles. 

Of the 7,923 vehicles produced last 
week, 6,658 were cars and 1,265 
were trucks. The previous week 
Canadian makers turned out 4,813 
cars and 763 trucks. 

Canadian output in October total- 


Rosenstiehl Heads 
Lube Institute 


CHICAGO.—Officers and directors 
for the forthcoming year were 
elected at the National Lubricating 
Grease Institute’s 26th annual meet- 
ing. F. E. Rosenstiehl, Texas Co., 
was elected to the presidency; H. 
A. Mayor, jr., Southwest Grease and 
Oil, vice-president; Dr. J. V. Starr, 
Esso Standard Oil, secretary, and 
A. J. Daniel, Battenfeld Grease and 
Oil, treasurer. 

Elected to the board of directors 
of NLGI were: Mayor; S. C. M. 
Ambler, of British American Oil; 
T. W. Binford, of D-A Lubricants; 
E. W. Campbell, of Gulf Oil; R. 
Cubicciotti, of L. Sonneborn Sons; 
A. G. Griswold, of Cities Service; 
F. R. Hart, of Standard Oil (Calif.); 








C. L. Johnson, of Jesco Lubricants; 
W. A. Magie II, of Magie Brothers 
Oil; A. S. Randak, of Sinclair Re- 
fining, and T. F. Shaffer, of Shell 
Oil. 


led 16,691 cars and 3,810 trucks, 
compared with 14,948 cars and 4,024 
trucks during the same month a 


year ago. 
= * * 


Production Notes 


| Bent egpersin is aiming for ca- 
pacity production within three 
weeks and an indefinite continua- 
tion at that level, Edward N. Cole, 
general manager, said at the open- 
ing of Motorama in Boston Friday. 

The 10 automobile car and 
truck assembly plants will be put 
on overtime schedules as soon 
as Chevrolet can do it efficiently, 
Cole said, The plants resumed 
output last week following pro- 
duction delays brought about by 
work stoppages. 

Cole said Chevrolet needs im- 
mediately “all of the volume out- 
put we can get” to meet dealer 
orders. December and January 
should be among the highest pro- 
duction months in Chevrolet his- 
tory, he said. 

= * = 

MERICAN MOTORS built 26,124 

cars in October to break 
monthly output marks for both 
Rambler and corporation car pro- 
duction. Additional increases al- 
ready are in effect for November. 

AMC’s former alltime produc- 
tion peak in its automotive plants 
was reached in March, 1955, when 
25,893 Nash, Hudson and Ram- 
bler cars were produced. Rambler 
reached its previous production 
peak in September, when 19,141 
units were rolled from the lines 
in the Kenosha (Wis.) plant. The 
October mark also was an all- 
time high for the Kenosha as- 
sembly unit. 

In addition, Rambler announced 











that it is increasing its production 
schedule from 1,150 to 1,280 cars| 
daily, effective immediately. It | 
marks the sixth production increase 
by the corporation since the 1959 
model run began in August. 
- > * 
TUDEBAKER-PACKARD last 
week went into overtime assem- | 
= > 


Canadian 
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bly operations on both its car and 
truck lines. 

The company is presently work- 
ing nine hours a day and eight 
hours on Saturday. 

* * + 

UICK last week announced an- 
other increase in automotive 
production that will necessitate the 
recall of an additional 600 seniority 
employes. A week ago, the company 
recalled 3,000 employes for a second 
shift in all productive plants ex- 

cept final assembly. 

With the new increase in pro- 
duction, it will now be necessary 
to add a second shift in the as- 
sembly plant also, Edward T. 
Ragsdale, Buick general manager, 
said. 

The new shift is scheduled to 
start in the assembly plant Nov. 17. 
In the meantime, Ragsdale said, 
the plant will operate on a six-day 
week until the rehiring program 
has been completed and production 
has been increased to the planned 
rate. 

* + . 
fo MOTOR CO. produced 142,- 

611 cars and trucks in October 
for its highest monthly output since 
January, when 159,022 units were 
assembled. 

October production of 4,673 
Edsels and 29,649 trucks repre- 
sented the best single month of 
1958 for both lines. Thunderbird 
output for the month was 4,493 
units, compared with 671 units 
for October, 1957. 

Ford car output for October 
totalled 102,121 units, compared 
with 65,698 units during the same 
month a year ago; Mercury was 
down from 10,344 units a year ago 
to 4,393 cars last month, and Lin- 
coln sank from 1,934 to 1,775 units. 

2 > * 


RODUCTION schedules at Inter- 

national’s Springfield and Fort 
Wayne (Ind.) plant have been in- 
creased this month. 

Output schedules of light and me- 
dium trucks at the company’s 
Springfield works will be increased 
from 255 to 314 units a day. Sched- 
ules at the Fort Wayne plant will 
be upped from 96 to 140 units daily. 

7 > > 


TOTAL of 8,432 workers were 
called back to work last week 
at General Motors of Canada, Ltd., 
following layoffs which began three 
weeks ago as a result of a strike 
at GM supplier plants in the 
United States. 
About 90 percent of the hourly- 
paid workers were affected by the 
layoffs. 


> * . 


Auto Output 


Cut by Imports, Sale Says 


TORONTO.—tThe .impact of im- 


| port sales on Canadian auto pro- 


duction was pointed up by Rhys 
M. Sale, president of Ford Motor 
Co. of Canada, Ltd., in a talk before 
the Canadian Club of Toronto. 


“Every sale of a foreign-built 
car in substitution for a Cana- 
dian-built product means the loss 
of at least 200 hours of work by 
Canadians,” he said. 

“Ten such sales would be equiva- | 
lent to a year’s idleness by one | 

Canadian auto worker or the loss} 
of a day’s pay by 250 men,” Sale| 
continued. 

If in the past year foreign-car 
buyers had purchased a domestic 
make, the added volume of produc- 
tion would have provided full-time 
employment for about-8,000 men in 
Canadian automotive and supplier 
plants, he said. 

“What I am saying is meant 
neither as a protest nor as a 
complaint,” Sale added. “Nor am 
I pointing a finger at the buyers 
of foreign cars. People have a 
right to buy what they like. 

“But the hard facts of the situa- 
tion, in terms of our national eco- 
nomic health, need to be brought 
to the attention of government, of 
business and labor leaders, and of 
Canadians at large,” he said. 

Sales of British and European 
cars in Canada have jumped al- 
most 50 percent to take 19 percent 
of the total passenger-car market, 
Sale pointed out. 

“Part of the success of the im- 
ported cars has been in their 
sheer diversification,” he con- 
tinued. “There are about 35 Brit- 
ish, European and Japanese 
makes available in Canada, with 
no single brand taking more 


than 35 percent of the foreign 
total.” 

He said that if some imports 
were turned out in Canada at pre- 
vailing labor and material costs 


fand even in greater volume, their 


retail prices would have to be as 
high, or higher, than those of 
the much more popular standard 
Canadian cars in the low-price 


| fields. 


“From a manufacturing stand- 
point,” he said, “the economies in 
the amount of labor and material 
in the smaller, as against the stand- 
ard product, are of much less sig- 
nificance than the average person 
might think.” 

- Charging that inflation “is 
pricing us out of a substantial 
segment of the home market,” 
Sale said Canadian cars cannot 
compete in price with the prod- 
ucts of the low-cost, low-wage 
economies abroad. 

“Already it has robbed thousands 
of Canadians of their jobs and 
livelihood,” he continued. “It has 
diverted hundreds of millions of 
dollars from the Canadian economy 
into the economies of Britain, Ger- 
many, France, Italy and other 
countries. 


Battery Firm Takes On 


Goliath in Fort Worth 


FORT WORTH, Tex.—The 
Goliath 1000 had its first Texas 
showing last week at the Fort 
Worth Battery & Automotive Co. 

This is the company’s initial ven- 
ture into retail automobile selling. 
Previously, it was known as the 
Fort Worth Battery Co. 
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London Show Stirs 
Big Rush of Orders 


(Continued from Page 2) 


entry in the small-car field, the 
Lark, also made a favorable but 
sober impression on the British. 

Sweden had a representative in 
the show for the first time. It was 
the Volvo Amazon, a four-door 
sedan which is not scheduled for 
sale in the U.S. for the present. 

It was a surprise to learn that 
of Volvo’s total production of 
42,000 cars last year, about 15,000 
were sold in the U.S. 

The show did not offer too many 
sensational new items, but did pro- 
vide an opportunity to see how 
cleverly the British can make many 
different models and makes from 
rather few basic engines and parts. 
The best examples are the BMC 
and Rootes cars. 

The three-liter Rover, Britain’s 
newest medium-size luxury car, had 
some interesting features. 

Front arm rests can be ad- 
justed for the comfort of the 
driver and passenger. The rear 
leaf spring has been suspended 
in a rubber-cushioned retainer to 
which the upper leaf has been 
fastened with two bolts. 


The trend away from motor-| 


cycling for transportation is prov- 


ing a boon to makers of tiny cars. | 


They rely entirely on fiberglass 
bodies, which are cheaper to pro- 
duce in small runs than sheet metal. 

Among those on display were a 
Berkeley with front-wheel drive, a 





rear-engine and rear-wheel drive 
Frisky and the Unic and Stirling. 
All are powered by air-cooled en- 
gines made either by Villiers or 

: Excelsior, which used to make mo- 
torcycle engines. 

The display of sports cars was 

. ve. There was the Super 

‘ Austin-Healey, a showpiece with 

ivory steering wheel, golden wire 
wheels and luxurious upholstery. 

! Other cars included Morgan, 
Peerless, AC, Bristol, Jensen, Alvis, 
Aston-Martin and Frazer-Nash. 

The Peerless had a lightweight 
chassis made in racing fashion 
from welded-together rectangular 


Dodge Sets Up 
Incentive Plan 


For Salesmen 


DET ROIT.—An incentive pro- 
gram described as wider in scope 
than any ever offered by an auto 
firm has been established for Dodge 
car and truck salesmen. 

; Enterprising sales people will re- 
ceive valuable merchandise, higher 
earnings and increased prestige 
through the Key Club for Dodge 
ear salesmen and the Truck-A- 
Month Club for truck sellers, the 
firm said. Here is how the plan 
works: 

All salesmen receive prize points 
for every delivery they make. The 
points are used to “buy” merchan- 
dise ranging from a mechanical 
pencil to a mink jacket. More than 
1,400 items are offered, Dodge said. 

The Key Club was started with 
the introduction of the 1959 Dodge 
ears and will continue throughout 
the model year. The Truck-A- 
Month Club, now in its second year, 
has been revised to give truck sales- 
men benefits comparable to the Key 
Club, Dodge said. 


Two Reelected 
To NADA Board 


WASHINGTON.—William J. 
: Cleveland, Crowley, La., and W. N. 
: Neff, Fremont, Neb., have been re- 
. elected to represent their states on 
the NADA board of directors. 
: Cleveland, a Ford dealer, headed 
' the state dealers association twice 
and now is one of 12 regional 
NADA vice-presidents. He also is 
president pro tem of the Louisiana 
er Neff is a member of the Nebraska 
. Motor Vehicle Dealers License 
Board and a former president of 
state dealers association. He 
is a regional NADA vice- 








also 
4 


tubing and had DeDion rear-end 
drive. 

The AC’s frame was made from 
tubes and it had a six-cylinder en- 
gine and independent rear-wheel 
suspension. The new two-seater 
Aceca coupe can be equipped with 
the Bristol sport engine. 

Both Bristol and Jensen dis- 
played a four-seater sport coupe 
with disk brakes, while the 
Frazer-Nash featured a German 
BMW V-8 engine. 

The Aston-Martin was an Italian- 
styled sport coupe, the DB 4. It is 
powered by a six-cylinder, 240- 
horsepower engine and is equipped 
with servo-assisted disk brakes. 

In the luxury class were the 
Jaguar, Armstrong-Siddeley Star 
Sapphire, Rolls-Royce, Bentley, 
Daimler Majestic and Austin’s 
Princess. 

There were also numerous exhib- 
its by the service industry and 


automotive suppliers. 
* + = 


More British Trucks Get 


Power Steering, Brakes 


LONDON.—Growing use of power 
steering and brakes on trucks and 
buses was pointed up in exhibits at 
the commercial vehicle show here. 

A number of firms which dis- 
played models with these features 
said the popularity of power 
steering and braking has risen 
sharply in the last few years. 

Air springing is another improve- 
ment being adopted by makers 
after its tremendous success on 
trailers. Disk brakes also are being 
used more on commercial vehicles. 

The “dieselization” of trucks and 
buses has been extended further, 
with 42-horsepower diesels now 
available. And more diesels are be- 
ing equipped with turbochargers. 

These blowers, driven by the 
engine’s exhaust system, have 
been developed further to permit 
the use of smaller engines which 
can provide up to 30 percent more 
power at 10 percent less fuel con- 
sumption. 

The positioning of engines is im- 
portant in gaining more load space. 
And since most modern trucks or 
tractors have forward control cabs, 
“pancake” engines offer a gain in 
usable space. 

Perkins, one of Britain’s largest 
diesel manufacturers, has intro- 
duced such a pancake engine. 

Another interesting item is the 
Cary “Laminaire” progressive type 
of rear-spring system. 

The leaf spring is fastened in 
front in the usual manner. But in 
the rear, part of the leaf rests 
with the upper leaf against the 
lower leaf of an auxiliary spring. 

The short cantilever spring adds 
to softness when the truck is 
empty. With increasing load, the 
main spring deflects the auxiliary 
unit so far that the main spring 
comes in contact with the entire 
length of the auxiliary and becomes 
harder. 

Austin and Fiat were among 
firms which displayed new small 
trucks. —Georce GLASER. 





HELP WANTED 


SALES MANAGER for Ford dealership in 
Illinois city of 28,000. Must be experi- 
enced and able to handle full sales re- 
sponsibility, Salary and commission. 
State full qualifications and history. Box 
8646, c/o Automotive News, Detroit 7. 


Experienced Warranty 
Men Wanted 


You owe it to yourself to look into 
this once-in-a-lifetime opportunity 
with the most experienced leading 
nationwide warranty company. Send 
short resume. 

SURE-CAR OF AMERICA, INC. 


DEPT. E 
SEA CLIFF, NEW YORK 














HELP WANTED 


SALES CAREER 


Nation-wide automotive parts manu- 
facturer-distributor offers depression- 
proof sales opportunity. Protected ter- 
ritories with established accounts now 
available. Average earnings $8,000 to 


$10,000 per year. Great opportunities 
for advancement to executive positions. 
Write today giving background and 


sales experience. 


Box 8645, </o Automotive News, De- 
troit 7, Mich. 


CHEVROLET SALESMEN, $450 per month 
guarantee plus new car and upkeep. 
Commissions run from §75 minimum to 
$275 ‘highest in U.S8S.). Top producers 

| can earn $20,000 per year. We are not 

| interested in ‘‘sharpies,’’ but if you are 

a top, steady producer, reliable and 

trustworthy, and want to better yourself, 

write to: Mr. E. F. McCarty, c/o West- 
lake Chevrolet Co., 2116 Westlake Ave., 

Seattle, Washington, (Largest Chevrolet 

| dealer in the state for 28 years.) 

Dee samen . -_ 

| SERVICE MANAGER for Midwestern 

Chevrolet-Cadillac dealership, 16,000 pop- 

ulation, Prefer man 30 to 40 years of 

age, who is familiar with the mechanical 
maintenance of Chevrolet and Cadillac, 
particularly automatic transmissions. 

State qualifications as to experience and 

salary expected with confidence as we 

will not jeopardize your present pusition. 

Box 8639, c/o Automotive News, De- 

troit 7. 








MANUFACTURERS’ REPRESENTATIVE 
WANTED: Detroit manufacturer of 
custom-fitted, original type floor mats 
wants agents to call on jobbers in the 
following states: Wisconsin, Minnesota, 
North and South Dakota, Iowa and 
Nebraska. Box 8622, c/o Automotive 
News, Detroit 7. 


NEED TWO FORD SALESMEN. Potential 
unlimited with % million to draw from. 
If you are tops with a Ford dealer, but 
should move to Arizona for family health 
sake, you can go right to work. Phoenix 
area. Box 8623, c/o Automotive News, 
Detroit 7. 














GENERAL MANAGER or sales manager 


with Ford and General Motors experi- 
ence, with the know-how to control ex- 
penses, train salesmen and get volume 
plus profit. Factory references. Box 8653, 
c/o Automotive News, Detroit 7. 





GENERAL MANAGER or sales manager— 
Now employed as general nanager. Pre- 
fer 300-500 car deal. Have both Ford and 
GM experience. Can furnish best of ref- 
erences. Box 8640, c/o Automotive News, 
Detroit 7. 


TEMPORARY ADMINISTRATIVE HELP 
available by the week or month to man- 
age your GM dealership or any part-of 
it during vacations, leaves of absence, 
sickness, etc. GM bookkeeper available 
on same basis. Experienced, bondable, 
references. M. H. Page, P.O. Box 119, 
Ada, Ohio. 


ACCOUNTANT Office Manager, thor- 
oughly experienced with GM accounting 
system in large volume dealership. Can 
operate efficient office, furnish daily op- 
erating control, assist dealer in manage- 
ment and aid in expense control. Box 
8641, c/o Automotive News, Detroit 7. 


MANAGER or Sales Manager desires 
permanent connection with one of the low 
priced three. Ford, Chevrolet and Motors 
Holding experience. Proven background, 
best of references. Box 8642, c/o Auto- 
motive News, Detroit 7. 


MAN WITH SEVERAL YEARS auto sales 
experience, seeks good sales position near 
Santa Ana, California. Qualified to 
handle all phases of car dealing. Earn- 
ings more important than title. Call 
Densmore, Calif. JEfferson 17-5422 or 
write Box 8643, c/o Automotive News, 
Detroit 7. 


FORMER DEALER with years of experi- 
ence and the best references, desires 
manager or sales manager position with 
potentially profitable Florida dealership 
with buy-in or buy-out agreement. Box 
8647, c/o Automotive News, Detroit 7. 


GENERAL MANAGER, sales manager, 
used car appraiser, right hand man to 
assist owner or take complete charge. 
Available soon. Twelve years’ Chevrolet 
and Oldsmobile retail experience, all 
phases. Age 38, family man, former GM 
dealer. Reply in confidence to J. W. 
Page, 209 College. Ave., Ashland, Ohio. 














POSITION WANTED 


SERVICE MANAGER with demonstrated 
ability for improving all phases of dealer 
service operation. Age 34, married, ex- 
cellent physical condition, better than 
average education, high rating on voca- 
tional tests, technical and modern man- 
agement practices training. Ability to} 





MID-AMERICA 
CORPORATION 


analyze, organize, deputize and super- DISTRIBUTORS FOR 
vise—proved and supported by references. 

Operation with large potential monthly 

sales in multiple dealer city preferred. HILLMAN = SUNBEAM 
Box 8637, c/o Automotive News, De- . ” 

troit 7. Britain's Finest 


BUSINESS MANAGER — Office Manager 
position wanted with southern California 
Buick or Cadillac dealer. Experience in- | 
cludes factory business management, | 
secretary-treasurer of Buick, Chevrolet | 
and familiarity with Motors Holding 
procedures. Excellent references. Box 
8624, c/o Automotive News, Detroit 7. 


USED CAR MANAGER—15 years’ experi- 
ence, volume producer, sober and depend- 
able. Seeking permanent position with a 
reliable dealer. Southern location prefer- 
red. Box 8629, c/o Automotive News, 
Detroit 7. | 

MANAGER—CHEVROLET. Presently em- 
ployed, but desires change to southeast. 
References exchanged. Minimum $10,000, 
Plus bonus. Box 8648, c/o Autcmotive 
News, Detroit 7 


DEALERSHIPS AVAILABLE 


DEALERSHIP HANDLING MERCURY 
AND EDSEL in eastern Pennsyivania— 


NOW HAS A LIMITED NUMBER OF 
DEALERSHIPS AVAILABLE IN 


| ARKANSAS - LOUISIANA | 
MISSOURI - NEW MEXICO 
OKLAHOMA - TEXAS 


MID-AMERICA 
CORPORATION 


P.O. BOX 9103 
HOUSTON 11, TEXAS 





| WRITE TO 


Servicing trading area of over three | DEALERSHIP FOR SALE handling Buick, 
hundred thousand population. Purchase | central Virginia. Nice, growing town with 
equipment and parts only. Must have! many industries, large payrolls every 
factory approval. Very low investment | week. Modern building, used car lot and 
necessary. Box 8644, c/o Automotive office. No used cars or accounts receiv- 
News, Detroit 7. able, priced reasonably for quick sale. 


i Check location and price for a real 
portunity Box 
News, Detroit 7 


DUAL HANDLING GM AND TWO foreign 


op- 


DEALERS WANTED in Florida, Georgia. Automotive 


Alabama, to handle Germany's newest 
import, the fabulous Borgward Goliath 
A precision engineered quality car in / 


S634, c/o 





direct competition with Valks and Re- car franchises—Northern New England. 
nault. Write, wire or phone: Schmidclapp Two hundred car potential. Excellent 
Motor Car Company. 1021 S&S. Federal| ¢@Uipment and facilities. No real estate 
Hwy., Pompano Beach, Florida. Ideal location. Factory approval neces 
sary. Box 8654, c/o Automotive News, 

Detroit 7. 

DEALERSHIP WANTED 

WANTED: CHEVROLET DEALERSHIP, 


DISTRIBUTORS 
WANTED 


Europe's Finest 2-3-4 Wheel Motor Scooters 
Several 


Metropolitan New York, 500 or better 
potential. Ample capital and twenty 
years background should assure factory 
approval. Replies in strict confidence. 
Ready to act immediately. Will rent or 
purchase property. Box 8531, c/o Auto 
motive News, Detroit 7. 

WANTED—FOREIGN CAR DEALERSHIP 
for Baltimore, Maryland by long estab- 
lished GM dealer, Have ample facilities 
and good potential. Box 8650, c/o Auto- 
motive News, Detroit 7. 


WANTED: VOLUME FOREIGN CAR dis- 


territories available. 


Write, Wire, Phone 
Sales Manager, 


choice 





Transport Motor Co. tributorship for Eastern U.S. Have 
ample capital and ‘‘know-how."’ Over 20 
3737 Broadway years” experience in the business, both 


Oakland, California 
Phone: Olympia 2-8313 


wholesale and retail. Box 8652, c/o Auto- 
motive News, Detroit 7. 

CHEVROLET OR BUICK, 100-200 car 
dealership wanted, east coast of Florida 


FLORIDA DEALERSHIP handling DeSoto-| Preferred or in that vicinity. Will pay 
Plymouth, Exclusive franchise in one of cash and can obtain factory approval 
Florida’s fastest growing counties. No Replies will be held strictly confidential. 
used cars or accounts receivable. New Box 5626, c/o Automotive News, De- 
building, used car lot at side, low rent. | - troit 7 a - 
$15,000 includes shop equipment, parts | WILL, PURCHASE Chevrolet dealership for 


cash in the Philadelphia area, or within 
a 50 mile radius. Box 8619, c/o Auto 
motive News, Detroit 7. 

DESIRE 200-300 CAR CHEVROLET deal 
in northern or central New Jersey. Re 
Plies strictly confidential. Joseph A. 


inventory, office equipment and supplies. 
all neon signs, shop truck and pickup 
motorcycle. Box 8649, c/o Automotive 
News, Detroit 7. 


Se ale OPPORTUNITY — Alma 

m le homes meet the growing need for , , 

quality low-cost AF, Priced to sell Greene, 143 Washington Ave., W. Cald- 
in volume. Designed with outstanding well, New Jersey. _ 
features, instant appeal. Established car 
dealers can add the profitable Alma 
Franchise with a minimum investment. 
Immediate delivery, Phone Ken Mitchell, 
920-Alma, Michigan, Alma Trailer Co. 


NEW CAR AGENCY FACILITY FOR 
LEASE. New building, fast-growing 
area, profitable business, nice climate. 
roe 1211 Saviers Rd., Oxnard, Cali- 
ornia. 


DUAL, central Texas medium-size town, 
250 car planning potential, Unusual op- 
portunity. Reasonable investment—bar- 
gain price. Family iliness requires my 
immediate moving. Box 8635, c/o Auto- 
motive News, Detroit 7. 


—_--—-—_—_—_—_—_—_—n—————— 


7 APPLICATIONS ACCEPTED 
for Goggomobil franchises for Oklahoma, 





REWARD—$100 will be paid by us to the 
first person giving information leading te 
the recovery of the following stolen car: 
"58 Cadillac Coupe de Ville, Serial No. 


Kansas, Missouri Arkansas, Louisiana, 583110990; color: white over taupe; 
Tennessee, Mississippi. tact: equipment: RHATPSEW2WS. Please — 
collect, Los Angeles Auto Auction, 800 

KIRKWOOD IMPORTERS East Garvey, South San Gabriel, Call- 


Goggomobil Distributors 
1020 N. Kirkwood Rd., Kirkwood 22, Missouri 
Phone: YOrktown 5-1204 


fornia. ATiantic 0-3733 or CUmberland 
3-4141. 


$150 REWARD—ATTENTION IMPERIAL- 
CHRYSLER DEALERS, NEW YORK 
AREA. Have you seen or serviced this 
car? 1958 Imperial four-door hardtop, 
Flamingo colored. Serial No, 58C 13675, 
Motor No. LY 13980, Florida license No. 
32W-2942. May now be registered in 
New York or New Jersey. Driven by 
man known as Thomas Spratling, white, 
53. Phone collect day or night: 
Pierce, Florida, HOward 1-5300 or 
HOward 1-6741. General Finance Corp., 
610 Orange Ave. 


$100 REWARD — SKIP, 











DISCOURAGED? 


Den't give up yet. A small ad in the 
Want Ad columns of Automotive News 
can heip you locate that hard-to-get 
part— or thot experienced service 
manager — or those used cars. 


Send your message across the nation 


through an 
AUTOMOTIVE NEWS WANT AD 





White with gold trim, serial No. LP2E- 


tag 
Alabama and Chicago, Call collect Jef- 
ferson Bank, St. Louis, Missouri, JEffer- 
son 5-3800, Ext. 46 for hold authority. 








Ft. | 


1958 Plymouth — 
Sport Coupe Belvedere hardtop, two-door. — 


10679, Motor No. LP8053163, Mississippi | 
0. 538-375. Gypsy, last contact” 








| 
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Is Your Dealership 
Losing Money? 


if so, we can help youl We have 
avoilable the finest specialists who 
will determine whether or not your 
dealership has a profit potential. 
if it does, 
will convert your dealership into o 
profitable operation—No Gimmicks 
—No Razzle-Dazzie. Call or write 
for details today. 










for a nominal fee, we 



























STOP LOSING NEW CAR SALES! 
cover how much your competitors’ cars 
really cost. The book, ‘“‘AUTO COSTS,”’ 
gives you the factory invoice prices of 
all 1959 American cars, 21 foreign cars, 
4 American trucks and all their equip- 
ment. Used by dealers and banks nation- 
wide, Order your °59 edition today for 
only $10—three year subscription $18 
(including all supplements), AUTO 
in Y Box 224, Dept. 3Z, New York 

Y. 


BU SINESS _OPPORTUNITIES 


FOR SALE—Garage business and storage 
room for seventy (70) cars, showroom, 
located on Automobile Row; many poten- 
tialities; U-Drive licensee, established ten 
(10) years—fourteen (14) trucks and 
eleven (11) passenger cars, taxi business, 
six (6) Checker Cabs, four (4) Chevro- 
lets, five (5) Cadillacs. Meters and two- 
way radios in all cars. Established for 
over 33 years—Good location for any 





Fred Ritter automobile agency, all equipment, eleva- 
— tor. Located in New Jersey. Reason for 
selling—sickness. Box 8651, c/o Automo- 
Dealership Management ve oan, Bann 5. 
Service or 
18450 Livernois 
Detroit 21, Michigan 









Tel: UNiversity 2-2111 
















































MILITARY BUSINESS ae 
am God Yeu Share? «= CHEVROLET BEL AIRS, 
uate ; FORD 500'S, 
ry people will want to: 
Finance for 30 to 36 months. BUICK SUPERS, 
Register and Title car out of state. OLDS SUPER 88'S, 
) Toke cor overseas without refinancing. CADILLAC 62'S 
Get low, money saving, financing rates. 
Toke immediate delivery. —all hardtops with automatic transmission, 
We specialize in such transactions on a sim- power steering, radio, heater, padded 
plified, no trouble, without recourse basis for dash and windshield washers — Buicks, 
oficers and enlisted personnel of pay grades Olds and Cads with power brakes and 
& and above. whitewall tires— 
MILITARY MILITARY These are clean low mileage cars for 
AMANCE CO. ACCEPTANCE CORP. sale in small lots—available for inspec- 
@ Tioga Bidg P.O. Box 2166 tion in heated inside storage at 9 W. 
220 Milvia San Antonio, Texas Kinzie, Chicago. 
ferkeley 4, Calif CApitol 6-268! 
THornwall 3-7423 For information call, write or wire 
“Worldwide Financing for Military 
k, 9 W. Kinzie 
ith Chicago, Illinois 
" 7° ® TWO ESSENTIAL SERVICES ® ® || peicware 7-7272 Don Miller 
iv. INVENTORY SERVICE 
ef Parte eccesserios ond Sehr S008 
P- APPRAISAL SERVICE 
ve ferniture, equipment, machinery and tools. 
— For /Sett s 
en eau Saat Ueoaene DO YOU WANT 
= Tex, Banking and insurance PROFITS NOW?7? 
ie © © Call or Write for Details @ © Wholesale to Dealers Only 
- | AUTOMOTIVE INVENTORY & APPRAISAL CO. Fully Americanized 
re, 10) Freeland Ave. Detroit 27, Michigan 
Webaer 3468 VOLKSWAGENS 
P, 1959s,-1958s,-1957s,-1956s. 
a Air Force Cadets Sedans—Convertibles—Karmanns 
/ 
> me Shipped by the 
- a ange en World's Largest Independent 
or 36 Months te Pay 
o- Low Bank Rotes Volkswagen Operation 
We handle all branches of the service, tech. All Cars Selected, Serviced, Cleaned 
i | og. and officers, No dealer liability. Car and Expertly Shipped Directly to 
> an U. 5S. Ports. Contact American 
os =| ™Y be taken overseas. . oie tes Derails. 
nal Write, Wire or Phone Expinc orp, 
*- Sas Wee 6 wor Lyndhurst, New Jersey 
ve | CA 34356 2625 Broadway | Phone: GEneva 8-7070 
= Sen Aatento, Venas | or Call M.Y.C. Lines: Wisconsin 7-8221 
" | : ; ¥ Supplier ) 
oo : a Know Your 
ar —_ it Also Suppl Station Wagons, 
ia | TRUCK DECALS; no charge for sketch; Panels, -ups, Buses, Etc. 
Ly durable, brilliant colors. Write for sam- EXPORT INDUSTRIAL CORP., 5S. A., 
‘L ples. Allied Decals, Inc., 8356 Hough, Panama, R. P. 
lL. Cleveland 3, Ohio. 
- ACCESSORIES FOR SALE el 
or 
in 
At Last! POWER BRAKES 
al 
: For Old and New Cars at 
d- 7 o 
. Only $29.95 List Price 
A Real Profit Item for Dealers 
Three Times More Braking Power. Thoroughly Proven for Two Years. Thousands 
of Units Already Sold. Available for ali makes of Cars from 1952 to current 
models where master cylinder is mounted on fire wall. Millions of dollars are 
being spent to convince Car Owners that they should hove Power Brakes for 
sefer driving and stopping. NOW, Stage Matic is priced where the average 
Owner can afford power brakes. Many thousands of older cars need them, 
fot counting many newer models. Easy, Safe, Smooth Stops . . . Very little 
pedal pressure required. Makes driving easy. Shorter distance to stop. Much 
faster, controlled stops, even at high speeds. Safer on ice, wet pavements, 
etc. Get full braking power while retaining “Brake Feel" under any road 
ne condition. 
to 
a Replaces present master cylinder. Easy to install. Takes less than thirty minutes. 
: No special tools required. No cutting of lines or push rods. 
; 
~ Stage Matic operates 100% whether motor is running or not. This is not 
d true of all other brakes. Intense heat, cold, high altitudes, water, or rough 
= toads do not affect it. Operates independently . . . does not affect efficiency 
ie of engine. Approved by “Product Underwriters Insurance.” Fully guaranteed. 
. Should outlast any car. 
: For detailed information and Dealer Program write or phone: 
in STAGE MATIC COMPANY 
NB 4426 VINE ST., DENVER, COLO. PHONE: AC 2-3696 
t. ee eae eae ae ae ae ee ee —_— 
< STAGE MATIC COMPANY 







4426 VINE STREET, DENVER, COLORADO 
Please send me complete information regarding STAGE MATIC POWER BRAKE 


Name 
Address 


Town 
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acini salient 
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VOLKSWAGENS 


1959s 1958s 


GHIAS AND 
CONVERTIBLES 


Lowest prices — Immediate Delivery — 
50 cars always in stock. Arrangements 
made for shipments direct to ports near- 
est you. 


Call, write or wire 


Underwood Motors, Inc. 


New York 23, N. Y. 
JUdson 2-5930 


1860 Broadway 





24 hour service Best bank references 


VOLKSWAGENS 


1959s 1958s 
ALL AMERICANIZED MODELS 


Sedans — Sunroofs — Convertibles 
Karmann Ghias 
Also direct and prompt delivery to 
southeastern and connecting states 
from conveniently located ports of 
arrival. 
IT PAYS TO WRITE, 
PHONE OR WIRE: 


GERAMER CORPORATION 
132 Nassau St. New York 38, N. Y. 
BArclay 7-0919 








VOLKSWAGENS 


Will ship new wea directly from Ger- 
many within four wee edans or Sunroofs. 
Sealbeams, direct. signals AS | windshields, 
leatherette upholstery, mileage speedometer. 
Cars will stand you about 1,575, including 
freight to N. Y., duty, ins. brokerage. We 
also ship to other U. S. ports. Ghias, con- 
vertibles also available. Minimum 18 cars. 
Write or phone: 


AMERIFACT CORPORATION 


54 Franklin St., New York City 
BE 3-6510 
Finest bank references available. 








CARS WANTED 





LATE MODEL WRECKS—Parts bought 
and sold. Large selection. Ed Matt, 55 
Madison Ave., Paterson, New Jersey. 
SHerwood 2-4488. 


SEVEN PASSENGER CADILLAC limou- 
sines. Ridgway-Baker, Belmont 4-6611. 
2836 N. E. Sandy, Portland 12, Ore. 





Foreign Car Dealers!! 


NEW AND USED 

Don't sacrifice your foreign car inventories 
—Call the largest import dealer in the mid- 
west. No stock foo small or too large for 
us to handle. Send for free wholesale list. 
Write or call Bernie Gay. 

JAN ROSS MOTOR CO. 

Import Division, 380 E. Broad St., 


Columbus, Ohio 
CApitol 8-4514—CApitol 8-6607 








WE BUY 
FOREIGN CARS 


NEW OR USED. ALL MAKES, ALL MODELS, 
INCLUDING DISTRESSED MERCHANDISE. 
Box 8600, c/o Automotive News, Detroit 7. 








WE NEED EDSELS 
Any Model—Any Quantity 


R. S. HENRY 


New Brighton, Pa. Phone: Ti 3-658! 





PARTS WANTED 


WANTED: Chevrolet and Ford obsolete 
parts for export, 1928 and up. Passenger 
cars and trucks. Send lists for immedi- 
ate orders to: Jack’s Auto Parts, 606 
Anderson Ave., Cliffside, N. J. Phone: 
WHitney 3-6666. 





MR. CHEVROLET DEALER 


CASH BUYER 
Send us your lists of Chevrolet parts that 
may be obsolete or slow moving with you. 
We will send you our orders from your list 


at once. 
B. FREEMAN AUTO PARTS 
492 Main St Fort Lee, N. J. 
Windsor 7-2189 








PARTS WANTED 





MR. FORD & MERCURY DEALER 
MAKE ROOM FOR YOUR 


1959 PARTS 

We have mailed your parts manager a long 
list of obsolete and slow moving parts that 
we will. purchase for cash. Have your parts 
manager check our list for any parts he wants 
to move. Mail your invoices and ship as soon 
as possible. C.O.D. For any parts that you 
want to move that don't appear on our list, 
send us your list at once for our orders. 


B. FREEMAN AUTO PARTS 


492 Main St. Fort Lee, N. J. 
Phone: Windsor 7-2189 


BLUE @ CHIP 
TOW-PILOT 


WITH LUBRICATED 
AUTOMATIC BRAKE 


& BRAKE CABLE 
DEALERS’ SPECIAL (F.0.8. Factory Net) 


$52.35 Fed. Tax included 


THE FAMOUS 
MOTO-MATIC 


TOW . GUIDE 


With Universal Swivel 
Action 





TRUCKS FOR SALE 





TRUCK 
AUCTION 


Nov. 14th—11:00 A.M. 


Be sure to attend the gala 


Four Soa no Hook-U 
DEALERS' SPECIAL (F.O » Peace Net) 


$44.85 Fea. Tex tactoded 


Liberal Quantity Discounts 
To Distributors 


Write for Illustrated Catalog 


Factory Sales Division 


PILOT DISTRIBUTING CO. 
BATTLE CREEK 9, MICH. 
Phone WO. 2-5257 All Dept's 


“Leaders in the Industry 
Since 1939" 


ANNIVERSARY PARTY 
FRIDAY, NOV. 14th 
CASH PRIZES FREE FOOD 
500 to 600-Car Selection 
DYER AUTO AUCTION 


641 Joliet St. Dyer, Indianc 
UNion 5-2361 





‘SHOP _ EQUIPMENT “FOR SALE 
FOUR TWIN POST Globe Lifts complete. 




















Perfect condition. $250 each. Myner 
Motors, Inc., Shreveport, Louisiana. Canadian Distribytors 
ee en FIVE WHEELS, LTD. 
MISCELLANEOUS 599 Y St. 
Toronto, 
TOW B A R S 
The Famous Keep Your Showroom Floors Clean! 
“BLACK BEAUTY”’| 1959 Car-Diapers 
ee oe Thousands In Use Coast-to-Coast 
Buy Direct and Save 
14.50 each 
THE MARION 3 Soe ll 
MANUFACTURING CO. 
Marion, Ohio Phone: 2-7594 STROUD AWNINGS 


Since 1910 


—— — — 
CHRYSLER and IMPERIAL outdoor build- | 15511 Waterlee Rd. Cleveland 10, Ohie 


ing signs wanted. Don Medow, 233 North 
William S8t., South Bend, Indiana, 


CARS FOR SALE 


FOR IMMEDIATE DELIVERY 


WHOLESALE ONLY 


1957 - 1958 MODELS 
AUTOMATICS — TAXICABS — STANDARD SHIFT 
FORDS .. . $325—$450 
CHEVROLETS . $325—$450 
DODGES . . $325—$450 
PLYMOUTHS . $250—$350 
$175—$275 
$225—$250) 














CHECKERS . . 
(FORDS 1956 . 
REASONABLE TRANSPORTATION WILL BE ARRANGED 


JOHN T. BOGART 


AUTO DEALERS UNLIMITED, inc. 
PENINSULA BLVD., HEMPSTEAD, L. I., N. 
PARTS FOR ABOVE CARS AVAILABLE—CALL ivenhoe |-6688-9 








Order your subscription NOW, 
and avoid increase in price to 
be announced soon. 


New Subscription Order’ 


Send Automotive News to Address Below 
U. S., Canada and U. S. Possessions 
One Year $8 [] or Two Years $14 [] 


All Other Countries — One Year $12 [] or Two Years $20 [] 





AUTOMOTIVE NEWS, 965 E. JEFFERSON, DETROIT 7, MICH. 


WiAdinns ntipaetuts bandh aan ak eee osceenvaewoendecons oeseesecéoess 
fort rt eters tates et tees ee ee ewes hncouaetaekeue >htinnns code cee se gunning aie 
iE bu div wieahtile bie dtn'ae ane otigwo 6 BK cites Sa sPeies baek s¥ectudseees 
| Get AGM ev ivsccesieneess SP etvadabaodectcard oo Same Maccsssese 
Gia aRattndd chin diets kawseieektvebasaate avadoeiiiceetane casuhanale 
: TRADE CONNECTION: 
| Car Dealer [) Truck Dealer [] Manufacturer [] 
| Jobber [] Insurange [1] Financial [] Supplier T] 
| Dghe: Ob Cat iia etc cw Wek dK tikeewkerns ginwdas cane GP. oc cccccnecceccsced 
i 11-10-58 
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Now the PRINZ of cars... 














from 71398.°° P.O.E. 


some areas slightly higher 


Latest Style « Family Size « Air-Cooled 
NSU since 1873 at Neckarsulm, Germany 


FIRST MAJOR ENTRY 
SMALL CAR MARKET 
IN YEARS 


U.S. DISTRIBUTOR 


FADEX COMMERCIAL CORP. 


ESTABLISHED 1939 EXECUTIVE OFFICES NEW YORK SPARE PARTS CENTER WESTERN DISTRICT OFFICE AND PARTS CENTER 
t 


487 Park Avenue 421 East 91st Stree 319 Van Norman Road 
New York 22, N. Y. New York 28, N. Y. P.O. Box 442 
-7200 T ir 





Montebello, 
RAYmond 3-1348 


